Liability: No 
Solution Yet 



Collecting 
Your Cash 



Mation'sBusiness 



Are Your Employees 
Stealing You Blind? 





How a luxury car 
should move you. 

Lincoln Town Car 

Few cars In the world have the ability to overwhelm your senses. 
This is one of (hem. 

The 1988 Town Car still possesses Thar kind of emotional power 
because it still possesses the enduring virtues of this automotive class. 

Undiminished size. Uncompromised comfort. And an unmistakable 
road presence that separates if dramatically from the rest of the field. 

That kind of distinctiveness alone is enough 
to move many to Town Car. >et Town Car has substantial credentials in 
other areas as well. A 5.0L v-8 engine with sequential multi-pon fuel injection. 
A trunk that can honestly carry the name. Along with lots of luggage. 
An available 12-speaker Ford JBL Audio System that can be further enhanced 
by the addition of a compact digital disc player. 

I lMf~Y~^l Kl ,f tno ^ areT ^ Tnln 9 stnaTTO ^VOulna1uxurycac 
LI I N vJ^LI N. we invite you to consider ihe 1988 Lincoln Town Car. 

What a luxury car &*SK£*** 
should be. 




tor mote mfty/innutjty, < nJf I BOO B22 9292 A icki& up logattmr ccjn "iicjvc? Jive*. 



Product knowledge 
is all you need for 
professional selling. 



□True 
□ False 




A thorough knowledge of your product is 
certainly vital to you as a professional salesperson. 
You mu. si know your product so you can explain 
its features, its benefits to your prospective 
customer. But product knowledge alone Is not 
enougtvYou must also have an abundance of 
PROSPECT KNOWLEDGE.You must understand 
the psychology of the decision -making process, 
what makes your prospect decide to buy or not to 
buy your product. 

T tint's why many men and women in the 
filing profession take the Dale Carnegie Sates 
Courser They want more PROSPECT KNOWLEDGE. 
TTiey want to learn the best methods and techniques 
for finding out exactly what their prospect wants 
and needs so they can offer practical solutions 
to his or her problems.They want to learn new 
ways to Improve, to strengthen and refine their 
sales presenUHions.They want to become more 
skilled in the m of communicating so they can 



help their prospen appreciate and believe in their 
product and how a will meet his or her needs. 
They want to learn new, effective techniques to 
answer objections and often turn them into pluses. 
They want to know how to monitor their sales 
interviews to determine when the prospect is 
ready to buy. And they want to develop the skill 
to analyze their interview? to determine why they 
closed the sale, or why they didn't. 

Most com Extent salespeople already have an 
adequate measure of product knowledge. But the 
Dale Carnegie Sales Course' can give you that 
vital PROSPECT KNOWLEDGE 10 go with it. Ii can 
help you become more professional, more effective. 
It can help you increase your sales. 

For more information, ask for a free copy of 
our quick- reading booklet that outlines the benefits 
and objectives of the Dale Carnegie Sales Course ' 
Call toll-free 800-231-5800. In Texas, call 
800-392-2424. Or write to the address below. 




DALE CARNEGIE $> ASSOCIATES. INC 

SUrTE 1 -057 N* 6000 DALE CARNEGIE DRfVE (PVT.) • HOUSTON, TEXAS 77036 
Accredited uv 1ta> Council Foe NtMicollcfjiate Continuing Education 
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MANAEi)NEi VQUR BUSIRISS 



John W. Bender, president of Be mi Vr 
Lumber Company, Sloomhtgiont 
fmL says hr. Learned the hard Wit t/ 
that, in his business, "thefts rn tt be 
tf ft r fr de i l rw ta /? rig* " (Page 16) 



Comvrsdov fmnehising ay pea fa to 
franchisors who Tvantto nxpand, like 
Gary BtuwitTitfmt ofTimter Box 
Intcmati&nal, as well cw to 
franchisees. fFa$e tS) 



DEPARTMENTS 



Sti i ve Crossla n d tjrudu a ted from 
fircftxhtn f'SC's iogt>s to iic#r}$ina 
logo* for more than SO colleges and 
unhwrmties, {Page 4&) 




IS Cover Story: To Stop A Thief 

There are as many ways to steal from 
an employer as there are kind* of 
busine-flS. Bui everts say SHI percerii <if 
employees will stay In • nen= if you create 
an environment thuit discourages and 
detects theft. 

$2 Five Steps ft? Reduce Thtjl 
it $tca I i tig Tint £ Th e S U ft tlest 
Ttiefl 

24 Betting Tour Customers Tn Pay 

The mast Important measure of how a 
company is iloin.n i* cahL flow. Wit hum 
cash, you him tofft your ability to 
compete, 

28 Convert fing To A Franchise 

As fomfhetition intensifies, independent 
business people are getting a jump on 
the market by joining a franchise. 



CflW DgBqn. MirJ-Jinl Binnic — ^tvh\ AtjQ&afri 



.Viiii'ff* ir n«w (lESti OCSS-CUT.tl m pidiLaiinii inontii^ 
#t MIA II Slmil, S 'A ffiukin^tiKi, OA'.. iHHKii!. Adi-irtl* 
.hi uli'h kw,hu*twri . Tl I Thml An*., Sf.T, 
JOUJT 1*eL ISUI S7Q-N40 I'^iyrifirltf -M \W1 h> Lh* UnlLH! 
Stilia. Plumber rtf t^\nme=r±. AD njflitii nucrvad. Sniv 
wripiiwi ]Trrpp f^MiJ*^ SHni«* and pc«piwrp*fc 4w jh*t. 
to, ihh >iiBin, tift: ihiw ypMBk, Nft. «rri in ctwtwiMlm 

#tt'lhr eirwr|Mhvr ?V JfrnniFi! ..mm * j< 

Upu ftft. 4mv tKin. Ilfli. fraitwt Ui tl-SX Betrtrrtd 

rlua pslftgr pub! *t WiihwitfliHi. U,C, n*L ucfaiiCuiiiH.1 rnilh 
U1« nffk-ftrt. /'iw^i^jirtfr: lit*** utid fpcm USUI H IWU 
S^rlLiL n, r.-.m K.ni*tn|tnH, Mil SHtf.. Huhwflk»r J^p 
■ Im: L-HW6SMV*Wi iHi WcfrliWllL l-WNI-nriS Nr^) 



35 Di$peilkng Minimum Wage Myths 

A coalition uf business people striven to 
educate IcjjLslntors on list- dangers 
inherent in a ferferalty niaiidaoDd 
minimum w&ge in? rtfKt'- 

39 Salving The Liability Crisis 

Reform of the court system a 
prerequisite to atTorduhle li^riiNXy 
insurance, say coalition builders who 
are trying to d<i juet that, 

53 PCs Can Paint A Thousand Words 

Xot arTJSl.n:? Relax. Armed WLth a no- 
fuss software package and some 
affordable accessory hardware for 
your PC, yau can produce quality 
graphics [jresentu lions thsi? will daftxEv 
your clients- 

56 Black Eniropreft&urship li Amtrica 

SpecEaJ ToLh AnnivLTsary Report: Black 
f.i:-iL-„'S-. ]h'o;i|i- h;ivi- fn-'Hii iWrnirSishk- 
ob.stuelffi in the land of opportunity. 
Still, many hftve defied historical racial 
tiurrierB and led their cum panics lo 
grout saccessL-H. 

89 LookliB Ahead 

Succeeding in business, as well an in 
life, is a matter of careful planning, 

I'Lvi-r 13. r^ichaxnpe, Jr.. fcfce l.",S. 
Chamber^ new board chairman. 
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In 1981,we introduced 
the world's most successful 
personal computer. 

Here we go again. 




Announcing the next ge 
personal computing. 

The IBM Personal Syste 



I lit- id* ;i behind imr firs I [** ] was 
wond<Tfully simple. ( Im* prison, our jur- 
sonal rmnpuln: 

But a> IBM* PCs grew up. and as we 
b |H improving t\miu your re^uiremerkte 
j^rew even fa^er. Ueark you needed more, 
and now its here* 

The new IBM [Vrvoriul System /2" 

llsheuri if- ;i mw Invent hardware 
and software, but its soul is hijqjor: n**w 
leehnolo^y. ofc-oinx", lull also a new 

tola urn I syislem" approach lor making 
tiling work lowlier. 



The Personal S\st* fc in/^ works willi 
earlier IBM PChso you ran I mild on in- 

m 

vesimeni^Wve already mad* 1 , ai id il 
work* wilh larger I KM svslenus opening 
new fx^ssihililies lor your future. 

New svstemst 
' I here are lour models of the IBM 

frnonal System/2: Models 30, 50, 60 

and HI J, h ^eib r thev oiler an ama/in^ 

rango of performanee, 

Model 31 lean finish many jobs more 

than (wire as lasi as tin* IBM Vi 1 XT. " 

Models H I and Oi l ran finish work up lo 





neration in 

>< < l as fast as the IBM IVisonal Com- 
!>' H* l r AT " And Mm j. i W ) . audi t joh> i ip |< > 
iij M | j, h;df times ki>[vr iltau lit.- AT." 
I ^p»ndin<;oit I he iii*mJ*'L standard 
"wriiorj i^i m-s I nun f>l4lKB up to two 
Kfcgabytes (MB), expandable to 16MB, 
fixed * li^k ^irugr runs from 20MB up 

Gfap&CS are stunning, 
cacfa system ran paint nji Ut 'l'ib 
''ulitrsim the screen ai once, drawing 
'"Hlla palette ol iVUMH). \nd not one 
f »l those colors roslsa | h -nny extra. 
New performance . 
Uui an even Mi^iT advance is one 
you cant see. Models 50, tH I and 81 1 
s haiv | f |y new design tailed IBM 



Micro < Ihanrirl." It allows data In zip 
around more Invly inside tin* systems. 

Ii«la\ that means \oi ir software run.-* 
fa&tcj; fiut ii> full potential lie* ahead. 

I KM Qperalmj: System /2 "is in 
lli-- work*. \\ailahle lain cm. it will makr 
tn tilt H asking ^ii^i+M: memory im hi sk i i 
ibk\ mid a I km sofhvarelo [>e easier in use 
and more powerful than ever before. 

New rk-xibility. 

Ami there* mueh t imirh more* From 
i H -v\ lfi\l displays lu new 1 1 1\1 printers* 
hntn pupuLir software heir m >vv lo 
j m fcw* fc r I ion <t fc [ m ra i its 1 1 1 ; it a n fc u n t he wajt 
from m^ed 3 1^" diskell.es lo a new IBM 
2i W t-niillmii4iy'teijpliral disk drive. I rum 
new IBM S»hilionl*aes Mo ih-w HIM 
ViHhnriM-cJ \dvaneed ! 'rod net* [h-uliTH. 

I< > learn mure aboul I he [ H\l [ Venial 
tSvstem/2- the twrson to is vi hit lliSVI 
Marketing Representative or an IBM 
uutb irizn I < l< "den I< w t J v ■ < hi te m an von. 
call I^H>-44747<KUxL 9. (In Alaska 
call UttHM-tTtttWO, in f^Ef 
Canada l^><Mu,>66t.H>.) k^±=% 





HsitHJifs RueuniJia June 



COMMENTARY 



Who's Gored 
By Gouging? 



By Henry Altman 




j hid churning, I be in bed wide 
awake one night, and finally it 
uomes. to me. [ know how to 
I make a screwdriver that never 
will slip from any slot — an immeasur- 
able help in turning even t\w most unco- 
operative of screws- What'* more, lying 
there. 1 titfure out how thi* paragon of 
tools can be produced, distributed and 
brought co public attention for only a 
quarter. 

A vwt Co a machine shop the next 
day conArmti rny thinking. So I arrange 
to have my product patented, rnanufac- 
tured and marketed. 

Now: What tt> charge for it? 




"It is common for profits to enrich not 
fust tkeir aimers, hut also the lives of 
others. They do so by creating jobs, 
goi^emfnent reitenues and desired 
products, " 



Setting prices far prod nets or ser- 
vices 1a a problem most readers of this 
muff azine face, and the right answer is 
not always easy to come by. 

A business owner or manager with- 
out an accurate picture of all costs, 
both fixed and variable, can under- 
pric*— wad (jo broke, On the other 
hand, if you overprice, you may find 
yourself with too small a market or too 
large a rield of competitors — and go 
brukfc, 

Sometimes, if you do it right, you can 
enhance your product'* image and en- 
large your market with a higher price 
that has no J Ins: to cost or quality. It is 
even possible, through snob appeal, to 
set u price far, far above cost The same 
rati be Lrue for a product — frivolous or 
practical — that has novelty appeal, 
which » what is involved in this discus- 
titan. 

Here I am witii a dynamite item tliat 
costs ine two bits but that, judging by 
preltminary market tests, could be Hold 
in large quantity for 25 bucks. 

The conventional wisdom is: Charge 
w I Lat the traffic will bear. Would you, 
in this case? Or would you feet guilty 



about taking ho remarkable :i markup'. 1 
Specialists an business ethics focus on 
Wall Street insider information and 
takeovers, companies' environmental | 
impacts, apartheid . . . but not on so- 
called price gouging. 

W, Michael Hoffman,, director of the 
Center for Business Ethics at Beotley 
College, Walt ham, Mass., Hays: 

M I guess my position w that if you 
have the only water hole on an eland 
a LI by itself in mid-ocean, you should 
refrain from setting your price too 
high, but not if there's free com petition 
in whatever market you have. A free 
market keeps your price down for 



you—that's the rationale behind anti- 
trust laws. Even if the market's not 
CreCi 1 don't think there ahoukj be a 
limit on the prire of a nmi-iierew1> " 

Come to think uf it, he ,<atytt,. he 8+^ 
no justification for the ticket sculping 
laws that exist in some place?. Hoff- 
man has *2l season tickets for Boston 
Celtics basketball games. "When play- 
| offs are approaching, there"* nn t|u*.-a- 
tion that 1 could go to Boston Garden 
and sell a ticket for (SOU," he says. "If I 
did, I'd find that my customer was a 
plainclothes roan, and I'd be kicked up. 
Yet you should be allowed to selt a tick- 
et just like any other product you buy." 

Hoffman would agree with most sup- 
porter of free enterprise that traffic* 
wiSI-hfjir prii-irvt!- \u u '.■"mi^umv «-n vi- 
ronment is the best mechanism for 
arriving at fair prices in the long run. 
Certainly, regulation is not the answer, 
as anyone who Stints tu live hi Manhat* 
urn can testify. Rent control produced a 
shortage of rental apartments. Today 
the 110-story World Trade Center's site 
pale?- in comparison to that of tenants 4 
tabs for the fraction of rentaJ units that 
are not controlled. 



Is there such a thing as gouging- 
Sure, I think the cartel uf oil- producing 
countries gouged in the early 70s. But, 
as we all know, the conservation that 
followed the multiplication of print's led 
to a price collapse, If the sheiks' shake- 
down had been more gradual, their to- 
Lai take might have been bigger, 

Anyway h some argue that, "in view of 
the ojI'm value to the consumer and ite 
expected eventual depletion* its price 
had been um^ a] Locally low. 

And gouging often exists only in the 
eye of the beholder. Take the price of 
Retrovir, the Burroughs Wellcome 
Company'!* drug that prolongs lives of 
AIDS victims The company estimates 
annual retail cost per patient will range 
from $1W) to 310,000. 

Gouging? Burroughs Wellcome n?qtea 
that it has spent many millions in devel- 
oping a drug whose success originally 
was considered highly unlikely, that i& 
expensive to produce und that could 
well he superseded quickly by someone 
ettitfl drug. 

If the company, which says it already 
has a "limited indigent care program' r 
on a ease-by-case basis for Some life- 
saving drugs, makes- big profits on the 
AIDS drug, where will they go? Well 
Burroughs- WYdlcome is the U.S. subsid- 
iary of a British company that is three- 
fourths owned by a charitable trust 
The trust, distributes million* world- 
wide for medical research. 

(The parenl company's founders 
were two Americana who went us Brit- 
ain in the 19 th century to make their 
fortunes*. Henry Wellcome, who bought 
out Silas Burroughs' interest after Bur- 
roughs' death and set up the trust, was 
a minister's son with twin goals: to get 
rich and to serve <Jod and man,') 

Few buKineases arc owned by chari- 
ties, of course, though many are 
owned by charitable people. How- 
ever, it i* common for profit* they 
twn to fmrieh not just their owners, bill, 
also the lives of others, They do so by 
creating jobs, government revenues 
and desired products — like Burroughs 
Wellcome's, 

Who knows what my screwdriver 
profits would lead to? 1 might even 
come up with an unlovable? golf ball. I 
guess I would charge the J25 for my 25- 
cent product- Would yuii? A 
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Needed Encouragement 

Thank you fi>p your article ""Building 
On Failure" in the April issue. 

1 am a small real estate salesman 
experiencing the worst downturn in ths 
market shut my entry l'J years- :ii;i> If 
iti encouraging mid Ln^ijinji 'n>niiJ to read 
wticiM such as yours. 
Hmndl Luvido 
Dallas 



Who Pays Far Increased Wages? 

TLi' current minimum wage bill 
|"\V'in>rt> 1 St^Liitl," April] [ - rLr= ^iiinpio 
of the kinds of polkie* that prevent *wr 
HMaJving tta trade deficit 

Our Asian competitor do not have 
minimum wage laws. The marketplace 
determines thtir wagt^. Consequently. 
As tans pursue education and vocational 
t rail Ling to iictuin higher wishes 



T h t .■ small litisino^^ i'mploy-T wnrk> 
on a fixed budget. He or she would 
have b tou^h time training entry-level 
personnel at the mcrtjaaed pa tea pro- 
posed, Crjiuj^iueatly, business growth 
wmjld he hindered. ' 

On? forefathero. pioneers from the 
Old World, built America through sheer 
hard work and without welfare. That's 
what the increased minimum wage pro- 
posal really flails for— another form of 
we If tire! 

U'itiufHt E ttnd Durtttkij L Covklm 
Anacortt% Waslt. 

Outb la a small saw-ctiLling company 
and steel service center jrat 2\fa years 
young. Since Day .1, with the.- high costs 
rf materials, equipment, rent, Uncle 
S&ni's share and wages, it hm been a 
tremendous struggle. High labor costs 




You con save money on your next building project before the first column 
or Ekstm to actually placed How? By sendmn far $ FREE copy of the Atlantic 
Building System*" "Construction Planning, tiukto 

Tins helpful guide lets you pJno a more practice. economical building 
because b's full of the questions you .should ±*k during i he Initial stages of n 
pto^d Questions concc ming ate sdeclkm, Itvout md design, utility 
requirements financing routratiur selection sad mum 

Oon"t let l he price of your next hu tiding go up becaaie you didn't raitfe the 
tight quntiam Send for Atlantic's "Construction Planning Guide" today, tuli 
loll Tret I KOU K^H l lOU. ext. 141 or write: 
Ailanik" Building Systems, 
VO. bos 46*62 2, 
□flrinmtll, Ohio 



atlantic 

A Imi k Idi ng systems 

.4 BuflUiitft fcfhfNitwtfws (hmftiitty 



drove ateeS proves gin if to outside 
source like us to begin with But high- 
er wage* meuns higher bidding- I think 
ymi know whnn« the huck ends. 
Craig Garrison 

Gomtt Prvductitm Sttw CotpwativTi 
Toledo, Oh t o 

have had only one noiLmanagerinl 
employee who has been worth tfi.fl*i all 
ho jr. 1 find an awful lot nf people Wftnt 
:i job but no one wants to work. 

Perhaps there is a wny to legislate 
people to work ami o< h*-lp lustinesses 
ftmw so we can afford to pay those 
people higher wa^es. 
Xvtfiv M. Ogun 

Dramatic Start-ups 

Your commentary Jn tho April issue 
["The Keul Drama's In Business"] re- 
minded me of cm idea that I have bossed 
around for 10 years. Why doesn't the 
media chronicle histories of business 

1 heeami- intri^u'd w rl;fcJ -hIm+'i'I 
wfcmti I WB3 a luiw hi re at Ampex Q^rpu- 
nition in lied wood Tity, Calif, Tluit 
cempaoty^A new-emplt>y«ie cirientation in- 
cluded a fascinating atrount of its be- 
^ininrL^r. wtni'-h in\ _ cdved rapturod tier- 
man equipment and tapos, Ring 
Crosby's popular radio ishow. Russian 
emigres and radar. 

Pe r h ap h ATd i to n 'v fi u si ftvsx eou!d 
publish the Ten Most Interesting Jiu^i- 
nes* Beginning, I'm ^ure you would 
Snd a receptive audience 
E.G. Sett?™ 
Mount Vfttum, Ohio 



TWO Stops Backward 

Fifty yearn after Hitler. Sen. Simps « 
hajs introdurH u law cn j aiin>r u m>w 
L-rirniriLiI CJjt$4 without even burning the 
I'^n-k^C:*^ | "i/jnifcir^ Sn>H! I V:l- !. :■■',. i 
on Hiring llli'^ul Alitms," April]. In- 
stead of disbanding llu Jtrt'.hsiic Iniini- 
yi-nLion and Naturalization Service, he 
has Created storm trooper battalions 

Srmf trttrrs to Edittu\ Siirinn'r, Hu^i- 
nesfi, HtS H StrtsU NM, Washing* 
ton f Z>.C SQQf&t and inctudr your 
phtrm 1 rtumbrr. Lrttrrx ttddt'rwtrd .'n 
the Editor mil tonndttred fir pub- 
lirafioH unless thr writer requests 
othrwixr. ft /tit ittt^t Map hr edited find 
tfphdtmsed. 
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whose forces and equipment will be in- 
creased to seek out and imprison crimi- 
nal employers, 
Ja mes S. .'Ganvy 
Fort W Qrth 

Our Mistake 

Efl the March issue then* is an incorrect 
Btatfinenl regarding the Amount of 
PIP r s franchise fee ["Fnottluftiiiff: 
Buainess Services"]. That fee ia 
tW.fJOl, not Slo.OOO; the dow'r? pd^ 

required for a PIP franchise 
815,000. 

Asuittuitt I a the Prwidmt 
Women's Progress 

Your cover package "Wnmcn: The Sec- 
ond Wav* M [Mftyj'hw been ihe talk of 
°ur nonprofit, adult vocational training 
school. Seventy nine percent of our stu- 
dents are women r and the majority are 
&h>#te parents from 11) to fiO years old, 
Thi-rt- is ;« waiting list to read the 
fiiagarint'H and some of our students 
have taken it home to study. Thank you 
for the morale boost these women so 
greatly needed, Ibey see hope for the 
future and are learn in if that anything is 
i^i^ible if they believe they can do EL 

Ewcufiw Director 
Mu'r'neditwr.trw Assn. of Awe rim 
mehite Fails, fre 

1 couldn't help but wonder whether the 
children of thoa*? business women who 
feel they have willingly made tradeoffs 
to Lid vance their careers would 
fhat Jesa time with tbefr mothers, work- 
ing vacations and beintf fed by baby- 
sitters are not sacrifices. 
Richard L Zuhi* 
Grand Rapids 

Musi Raadlng 

1 do a lot of business reading, and Na- 
''uw W Bit fitness goes on top of the pile 
e yery month. I enjoy its editorial fore- 
Stght. said its design and ft mi much of 
ita contents applicable to my own busi- 
ness.. Thank you for undemanding 
s-tnalt hu-sitse^H better than any nth ft 
magazine, 
Roberta Thiimit*\ 
ArW York 
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N&now'll HllttttW* ill ft fpAfrntnn liuilJiennn. tftde 
■■Mrt iTjftiM louf end cliMtlk*fP. Ainf ^Hwriaui 
■■riRmbrt irf temnprw Hbrnnd. 

CH1IHHU OF THE BOBRtl 

OllYM H. D«lclia.iiiEiA- Jr> 
PflEJIDEHT 

Or Hiuhint L Ujlwr 

BJ4HJP VICT PBFSIBLflT CDMMUNKIiMDN:. 
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Hubert f . Gr*T 



HenfJ EaMtlfl, SllMKffl Ntlliih Khrr. I>r.i :i-. H |.k> ll-i' i. 

U irthi J . FitUif-Jr, ¥v klmkn W S itarnu 
UEHIlftl EDITOR 



Jlntiry Altrnun, ttel jyUrtii, fit* tiftlLy, iien*Hf W. P*iU-«, 
W lUlua Hirfto, Alton G, ftulji'mrar. 
J mrta. M. bnca 

pfwnucriH mi ran 
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result, we know a lot of people 
already at the lop. So 11 you' re 
looking for high Level t&tcnl, 
Management Recruiters is the best 
place to stun. 

But Lhcsc d>ys what's impor- 
tant is not just -.vho you know, st r s 
what von know. And Our Account 
Executives know your industry. 
In many cases ihcy worked in 
your industry before they came to 
ww k for us. They keep up with 
industry groups. They knaw how 
lo pick out the Uip performers. 

We've been there before. We 
know our way around We c«n 
talk to anybody in business on 
their own level. Virtually all of the 
Fortune lOOfJ companies come to 
Management Recruiters for our 
ability to find and recruit excep- 
tional talent. And when we go to 
work for you, we ll see eye to eye 
with you, too. 
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Look In the White Page* 
for the M»nngt junit lUerullert 
office nearest you. 
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Which Way For Rales? 

Concern over the future course of inter- 
est rate* likely will persist despite re- 
cent declarations by the United States 
and Japan that they have acted jointly 
lo adjust Lhetr interest races to stem 
the dollar's fall, which has strength- 
ened the yen to a point that ha* 
alarmed the Japanese. 

Prirne Minister Yasuhiro Nakasone 
announced during hi*, regent visit lo 
Washington that he had ordered the 
HiLiiiK of Japan to lower interest rates, 
And Federal U'-serv? Board Chairman 
Pawl A. Volcker publicly stated that the 
Ped had tightened credit slightly, allow- 
ing tt S. rates to uudg? htgher. 

The dual effort was designed to 
make Hhe dollar more attractive and the 
yen Iwb attractive lo investors. 

tit even before the Volcker state- 
ment, U.S. inures L rati!* had ?.Urted Ijj 
climb (alter a two-year decline) in re- \ 
spans* to a falling dollar, expectation* 
of renewed inflation and hujja budget 
imd trade dc licit* , What is likely to hap- 
pen to ralt-.s m I he rumin^ months? 

'Hit 1 consensus view of ."Hi rn j-:=ll! 
analysts interviewed monthly by fi/tttf 
Chip ffftanrtttf Forawwk, a Sedona, 
Aria,, newsletter, is that interest rules 
will undergo a small downward adjust- 
ment in May and J line „ then edge slight- 
ly higher Saber in the year and during 
the first half of 198H. 

13 ut some economic analysis are even 
more l^ssimistii', predicting the rales 
will move cons latently upward, wilhout 
any down ticks, and the upward trend 
will continue throughout much of 19SS. 

A weaker dollar on international ex- 
change markets is responsible for 
growing speculation that the Federal 
Beserve Board might eventually tight- 
en credit even- further to support the 
domestic currency. When the dollar 
falls, investment valuta urode for 
foreigners, whose investments have 
played a major role in financing the 
U.S. budget deficit. 

A decline in the value of the dollar 
means the dollars with which investors 




Rates Creep Up 
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ar- j repaid are worth relatively- Jess 
than the dollars they loured. Hijfhflr 
interest rates in the United States and 
lower rates lej Japan wo aid continue to 
make in vestments snub us Treasury 
bonds and bills attractive to foreigners. 
StUlp a higher interest rate course in 
thi*- country is not without risks in 
terms of the impact on the domestic 
economy, some analysts warn. 

In the meantime, speculation grows 
over what the red will do in coming 
weeks. 

James R. Solloway, director of eco- 
nomic research far the New York -based 
Argus Research Corporation, toys: 
"Tin? economy is sirengihi-umtf. iVr- 
haps before the end of this quarter, we 
wJJl see the first of several increases tn 
the discount rate." {The discount rati* is 
what the red charges on loans to mem- 
ber banks. An increase in this rate usu- 
ally is fol Sowed by an increase in the 
prim*' rate charged by banks j 

In addition, he says, '"the growing 
fear that inflation it making a big 
mmekidi ha* take a buhl, and, Irum 
here on 4 the markets will tend Lo react- 
more nejratively to had news." 



Sollowav expects three-month Trea- 
sury bills to increase to C4 percent in 
the second quarter > f>.2o percent in the 
third and G.5 percent in die fourth. Th^ 
first quarter SgtFrt was 5,85 percent. 

But a number of analysts still believe 
the Ped will show restraint and not pull 
the credit reins tighter. Higher rates, 
they argue, could toe extremely harmful 
to what they believe [s still a relatively 
weak domestic economy. 

Edward Yardeni, economics director 
for Prudential Bach*, flees an nnpleas- 
ant scennri-j developing if rates contia- 
ue to rise. M A tighter Fed would ul Li- 
mate ly result in a rue us stun in the 
United States," he says* 



Mortgage Rates Likely To Dip 

Mortgage rata* recently spurted ahead 
along with other interest levels, but 
housing analysts maintain that the 
jump tn thai industry will be short-lived 
and that, rates should a pain drop a bit. 

On average. Lenders recently asked 
lu\H percent for &)-y*flr< conventional 
fixed rate morlLru^es, according to the 
Federal Home Loan Mortjjnjir Corpora- 



DO YOU HAVE MORE 

INSURANCE ON YOUR RC. 
THAN ON YOUR V.R? 
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You wouldn't leave your computer 
or other office equipment unpro- 
J^ut-d. liLir if you're like most 
business owners, you have litde or 
ftu coverage on some of your most 
Vl Ul assets. 

Hx- death or disability pi A vice 
president or - someone cl*e you count 
"ft could be j tinannai disaster lor 
V"ur tympany, And whik there is 
I* 1 way to replace an irreplaceable 
t-'Titp^yxv, IV Pmdenud L-in help 
y°u survive the loss. 

We can help you prevent another 
Wfii too: The loss of j] key (slayer to 
y^ur compel it ion The Prudential 
tun arrange executive compensation 
plans so attractive your 

peuplc wifl find ii 
™rd to leave them 
behind. And we'll 
rnake setting up 

plans so 
at lordable, you'll 
^surprised 




Key employee coverage k only 
tine small pan ol what The 
Prudential can do for you. Our 
free eqnstiliiitbn is a quick and 
painless way to uncover the ua> 
expected hut real risks in your 
unique situation. 

You may need a pohc\ thai 
can insure that your business will 
survive the loss ot a partner. Or 
we could help by finding a more 
economical wny to lund your 
pencil hi plan, h may even be as 
simple as protecting your family 
if something should prevent you 
from working. 

Call The Prudential mid we'll 
arrange tor si representative to 
meet with you and, if you like, 
vniii attorney or 

accountant- Getting a 
piece ot the Ruck now 
for your small hi±*iirh.-ss 
cciuJd help it through 
anv ruckv tiniu^ ahead. 
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tion. That m up more Lhan one percent- 
age | jo in I from early March, when rate* 
were down to nearly 9 percent and up 
from the same time last year, when 
they were 9,9 percent 

In addition, the government recently 
boosted the maximum rate on Veterans 
Administration ftuartuiteed home mort- 
tfu^i 1 * a Ml ]Hfciin to !•>,'■ j-trcenL rev-nrs- 
in^ a two-year decline, 

Analysts attribute the runup in rates 
to the weakness of th* dollar and the 
recent increase in the prime lending 
mtc. lw\k* nationwide Misled tiitii 
rate from 7.5 to 7.75 in Into March and 
to 8 percent at the end of Afrit 



Small Business 
Report 



Helping Small Firms Compete 

Legislation to help small companies be- 
come more competitive in international 
markets l& making headway in Con- 
gress, The Small Business Trade Com- 
petitrvenfiAfl and In novation Act recent- 
ly cleared the House Small Business 
Committee and has been attached to 
the House-uaased omnibus trade puck- 

Rep. John J LAFatc* (D-N-Y.), chair- 
man of the House panel and sponsor of 
the legislation, says the measure in- 
tended to address the conet^'a* of small 
companies "whose problem* have been 
virtually ignored" In the debate over 
how the United States should respond 

TO it* Lrzide iU'\h:i\. 

The Small 13 urn ne** Trad*? Competi- 
tiveness and Innovation Act would pro- 
vide for the creation of Innovative ex- 
lion ]rr-Jii-.4iCMHi :iiL'J 'edmoJotfy truii.^JW 
programs directed M ssruall business at 
the state and local levels. For example, 
it would substantially strengthen the 
Small Business Adminiatratkm 'a export 
promotion program. 

Tit addition, the bill would make avail" 
able loan guarantees up to $1 million, 
as opposed to the SnfXJ.OOO limit under 
existing law, for the purchase of plant 
and equipment used in producing ^oods 
and services in international trade 

Recommendations the committee re- 
ceived on ways to increase srn all-bus i 1 
ness competitiveness included those 
from Edward Dualey, chairman of Lin. 1 
executive committee of Air Products 
arid Chemicals, Jik . ami mngmriK 
chairman of the U,S, Chamber of Com- 



Tlie analysts aay> however, that the 
un li* mil nii:s of economic factors, some 
of them based on international ex^ 
change rates and some of them psycho- 
logical > will not affect mortgage rates 
to the same extent as interest rate* 

I generally. 

One factor in the volatility in home 
loan rates ia the procedure in which 
most tixed-ratf morion* aiv bundled 
into r>e<.:arities and soli] to bi£ investors 
with as pension funds. These investors 
iook for yields similar to federal or cor 

( porate bonds,. The recent higher rates 
in the bond market have rapidly an i tied 

I over to the mortgage market. H 



merce. He outlined a four-pomt pro- 
gram to strengthen the nation's small 
business Firms, both domeslicalij/ and 
in world markets. The plan calls for: 

• Eliminating Lax, regulatory and 
other domestic disincentives to bust 
neas performance. 

• Developing and supporting noli- 
eie& and programs to increase exports, 

• Eliminating foreign tariffs and 
nun tariff burners to U.S. trade and in- 
veRtment 

• Providing effective domestic re- 
course Ln unfair foreign Lr:^U j [irHLiUce-H 
and Injurious exports. 

In addition, Donley caned for a na- 
tional conference on small business in- 
ternational trade and pledged the assis- 
tance of the Chamber in organizing 
such a conference. 

The Chamber supports most, but not 
all. of the trade bill's provisions, It is 
opposed to the amendment sponsored 
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by Rep. Richard Gephardt (D-lloJ that 
would force nations with hi^ trade sur- 
uluses to cut their imbalances by l d 
percent a year or face retaliation from 
the United States ► 



Higher Taxes For Smalls 

Many small and mid-sized firms will be 
hit by higher taxeti this year f reports n 
new study by tliu New York accounting 
Arm of Peat Marwitk Main and the CTT 
Group, a Livingston, NJ. r a^et-bltsed 
financing institution, The average L9BT 
tax liability for com primes witJi salea of 
?L million tii million will be up 'i'l 
percent 

Only securities and coin modi ties 
Jirma will enjoy a tax cut. 

The greatest pt-rcentage increase in 
lax liabilities — a whopping 141.54 per- 
cent — wfll be Sslt by heavy-construction 
contractors. Real estate firms will have 



Thinking about franchising your 
business Tf you are r you will want 
to sit m on t practical conference, 
"How to Franchise Your Bus ti&fitt." 



1 1 ss b^ing offered in different cities 
by Uie ES, Small Business Admin is^ 
Lratioti an 1 1 tin- Interaational Kran- 
chise Aa&ocintion, 

Experts will explain how to ^et a 
fcan ctuse off the ground 

U\ Huston, the conference is 
scheduled for June in Seattle, 
June IhVYxi in San f^rancLsctJ^ Sep- 
telnber 1-2; in Chicago, September 

in MiiuieapolLH, October I 
a i li j hi PlioeaifeX. XiH'+tilLm.t IM. 

Co*t is *12o per person. For addi- 
tional details, contact the SB A toll 
freeiLl ^(jum^^ii. 



It's more than 
fast and inexpensive. 



It's an Epson. 



Jntrrriuring the Epson' 
LX-800. 



typestyles is as simple as 
pushing a button. 

What's more, the LX-800 
is fully IBM 1 compatible, and 
comes with both tractor and 
automatic single sheet feed— 
at no extra cost. Plus, there's 
Epson's one year limited war- 
ranty, and our reputation for 
making dependable printers. 

Twenty years running. 



Knowing all this, why 
spend more for something 
less than an Epson? 

For more information aboui Epson's 
hill line of printers, call (800)421-5426. 

E|mm«a infi n l n nl ii,..Vihqrk'.'J SnlujEllecoCoipmBtiaii. 
IBM i*« KftidmciI'jadimurk'iniilrniDtiixiiil Eliamrui. 
MatbjiwK Citrpcmdm. 



EPSON 

PRINTERS 



It's our lowest-priced 
printer, but don't let that fool 
You. ft can fly. 

The new LX-800 prints 
out 180 CPS in draft mode, 
Or 30 CPS in near letter qual- 
ity mode, in Roman or Sans 
Serif fonts. And changing 



M 



Nation's Bu-iini»sH J-jJlc 1-^ 



THE NATION'S BUSINESS 



Small Business flftpnrt 



the next highest tab t followed by a 
third category— agriculture, forestry 
And fishing pnterpri-sea, 

Jamea J, iLgun, Jr, r executive vice 
president of the CIT Group, says the 
overall Lax hi] I for small and mid-sized 
companies in 1987 will be att estimated 
fS.l billion. 



Impact Of A Higher Minimum 

A push by Democratic members of Con- 
gress to e&act a higher minimum wage 
will aggravate Lhu inflation outlook and 
reduce the demand for labor, predict 
aomc economic analysis. Kton. f^'fifii 

Washington 
Roundup 



HantfboEtk Dn Immigration Law 

Enforcement of the I9flft Immigration 
Reform and Control Act begins June L I 
The law makes it a federal crime to hire 
illegal aliens white imposing new penoj- 
tit-H on employers who discriminate 
against workers cm the basis of nau'on- 
$1 Origin or citizens hEjk 

The still Lite la a far-reaching one, re- 
quiring all employers to comply with it 
During the first year nf enforcement, 
companies can be hit with warning cita- 
tions for hiring illegal aliens. Stiffer 
civil and criminal penalties begin in 
May, m#. 

Under the new law. nil husinei-aes 
must verify the cxtiaenahip a tutu* of 
new hires — both American* and 
aliens — -within three days. In addition, 
m -imI overs must keep copies of the veri- 
fying documents for three years, or at 
least one year after an employee 
leaves, whichever is longer. 

To help businesses cope wiLh thifl 
complex new statute, the If-S- Chamber 
has a new publication, JTfte New Immi* 
{/ration L*.ur. An Emplotftr'n Hand- 

The handbook containn mformation 
on employer sanctions, verification pro- 
cedures and antidiscrimination rules, It 
iiJuo includes a practical check bat and 
charts showing how to comply with the 
law. 

The Hin^le-copy price w $20 for 
Chamber members and $35 for non- 
members. Volume discounts are avail- 
able. To order your copy, write Publica- 
tion*- Fulfill me nt, US- Chamber nf 
Commerce, 1*15 H St, N. W. r Waahin^ I 



M, Kennedy (D-Maaaj and Rep, Augus- 
tus* P. Hawkins iTH-ulif.) have intro- 
duced companion hilts to push the mini- 
mum wage from (3,35 to $4.65 an hour, 
David D. Kale, chief economist for 
Kemper financial Services, fne. p in Chi- 
cago, says: "Although the minim urn 
wage has been unchanged for six 
years, it stilt affect* nearly 6 million 
workers and often serves as an anchor 
for nay patterns in service sector indus- 
tries." 

A higher minimum could cause "the 
nmi-Hierjo sfcrvici* i^nripo«i»rsi o!' Uu> 
CPI to rise 6 to 7 percent in 19HB and 
mt, lt he says. 16 



Sen. Phil Gramm (R-Tcx.) enfo the 
Home budget resolution "tttr poarxsL 
must fraudulent hudgrt " hr has #wr 
•MM Congress consider. 
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Crafting A Budget 

Debate over the 1^88 federal budget 
will intensify as Congress tries to fash- 
ion a document acceptable to all aides. 

The Democratic-controlled Congress 
and President Reagan remain at odds 
over what program* should be trimmed 
and whether taxes should be raised to 
meet 1988 budget targe lb required by 
the tSflfl budget balancing act. 

In a recent breakfast deli ate hosted 
hy the U.S. Chamfer of Commerce, 



Sen, Phil Gttmm fK-Tex.) called the 
House Democratic bailee L pl^n 4, lh«? 
poorest, moat fraudulent budget T have 
ever aeen given consideration by Con- 
gress. " 

The House-passed budget resolution 
calls for an $1K billion tux hike, but ft 
does not specify how those taxes would 
be raised Some excise tax increases, 
such as higher gasoline, cigarette or 
alcohol levies, have been talked about 
as possible ways to raw*- revenue. 

Those who seek a tax hike, asys 
Grain m, '^believe there is more fat in 
the family budget than m tin? federal 

budget" 

Coming to defense of the House hud- 
get. Rep. Martin Frost (D-Tux.) coun- 
tered that the plan represent* u a bal- 
anced package with £io" hi 1 1 io n in rt-a.1 
revenue* reductinns." 

Trade groups whose members would 
\}t. hard hit l>y higher excise levies are 
alrendv lining up u* uppose such an ef- 
fort For e sample, the Distilled Spirits 
Council of the United State* has called 
on Congress to find alternative reve- 
nue-raising measures to eicdsc taxes on 
liquor. F«A. Mfister, president of the 
Distilled Spirits Council, warns that in- 
creased liquor taxes will "cripple an in- 
dustry that h reeling from a 19 percent 
[laxf increase that took effect in 19fi5." 

The House resolution also calis for 
spending reduction* totaling SlH billion, 
Tte White House fsaya. however, that 
the plan would make excessive cuts, in 
defense spending. The Senate Budget 
Committee would also raise up tn 51 S 
hi I £ ion in new but unspecified taxes 
while making some spending recluc* 
Lionifi. 

The assumption that higher taxes are 
essential to achieving deficit-reduction 
goaia in under strong challenge, howev- 
er. Says Dan Costello, director of 
House liaison for (he I" H. Chamber of 
f'urnmerce, "We think the Focus nf afc 
tention should be QD the spending aide 
of the ledger, where we feel there is 
still substantia! room to cut" 

Some cDn^rffis.ifjuftl sources say \'\h> 
Lienii/cralu: h^cal plan te actually de- 
signed to draw the While House into 
compromise talks. 

Such a compromise, they say 1 might 
Involve the President's, agreeing to 
ttome excise tax hikes and relax fiti mi uf 
the budget deficit target for In 
exchange. Congress would go alon^ 
with some additional fluids for defenae, 
min>.' dnniHshr' spending cuts and a hod- 
£fct rufunil lMivkii^f 'Hit' liilr^'l- Wiiillil 
include a two-year hudj^et cycle and 
teugher budgetary ceiling Pfl 




It's so ftat rind ainipb l() tbc AT&T Card, 
you're sgins to gel spoiled. 

To usv- it, ju*i iJial die number you want to 
call T and enter your AT&T Can J number. That's- it. 
Its the eiisifrii w:iv to ping into dependable 
AT&T Uuui Pisi smM= Network from virtually :my 
phone. 

In fact, you can make calls even without carry- 
ing your AT&T Card. Just n>meni bur your 
AT&T Card number. 

And, your AT&T Card wi I i free you from coins 
ami delays, give you an itemized record, plus the 
lowest AT&T out-uf-s1.;iLe rFitb?s next In dinH'l d in!- 
iRg— it actually coats less than calling collect or 
using coins, 

So + if you travel frequently, set the AT&T Card, 
[tk a* simple j'j-h dialing 

1 800 CALL ATT, Ext. 229. 



AT&T 

The right choice. 



16 



Nation' a RiifiinEtfs Jiirte 



cotes mm 



To Stop 

A Thief 



By Hftrry fifarfl* 



The head bookkeeper in a Florida 
office equipment firm start* 
forging" company checks to fi- 
nance improvements to his home, 
buy new clothes and take a trip to Eu- 
rope. His thefts, $4&*O0O over six 
months, lire not discovered until be is 
on the European trip and the office 
manage r spots her own signature — 
forged on a returned cheek. 

A contract janitor at a surreal glove 
factory in Alabama steals a company 
chain saw, His supervisor finds out and 
gets him to return the saw. The janitor 
leaves for another company, where he 
steals another chain saw. 

The owner of a lumber company in 
Indiana discovers through inventory 
shortages that a salesman has used 
false invoices to steal £20,000 worth of 
lumber. He brings charges and gets 
most of the money back. Before the 
case is settled, the company cashier U 
found to have embezzled more than 
$15,000 in cash. Again the owner brings 
charges but this time there in no resti- 
tution. 

Those incidents represent a tiny sam- 
pling of one of the most serious, prob- 
lems companies face today — employee 
theft 

There are as many ways to steal 
from mi empioyer aa there are kinds of 
business, Employ** Ui«ft ranges from 
the grocery clerk munching a candy bar 
Uuk'HTi from stock to th-t* broker who 
use s computer techniques to divert 
hundreds of thousands of dollars from 
clients/ investment accounts. 

Bui the bottom line, according to the 
U.S. Commerce Department,, is an esti- 
mated $40 billion annual cost to bush 
nesses p 10 times the te>U of street crime. 
And that cost » increasing 15 percent a 
year 

The American Management Aaaocia- 
tion has estimated that employee theft 
causes as many as £0 percent of the 
nation's business failures. Underwrit- 
ing losses on bonds guaranteeing em- 
ployee honesty increased 1 12 percent 
between 1579 and 1984. 

Although department store cam- 



j 7m this business thefts cart b? large 
and quite devantatijiff, "saysJftkn W, 
Sender, president of Bender Lumber 
Com parry. Bfoominglon, ht(L A 
^M^unr stote S^GOO worth of 



lumber before tin investigation 
of ' w e#n I he t m -e r t to ry final ly ca u&h . r 
up trit.h him. Brrmlxr has tightened 
hist firrountirnj procedures 
since the theft. 




*ttlon'» BiaalDBa June 3087 



There are as many ways to steal from 
an employer as there are kinds of 
business. Bat experis say 90 percent of 
employees will stay honest if you 
create an environment that 
discourages and detects theft 




faiths Jitfsiirisi sli.:i|.iJiRinK and news ac- 
count* of holdups at convenience stores 
J>"d gas stations might suggest the mil- 
iar crime threat to business is external, 
the truth ia thai those retailors lose f ar 
more each year to theft by their own 
^mpbyeee. 
. Who is doing pi stealing? One (secu- 
rity professional aays: 

"Ten percent of the people you hire 
wfl] never steal; h* percent will steal 
rej£ardte*.« of what you do; and BO per* 
">nt s tuy h-Kif.-l. if Vim cTciiti.' sin 
^avlroniTk'jil that discourages ami de 
,L "CU theft. Our job is Lo keep the first 

l&percei. -vVrtiify and get rid of the 

■^ond in ih.tixtU und Lo protee! the 
'Jth^r 80 percent against themselves." 

Psychologic William Tf i rriii 1 who has 
Written extensively on theft, says the 
difficulty is that "most thefts are never 
detected, and those that arc detected 
IMfc probably not representative of theft 
Hi gene rat, 11 He and most experts 
^rve, though, thai [hre>- fV'U>r* nrlr-ct 
whether un individual employee static 

• Personal integrity. Does the per- 
son Sack basic honesty: Is he or she 
[-■red imposed to steal? 

• Situational pressures. Has the 
Person incurred heavy debts or finan- 
cial losses^ Does the person seek re~ 
yeims SLffairw*t the employer? Does he 
or ah^ see peers steal ing. r 

V Opportunity. Does the person 
handle money or jjoods without super- 
vision? Are company accounting con- 
trols weak? 

The reduction of i_ho£t r experts agree, 
i* a more realistic ^on! ihan stopping it 
altogether. They say theft reduction — 
i s- 1 : i i 1 1. - r - n ?he most significant 
tnent in shortage van trot or shrinkage 
control— requires an employer Uf Lake 
Hctfcm in one or more of four areas: 

• The- company mu»t formulate and 
publish an an Li theft policy. 

• It rruist have effective inventory 
Aystenia arid financial controls 

• It must screen job applicant* for 
trustworthiness. 

• k must have security measures to 
safeguard [ts property . 



Accauvf ton t Jacquetyn Hoofer, 
partner in Kane & Associates, Winter 
Park* F?a t , tetfo business owners to 
u g«t invotuvdi rwmew your monthly 
Atatt:mrntx r haw a budget, oak 



questions, lftftiurj}i>t}pt£Ht.T you 
taking an intercut m something 
small tkty trill sajy, tffefc if they are 
titrckittt; thtit ihrn ihe# must really 
be checking the big thing*. ' " 




1 Hta i 










Employers who want to improve 
their protectioriH a trains theft can 
brin^ in security consultants or they 
can do something: about it themselves. 
(See "Five Step* To Reduce Theft, 11 

John W. Bender, president of Bender 
Lumber Company, H!nomini£ton. Iad. h 
is doine; something about it. He says he 
learned the hard way that, in hi* husi 
twas> ■'thefts can 1m- \uv£v and quite 
devastating." 

Bender's first shock came when an 
investigation revealed that a company 
sak^man had made off with S2G.0Q0 in 
Lumber. The losses hadn't come to light 
earlier hiecause tin? salesman had used 
fake invoices, 

Then, in a case that Bender calls 
"even morr embarrassing/' he discov- 
ered that a trusted cashier had embez- 
zled more than $15,000 In cash. There 
was no chance of restitution, 



"[ have to be candid," Bender says, 
tin. -J ha.'- Iir-i'ii v* ",J. and we have 
been expanding [the company last year 
did $!f> million in sides at rive loca- 
tions]. And we didn't tighten our opera- 
tioas as we should have. We had inade- 
quate audit controls." 

Bender has improved his accounting 
procedures. He also is stepping up pre- 
employment screen inf. He has been 
comparing different versions of ikiejcjI- 
i ji d- paper psychological "honesty" 
testa in preparation for buying one. 

Written honesty Lea La are now being 
used by more than 5.000 companies na- 
tionwide. Such test* have gained accep- 
tance rjs the coat of employe theft has 
risen and as polygraphs, or lie dctec 
iors k have become more controvert ial- 
(Twenty-aiot states now ban or limit 
polygraph use and Congrtu^i is consid* 
ering a Ted era I ban, Businesa opposes 
any restrietiona on employers ' righU to 






"I'M AN 
EASY GUY 
TO SATISFY. 

I ONLY 
WANT THE 

BEST." 



INTRODUCING THE NEW SIERRA: 
THE ULTIMATE FULL-SIZE PICKUP 
FROM GMC TRUCK. 



Bang selective made your business 
what ft is today. You choose the best 
People. Give thern the best equip- 
^nt- Because only the best delivers 
the kind of results you need to stay 
ahead in today's competitive martet. 

Now there's a new full-size pickup to 
^eet your standards. Sierra: the ulti- 
Hifc pickup from GMCTwct 

Full-size outside — and inside. 

Sierra's steek new aerodynamic lines 
9ive it a fresh, contemporary profile. 
™t beneath those advanced lines, 

fs stiff a full-size pickup designed 
to do a ffull'SJ3s& joh. 




There's a choke of 6*/*' short-bed or 
8 long-bed models. The long -bed can 
stilf accommodate a 4 r x 8 r sheet of pry- 
'■^od between the wheelhousmgs, 
GVW begins at 5200 lbs r and moves 
to 5600, 6000, 7200, 8600 and 
1 0.0QO lbs (4900 Ibsav^felabte to fleets). 

inside, the cab can hoki three adult 
Passengers, wrth more shoulder and 
Jpg room than previous f url-size pickups 
irorn GMC Truck. And the Sierra Club 
Coupe with available three-passenger 
r ear seat offers even more roominess 

tui\ choke of power. 

The a making high-torque 4 3-liter 
^ftec V-6 engine is standard {except 
°n 35O0 modets which feature a stan- 
dard 5.7Jiter \£8)_ Or you can select 
from a wide variety of available V-8s: 
5.0-llter (305 cu in}, 5-7 -liter (350 cu 
m 7.4-irter {454 cu in), or the 6.2-liter 
{379 cu in}diesel. 

Standard electronic fuel injection on 



the 



gas eng«nes gives instant staring 



^ponse. And Srerra offers alhhe 
POvver you ne^d for fuJl-size jobs, 



like towing, fn fact, when property 
equipped, 5ietra can move up to 
V9,0OQ lbs, including itself, passen* 
gefs„ trailer, equipment and cargo. 

Vet, thanks to its advanced technol- 
ogy; Sierra is a remarkably economical 
performer. With its new available five- 
speed manual overdrive transmission 
and Vbrtec engine, a two-wheel-drrve 
Sierra is rated at an EPA estimated 1 7 
MPG city and 23 highway. 



New product features at a glance 

• General Motors 6/60 Quality 
Commitment Plan. 

• Standard rear-wheel anti-fock 
brake system 

• Fully independent torsion bar 
front suspension (four-wheeJ- 
drive models). 

■ Improved front suspen- 
sion with tougher 
independent control aims 
(two-wheel 'drive models). 

• Long- bed accommodates a 4 P x 3' 
sheet of plywood between t he 
wheelhousings, 

• Standard electronic fuel injection 

(on gas engines), 

• Available five-speed manual over 
drive transmission. 

• Fuel tank mounted between the 
frame rails. 

• Galvanized steel on the majority 
of ail exposed metal surfaces 

■ New aluminum radiator. 

• 33% more total glass area 

• Boa section front frame. 



Built to last — in the GMC Thick 
tradition. 

Ite nwv technology makes Sierra a 
better truck to work with, too A new 
standard near-wheel anti-lock brake 
system (operable only in the two wheel* 
drive mode on four-wheel -dnve modes s) 
is designed to prevent rear-wheel lockup. 
There's a new fully independent torsion 
bar front suspension on four-whee^- 
drive models, and a newly improved 
two-wheel-drive front suspension with 
tougher independent control arms. And 
on four-wheel-drive models, the Insta- 
Trac system lets the driver shift from 
tw^whed to four-wheel drive with- 
out stowing down or stopping. 

Sierra's improved design mounts the 
fuel tank between the frame rails and 

Cirel* No 32 on mam Sflfvi™ Cifd. 



provides a box section front frame with 
impressive strength. Even total glass area 
has been increased by 33% ewer our 
1987 Full-Size Pickup for greater visibility. 

Wfc've enhanced Sierra's quality with 
corrosion resistance measures to help 
keep your truck on the road years 
longer The majority of all exposed 
metal surfaces are galvanized steel 
The paint that covers this steel is deer> 
luster basecoat/dearcoat acrylic 
enamel — the same advanced paint- 




ing technique that protects some of 
the world's finest automobiles. An 
uncluttered underhood area offers 
impressive seiwe access for easy 
maintenance, and a new aluminum 
radiator reduces weight and helps pre- 
vent corrosson for long life. 

And every new Sierra is backed by a 
6-y^ar/60,OO0-rriite warranty on the 
poweilrain and a 6 -year/ TOO, 000-mile 
warranty on outer- body rust-through. 




QUAUTt COMMITMENT PlAiV 



See your dealer for the terms and con- 
ditions of this limited warranty. 

Built to pass #pjy r toughest test. 

If you demand the best in your busi- 
ness, bOdfcte up and visit your GMC 
Truck dealer. (You'll find a listing in the 
^fellow Pages,) 

Come see how advanced a full-size 
pickup truck can be — and how im- 
proved Technology can advance your 
bottom line. Come see the new Sierra. 

And don't forget to bring your 
expectations. 



SMC 



■TRUCK 

IT'S NOT JUST A TRUCK 
ANYMORE. 



To Slap A Thief 



use screening and investigatory tech- 
tuques they feel are needed.) 

The three biggest trot publishers are 
Reid Psychological Systems of Chicago; 
Stanton Corpora* ion of Charlotte, N.C.; 
and London House of Park Ridge, 111. 
London House publishes a wide range 
of teste to measure aptitudes, skills and 
personality; the others concentrate on 
tests to ptmUet whether a potential em- 
ployee will be inclined Lo steal or will be 
accident prone? through drug or alcohol 
abuse, 

The typics! honesty teat costs 
from $S lo $15 per person de- 
pending on how much service the 
client gets. Scoring can be done 
by the publisher over the telephone or a 
company can do the scoring itself. 

James Walls, senior vice president of 
M^nton. says that the re [Ait industry 
<fc tfl our No, I market. Theft loss to be- 
coming more and more important there 
because of the increasing competitive- 
ness b the marketplace/' 

Stanton's main product is its pre^m- 
ployment honesty test The company 
also sells a test to predict how "ruady. 
wilting and ubU/" applicants will be if 
hired, and it offers a test to determine 
attitudes of current employees Lu ward 
supervisors, the job and the company. 
If used property* Walls says r it can also 
gauge the amount of time theft (see 
"Stealing Time. * page 23) and pinpoint 
a potential or actual thief. 

Ryan A. Kuhn. president of Reid Sys- 
tems, the oldest of tn# testing compa- 
nies, cells a story about the perils of 
ignnritikr u-si remits. 

A large corporation ordered pre-em- 
ployment screening for several of its 
division*, ime nf which was a retail jew- 
elry chain, Sometime later, the jewelry 
chain suffered within one month the 
loss of uncut jewels worth $750,000. 

Iiiv^h abators r oi UK I ihi- two thieves 
and retrieved most of the loot. The cul- 
prits turned out to be two recently 
hiied entry -level employ eea, both of 
whom had foiled the honesty test hut 
had been hired anyway- — one on the or^ 
ders of the personnel director, who 
didn't believe in the testa, and the other 
on orders of the vice president of opera- 
tions, who was acquainted with the ap- 
plicant's mother- 
In the management shake-up that fol- 
lowed, both executives Lost their jobs, 

E*:.> -'h<->i^iM Wftliam Terris. who L» 
executive vico president of l^qndon 
Houso r the largest uf tin- casting firms, 
says it is sometimes charged that hon- 
esty tests eliminate- fnreryone except ro~ 
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David R. Wilson* national head of 
infbrmutiQn security service* for 
Ernsts- WhiTrnrif, C?vwlftnrf m (trigs a 
hakims* should diridr tifre&i So asset* 
from utrt-M to accounting twrrdti. 



Nation" a Business J tin* 1W 



Such a system would "bdI allow a 
thief to take tkinfftf iiufdy and tht'tt 
change the record so the the ft c&ftida V 
be seen*" 




bats — "people who wonY steal 7 but who 
won't do anything else either/' But Ter- 
ns says persons who fail honesty [*'.-.!.-, 
Load to he less committed to employers 
and to society and more likely to have 
poor work hub-Els, such as tardiness. 

Workers are amazingly candid about 
their own stealing when ipuestioned 
anonymously. The University of Minne- 
sota sociology department discovered 
that while carry i tig out a three-year 
study with a 8250,000 grant from the 
J Oh dee Department's National Insti- 
| tute of Justice. About one third of nil 
employees in three Industrie* — retail- 
hospitals and manufacturing — reported 
they had been involved in stealing com- 
pany property during the preceding 
year. 

More than 9,000 employees in IB de- 
partment store chains Z\ hospitals and 
10 electronics manufacturers answered 
the anonymous questionnaires. 

Retail w r orkers reported they abused 
their company discount privileges, stole 
merchandise and took money. In hospi- 
talis, workers said they took supph'e* 
and equipment and got paid for more 
hours than they worked. In manufac- 
turing employee thefts ranged from 
stealing tools, equipment and materials 
to being reimbursed too much money 
for buamess expenses. 

Workers said the fear of getting 
caught was the single greatest deter- 
rent to theft, and companies with the 
highest rate of apprehension for theft 
had th# lowt^t theft rates- 

The study also found that "those em- 
ployees who felt that their employers 
were genuinely concerned with the 



workers* best interests reported the 
least theft and deviance/' 1 By contrast,, 
when employees felt exploited by the 
company or their supervisors, they 
won- most likely to commit hostile acts 
against the organization, 



u 
n 



ostility to his employer was the 
apparent motivation of thy head 
bookkeeper who stole 845,000 in 
six months from an office equip- 
ment company in Winter Park. Kin 

Jacquelyn Hoefer. an accountant 
who investigated the case, says; "The 
bookkeeper had a personality conflict 
with the owner, who was absent moat 
of the time managing another company. 
I think he wanted revenge. He wantai 
to sho w up the owner, 

"The hoo keeper was a man in his late 
making pretty good wages. A& 
bead of the bookkeeping department, 
he was the person who reconciled the 
bank statements. About sis months be- 
fore fit! waa caught, he started forgjisjj 
signatures to checks, and, as the recon- 
rilur. In- mikl cuter uiu tracks. 

"I think be went into it as a kind of 
jiame. just to ste what be rniild ^ret 
away wtth s ,r Hoefer says- "He spent 
the money on home improvements, 
clothing, a trip Lo Europe. That's how 
he was caught. While he was in Euxupe, 
the office manager saw a forged chock 
and said, 'Hey, 1 didn't sign thntr 1 
think he wan ted to get caught. He had 
begun to be more and more obvious 
until he had to be caught." 

Hoefer flays the case illustrates a 
classic situation for theft— giving an 
employee too much opportunity to steal 



£1 



MHj tin* little supervision, Sh* 1 wife: 
"We t^]| absentee owner* to get in- 
volved, review your monthly stale- 
i^'nt*. have n budget and make sure 
you have different people doing differ 
F * r,t toitigs; <iiK- tti handle Lite cash, one 
to nuthon&e payments* another to do 
the bftcSs rekindling." 

^urnq principles of theft rnn- 
■ tro] apply to large comptinie*, 
I &sys David R. Wilson, national 
H tljrector erf MorraAtrcwi ftflcttrtty 
Berths fur Ernst ft Whinney, ihe na- 
tional iiix-uunti!!^ sirm. 

An ef fee Live organ imion. Wils.iri 
f^ya. will divide respajia[bliities m tlml 
"no person acting by him&elf can cir- 
ctimvent the system/" and it will "seg- 
regate atee&s to assets from access Up 
nceuuuUii^ records/" 
To control theft, Wilson saya, "miin- 

a H' j m«'ii1 has Ln ELt M- intfrlTOl fflJU- 

tf^la and jiHk itself "la there any way 
that one person cottld manipulate both 
™ afi&fcte and the accounting records*' 
lu other words, would the system ullow 
:i thief tci mkt-j ihm^ awny rind t.lu>n 
fhanj^e the record so the Uiefl could n't 
H£enT r 

The most pervwsiw Lheft problems 
pronably found in retail opertttkimi, 
Th<< degree* v ari^H with the type of 
*tore and type of merchandise. Jack 
Eraser, vice president of operations of 
the National Retail Merchant* AasoHit- 
L| on, three quarters of whose members 
a re smaller, independent stores, Sttys 
^hrialsa^e — shortage in inventory —has 
been steadily Entreasintf from an av#r- 
ag* 1.66 jjercent of sales in 19S3 to 1.BS 
F&fcfeftt mt year. 

He estimates that employee theft a<s 
counts for 42 percent of the los$- : 

The National Maw Retailing Insti- 
tute, representing 750 . retailers, 
^»mmi&Bions an annual study by Ar- 
thur Young A Company of security and 
Itwsa prevention in the industry, Tht 4 1st- 
6*1 survey shows shrinkage at LG per 
^nt of sal*;* En specialty stores, 2.2 per- 
pnt in departmeriE stores and 1 percent 
m grocery sjpermarkets^ with employ- 
* theft the largest component, In all 
c&ses, the most common location for 
teluik theft is the point of sale. 
m The Arthur Young report says Kecu- 
[ity sind lose prevention efforts 'Vaifi 
I'*' rupe-eu'd in yield good rf'sul(e under 
thing btiL truly committed manuge- 
tttetit; it resists being reduced to bu- 
^'iiijirMUi' niul.iiii' m i d «mu1_s in di'ierm 
rate suprisjnirly Kithuut a . , . liauiiMJN 
approach/ 1 

stofehroyce Oorbitt is a good example 




Tlie right place at the right price. 



Make reservations at any Best Western, 
set 3 your travel agent .or call toIWret' 

1-800-528-1234 

Cr<M No 19 on FTonite? awvicu Card 



INDEPENDENT 
WORLDWIDE 

lodging 



and uptraWtt 



for payfdEI and job timekeeping 
Ctioose from a wKto setectic 
gl economicaJ models 
a nd opNrjrss la fh any Jk" 
busings need. 




Phpne Toil Frw 
r CA Mil 1 800-^52-43 1 4 
In OA coil OQlfcKl 404 691-0400 
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To Stop A Thief Witlinm Terrvs, executive nrr 

jttrxitit rtf tt/fAmthn ft oust 1 1 Park 
Ridge, TIL, the nation frteryiw/ 
hot* Mty-tHHti rt# c« pn m y. u vr f r A or 



employees to fes&f of job a pplitra n Uf 
by phone. Clwntjtjei rmttt* in 
minute* io help them make it in tip 
deci$ivji&. 



of handfl-un loss prevention^ He is presi- 
dent uf li Hi nil] jsiiutuml =m ta*l iruiiilnifr 
company that bears his name in Dth 
than, Ala, Willi eight employees, he has 
jusL one client n company that manu- 
factures surgical gloves in DoLbaji. His 
employees are «n duly at the plant 2A 
[tours a day, 

"So far. f + ve been blessed," Corbitt 
says. "Tve hnd very little theft- Maybe 
that'll because 1 have pretty good rela- 
tions with my people, and they check 

Thill^M nut fflf iliK< " 

When a youthful employee took a 
•.- 1 1 j 1 1 j i : i j i % cihaui .slw liuii.1-. Oorbilt kept 
ftpfBtyg around until lie found out WW) 
did it Thf ii he talked to the young 
man'*) father, who madk> his son return, 
the saw. The thief left for another job, 
and Corhitt heard Inter he had stolen 
another chain saw there, 

Ann the r ciisr invoked imparted piga- 
rt'M+T that kept -'i - '■ j ■ ■ ■ ■ ■ ■ i 1 •■•!. :■'■■! i> 
dewk of the plant manager, Corbitt 
checked until he had tracked down the 
culprit, nad he set ft trap, 

*% had to l*e one guy," he says, "be- 
cause, be was the only one with u mas* 
ter key. We set him up. We Jeft the 
c%TLrettt^ nut but r a an ted them first to 
he sure, and tie diii it a^aim J had to let 
him go." 

ftoin-n Wii.-.un has iii liirtfH 1 upHW.ioM, 
hot emiALant checking ia hia way, loo. 




His * ji- jiL-ntl Motors dealership in Mai- 
vera. Ark., had sales of $7 million last 
year. Wilson saya theft has not been a 
mnjor concern, for two reasons. One la 
that he Km had the same employees for 
a long lime and the other is thai "I'm 
everywhere — the shop, the sales floor, 
the parts department I don't manage 
just by slitting herei" 

For ex;impLb- ( he says, "[do random 



sampling of parts invoice, then 1 makf 
a elerk mill the repuir tickets nod I look 
to H^t- whether tin.- yuri an thin invoice 
la or. 8' repair order or whether It Whim 
into inventory. I "h> thai :if Lho ^nd of 
every month/' Wituon'i* synteni led him 
Lu tire bi-; parte niMip:r sl-vlth? yt-ars 
up, He says; ,fc T couldn't prove any- 
thing, hut fjarts wure miasm^ and Ik- 
didn'l argnfl when I ojiil'roriU-d lum." 



Five Steps To Reduce Theft 




Companies that earn their employees" 
respect are the least likely to be victim- 
by tntcma) tbef says, n &tady cnn> 
tjneJ by lh^ National Institute of 
&&• 

Be^idea |C05>d employee r«lationa a 
there arc- five steps to reducing Lb-eft, 
any* the stuffy, epjiducu*d by the Moriol- 
of*y oHspailaificfit the IFniv^nffity of 
Minnesota wjtJi the AHBtaitatlrce of the 
Amenean Marm^emerU ABsociation, 

• Adopt n clear policy on employee 
theft. Companies ran not rely on "'the 
: li J l 1 i j i.jj i \ >*r :ifi|-fi,ipriJi t M'ije>s uf ptMhihi 
tions rwgardia^ theft in the genera] «o- 
dtity," the study «ay* + but must broad- 
cost the mesiii^c that thefi b not 
:a?eept;iblr behjivffkr. 

• Commuvucat^ th^ policy continual- 
ly to the work force, x Tho typical 15 
nimuten during new empk»yee orienta- 
tion bs- not adequate/' Let worker!! 



know the company eiLre* about both its 
property and its employees* 

• Enforce the policy tit all Ifcfvehi. 
Fake threat* do mcjre harm than ei- 
tenm J, lf higher fttatuji ernploy»?es get 
different treatment thi« will KT*?atly 
erode the faime5H tHWSBary to deter 
theft,'* When sanctionfe art? limforced, 
let otiier workers knuw it, wfthtait uii- 
ing names of offendfr*. 

* control systems that monitor 
tninsat'tinrw agaJiut oormii, that ana- 
ly^F inventor)- How and don't ju*t re- 
place expended items. Lot employees 
know the sy&letn te working, 

# Evaluate applErante 1 joh histories 
during pre-employment screenm^ fur 
isipm of Htrong alhifriRnfjp to their ^m- 
pbyers. Ch«k reference*. Ak««#$i pro- 
pensities for future the-FL 

The 5tudy w»b coiulucteil by fitchard 
C. Hollinger c*f fchu UriiveniUy of Flori- 



d:i tind John R Clurk uf the LlnivGraity 
of Mitmesottt. In their report, published 
by Lexinploii Boak^ of Lex!agton T 
J/jas3. 4 and Toronto*, they say; "Our re- 
neareh sulcata thai srsctal cotitrotH, 
not ph>^icaJ controls, are in the long 
run the best deturrenta to theft and 
deviance in tneorgania&tion." 

They add that ' the best single pretlu> 
tor of invulvement in theft and produce 
tion derianet* is the employefi^ per- 
ceivi*d t'hance of being detected/' 

"Hie report concludes: iir timtt w in 
large part a rellefltion of how maftajp*- 
ment at all WvgIk of the ofganhtuttan k 
jwmccivei by th*? employee, HpeeificaUy. 
if the employee ih permitted easily io 
mncltide thjii hi* or her contribution to 
the workplace U not appreciated or that 
the orjtankation does not seem to eura 
iLt?ciiLt tia; theft of its pmp«rty r we eot- 
|H.Hit to find greater invol venieot. 

ai A lowwrwl prevalence* of employe 
theft may be an& valuable consequence 
of a munafje merit team thitt is reffpon- 
sive to tJtt? curreiit percepTAtins, atth 
tude* ami »fc»eds of its work force." 



He also keep* n sharp eye mi i used 
operation, "In used cars h it u-tn bo 
real easy to drag money right off the 
top." ho say a. "For ejtample, a whole- 
saler comes in ami agrees to pity $5 P 30fl 
for a car and the salesman comes to me 
and stale* if I'll Hike 85,000. Then the 
salesman gets his $200 .J^ -ivn at [\»: i-or 
tier/' 

An employee incentive progrmn is 
tiie EaUifit theft-control measure put in 
°>' ftichraan-Gordman Stores of Omaha, 
which operaton 2« department and dis- 
count stores in five Midwest states. The 
"uvniive is a bonus based on each 
store's fcueeeas in meeting &hortage-ri- 
unction gottls, 

"We simply share the company's sav- 
jjK* with theemployeed," explain Hen 
Guffey, the chain's director of l^e pre- 
vention. 

Kitliman^Gordrium gives honesty 
testy Lu job jfcjjplii-uril-s and maintain- 
Bnvt^Tigatora, auditors, store detectives 
^nd observation booths. Each store has 
* shortage-control committee and a 
Knortage^untrol bu lie Lin board arid 
prai regular srairtage-controt tatining 
to managers and employees, 

Guffey &ays computerized reports; 
v, ^'i]mrr expenses in various categories 
with the year before, lo show any pat- 
terns of * irregularity. He says most 
tJiefti> by clerks are at the point of sale 
and involve under-ringing, nursing mer 
chandisR without charging :ind fraudu- 
lent voiding of charges. The. most, com- 
nron white-collar thi'ft. he says, is 
Padding travel expose reports, 

irutffiy ofTers this advice to small 
"usiness owners about controlling 
theft: "The majority of people are hon- 
est, The main tiling you have to do 
create a climate nf fairness and hones- 
ty. Send your peopk- a clear mvs^ag^ 
that while temptation is norma], hosuiK- 
ty is normal, too, and the normal person 
Won't steal/' 

■ M onenty in business hai to atari at 
the top, says Thomas R. Horton, 
president and CEO of the Amen- 
WHpEin Management Association! 
'Progress in a company's fight against 
L4 rime can begin only when managers at 
W levels regard them serves as ethical 
^te models — avoiding conflicts of inter- 
idarifymg r./u- kind nf hufiLiH*ss con- 
duct expected by the company and lak- 
,n K ^.I'li'iiKlv rln- ;kit w,.- niuyl o.- 
"ko Caesar's wife — beyond suspU 



TV* order reprinte of thi& tirttclr, sue 



Stealing Time: 
The Subtlest Theft 

The least reeo guised— but perhaps 
mG£t easily — form of employee theft is 
the theft of time, some experts insist, 

"Employ pes who willfully waste or 
squander their paid working hours are 
just us guilty of stealing from their 
companies a* they would be if they took 
money or materials," says Robert Half, 
president of Robert Half International, 
a New York- based recmiting firm with 
100 offices on three continents. 

Based on his firm' a annual "time 
theft" aurvey. Half estimate that UJ5. 
employees stole £170 billion worth uf 
their employers' time last year. 

The Half company has been survey- 
tog presidents, vice presidents and per* 
s<miH'l Hirer-tors in mure than ttftO large 
anil medium-sisied companies Hinee 
ISI70. 

Their responses „ Half says p indtcate 
tike average tinu- thief steals &\% w^rk- 
weeks per yew. He says the major 
forms of tim^ theft are late arrival or 
e4irly departure, feigning fllntta and 
i- la in ling tin warranted "flick" days, us- 
ing the company's tinu* and premise* to 
cjIH?mte another btminess r taking tnortti- 
nately long lunch hours and eoffeu 
breaks, constant socializing with other 
employees, excessive persona) tele- 
phone calls and creating the need fur 
overtime by stowing down during nor- 
mal hours. 

Half aays that while every emptO^M 
Is entitled to take some work breaks, to 
attend to some personal matter or even 
to "tfoof off 11 sumetimes, '"the greal, 
damage is done by those who steal time 
calculating ty and consistently.' 1 

Mo^t of lie executiTea surveyed said 
tluit permotient employee* steal more 
time than temporary ]>emonnel. They 
also said they believe government em- 
ployees stua! more time titan workers in 
the private sector. 

A niajority of the esecutives ftaid that 
the Longer pvopiv liave worked for a 
company, the more time they are likely 
to steal. 

They said liial ofTiee workers steal 
more time* than mBnufaetnring employ- 
ee* and young people (under 30) steal 
more than older workers, but there! is 
no significant difference between men 
and wonifij. 

Tht- r.if WiVekly per-employ- 

ee time theft with] a individual compu- 



ides ranged from tow t& 10 minute-s 
to as high as hours. The average was 
4^ hours a week nr six workweeks a 
year. 

Half used Bureau of Labor Statistics 
emplovnii-rit -.Ln-.n^H duUi Ui ar- 
rive at his calculation that time theft 
courts ?!T0 bitKon a year 

Andrew Sherwood, chairmssji of 
Goodrich ft Sherwood, tiit? nation's 
largest fu! [^service human resources 
management consulting firm. bfts*w| in 
New York r aj^rees that the impijrtance 
of time loss is underappreciated, 

"Ask someone to [iame tlie moHl ssk- 
ndkajit critne against husiness," Sher- 
wood says. 4 'and the person will pmba- 
bly say it js theft of materials or 
embefiiitemenL 

"But that would be dead wrong. The 
major crime is stolen time— the time 
employees waste every year/ 1 

Sherwood says that Lu utLuck the 
problem of time thrift, employers must 
set the puce, insist on high perromain^e 
and reward employee* accordingly. 

H* &dvis«s employers u> follow these 
six steps: 

■ Sot an ejcample, and aci as a role 
nsodel. Show people that tJieir hoss Lh 
the hardest worker in the company- 

• Establish crlwLr, fejispi^lr rules, and 
enforce them with everyone. 

• Monitor activity by carefully oih 
serving employees 15 minutes after 
starting time and before iiuitliiiki timv. 

; eofttee hreaks and lunch, 

• Communicate with employees 
about what they should hi: doing, how 
they should proceed and when their 
deadlines will he, OftPn employee??, 
waste time because they aren't clear on 
their priorities. 

• Spotlight top performers for spe- 
cial recognition to demonstrate that 
good work and loyal service- are appre* 
dated- 

• Involve employees in the opera- 
tions of the company HeJp tJiem recog- 
nize how they can contribute to the 
ccimpany'fi fluccess and what it pot*?n- 
tially means to them in promotions and 
income. 

Sherwood says employers sliuald pro- 
ject this message: 

"If you arc stealing by wasting tame, 
correct yonr timivtheft habile. Givt- 
your company a full day's work for a 
full day s pay. . , This is also one of the 
best ways to enhance your career. 

Time is one of a company'e valuable 
mid Htfpuling n rnn ihfKiii'ii Lin- 
ver)' exJelence of the companv an J vour 
job> 



MANAGING YOUR BUSINESS 



When Customers 
Don't Pay 



NbLui&'ft RuainesR June 

77? e ?nost important 
measure of h ow a 
mmpattjf is doing is cask 
Jtow. Without aishj you 
have lost your ability to 
compete. * 



By Lex Kir$chhuuvi 



III 



im f gtftttione asked you how your biuri- 
■ him was doing and you. said "good," 
I your response nii^bt be inaccurate if 
I you based it only on the traditiomJ 
measures of a successful business— 
sajfis, profits and growth. 

Your company could be highly profit- 
aid*- enjoying robust suje.s growth, 
injt it sr.il; viiiih.i headed Tor 
trouble if it had severe cash 
flow problem*. 

All too ufufn, there is no visi- 
hle rektionship between sales 
and the cash needed to keep a busi- 
ness healthy, A company can sell, sell, 
sell, bat how good in the return if too 
many of theme sates dollars, remain un- 
collected? 

A a tart- up computer company 
M grew M rapidly over a short period, reg- 
fatering 9alL*a aa quickly Art Lhe product 
could ht? made. But Lhe firm devoted 
uttte attention to Els cash receivables 
More and more corporate funds weni 
into manufacturing expansion and the 
hales effort.. Additional product was 
said but, in turn, more money was left 
uncollected. Result: A seemingly sue- 
i-Rflsful company went bankrupt. 

Companies thai accumulate cash and 
provide for adequate liquidity have the 
beat chances of survival. Companies 
that ignore the reality of cash and fail 
to create sufiicient reserves are in for 
difficult lJme«. 

Where should you begin? First, re- 
member the bask rules of caa-h How 
management: Odlecl accounts receiv- 
able a£ quickly as possible, Pay ac- 
counts payable at a pace that retains 
cash as long aft possible without hurt- 
ing your credit rating. 

For examine, a company doesn't have 
to wait until after il Iw fthipprd ii> 
product to send the invoice. Let's as- 
sume your invoice date is April 14 — 
even though the ruMonHT may rn.it re- 
ceive ill-- ^miLs u ti i, i * r i : ■— [rf'.ui ur the 
1 7th— and your terms are net 30 day*. 
'IV customer'* account* payable de- 
partment will use the April 14 invoke 
date in scheduling payment. Even if the 
customer pay a supplier* on a 4iVday ey- 
elet yon are already at least three daye 
closer to your billing terms. 

Irfs KirHthbuum in thr. prr&irfm.t of 
Mid-Contintat Agencies, Inc., in 
t;h'*u'it'i*\ hi. 



No matter hot*; tjfcfitm ^Qurmlts 
team i.i, your vtnrr ptitt y'H hvtdth 
unifj m good «j? its fibifity to cotttci 
those salts doilars in a timely 




Qr K let's assume that a distributor 
can get bUday terms from his supplier 
buL can sell the goods on a net - r i(>day 
basis and collect quickly. The distribu- 
tor may actually receive payment from 
hfe customers befan- making payment 
to the supplier, in effect, the distril tu- 
tor can do business with nomeone else's 
cash. You can't play the cash How 
game any better. 

What doea all thin mem to you? One 
large corporation systematically 
pushed ita payables from uti average of 
SQ days all the way Co 45 days. At the 
same time, it^tarlAid niuioiMrion nwiv 
ables more close ty. Through tighter col- 
lection contro!ji P the company's DSO 
(Day Sale^ Outstandings dropped from 
58-2 to 40.1 days. The- increased cash 
flow thb pn>ccdure generated vm tre- 
mendous. And, bv jxiielJigeiLtly invest- 
ing the "new found money/" profits of 
|80 million were realised very quickly. 

To be a constant win nor witii :± cssh 
How strategy! u company must devise a 
specific policy for management of ac- 
counts receivable. The policy should h\ 
clode a so arid creflit procedure clearly 
understood by customer*; an ufj-to-date 



omplete credit 
and system for establishing a 
line of credit; a sound follow-up system 
for slow-paying accounts; and develop- 
ment of outside resources to help with 
seriously delinquent accounts. 

The hig-hest prior iky in the mana^e- 
nn'Mt r if act-uunb, roi-eivable nhuuld 1^ 
given to inveaUgutinji a wtential i-us- 
Lomer. Ti> rjblain the necessary uifor- 
itintEou, you mast develop and use u 
detailed feretBt application. 

It is surprising how many companies 
do not wo KsiVM> :l rr-Etrtonabty effoelive 
credit application and tbereftkre have 
very little information about the credit 
n landing uf their eu« turners, There art- 
many standard Ji]>[ilicaEion forms that 
can Ik? adapted to fit yOOr company's 
neediv, You can ob^iin these forms from 
credit association* and interchange 
groups, or even from some of your sOJj- 
plsrs, 

Once you have accepted the applica- 
tion, started u credit file and begun to 
monitor your customers, an individual 
line of credit fur each new customer 
must be developed. Some suppliers as- 
sign as automatic line of credit to new 






SANYO INTRODUCES A PORTABLE CD PLAYER 
THAT'S NEARLY CD SIZED. 



You want a portable compact dtsc player to be truly 
small and lighi Thai's why we've created the Sanyo 
CP-12. H's the smallest, lightest portable CD player you 
can buy lorfgy. I hanks tp Sanyo's tnjp&Mhin 3-beam 
laser pickup insade. 

The CP*12 P in fact, 15 a mere 12.5cm wide— only 
5mm wider than a compact disc iiwlf. Bur more impor* 
sanity, ihis portable delivers crysial clear CD sound 

After all, at Sanyo we make both CDs and CD 



players, so we know how to bring qui the best in each 
Especially wilh features like the CP-i2'& 16-selection 
ranrfgm access programming 
Plus skip , search and repeat , 

See the Sanyo CP-12 
fot yourself Itbnngs 
new dimensions to 
portable CD audio. 



SANYO Etacinc C0.11A 



Cirer» No 36 an Jfondar £ B rvlt» t*td. 
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When Customers Dan 1 ! Pay 



MANAGING YOUft BUSINESS 



Ktrfiirtg ynvr mm jinny in tfa: hjnrf- 
II ff far IwftiTWtid rash management' 

prompt cotlceticm of amounts 
receivable and partd payment 
of outstanding invaiws. 




ACCOUNTIN 





customers. But. credit lines should not 
tfe given out indiscriminately, and, once 
authored, they muwl be continually 
scrutinized, with your predetermined 
company policy kept (irmly in mind. 

An h muz in k number t\\ companies 
run into problems because they ap- 
prove an order for a small amount ini- 
tially and, within four ar five month*, 
land thaL the customer line obtained 
thousands of dollars' worth of tfood* 
for which jl w unable to pay. 

You should also develop an internal 
collection ay stem that effectively moni- 
tors slow pnying accounts Sfnce many 
companies have developed sophisticat- 
ed procedures to stretch out their paya- 
bles; and, in effect generate loans from 
their suppliers, you as a supplier must 
respond by establish] rt£ u clear-cut rol- 
Icction policy. 

You should be^iri by clearly estab- 
tifthmg your terms. The beat time to do 
this is mimedsately after r^-t'ivini? the 
First order from a new customer. Con- 
sider calling the customer 10 to lfi days 
before the due date of the first invoke 
to express appreciation for the busi- 
ness. In addition, you mijjht also want 
to sunk questions like these; 

• "Were there any problems?" 

• "Wa« the order received in ^ood 
condition? 1 ' 

• ,J Was the invoice received?" 

• "By the way, did you know pay- 
ment is due by [date]? W<« expect 
prompt payment 1 * 



Establishing very clear credit terms 
right at the beginning is extremely im- 
portant with new cuatomera. Once hart 
liabits develop, they are difTkuit to 
change. 

Kestt, you should concentrate your 
iw-Aoa.fr collrctwn efforts between Jl 
arid GO dnu$. This is the critical time 
when your i:,nsh flow maintain* M^'niHri- 
tum or breaks down. Moat people in 

this mm . ..i , ,u i i i m.r.lv ■ ..li-.-i: 

don problems— merely "slnw payem" 
By i.vmtentriilmji yuur collection ef- 
forts here, through letters', and by 
phone, you can accelerate the payment 
process and enhance positive cash How. 

If your terms are net 39, make your 
first call on day and arrange a defi- 
nite payment schedule. Be persistent 
and provide close follow -up. You don't 
have to be heavy-handed to the point of 
losing business, but you should be firm 
in clarifying your goal of being prompE* 
1y paid when accounts are due. 

By eontactiii^ yuur customers quick- 
ly, even when they are a day or two 
paat due, you are making it clear that 
you expect the terms of your ce- 
ment to he kept. Many customers sim- 
ply do not have enough cash to pay all 
of their suppliers on time. They must 
choose whom they will pay promptly 
.iitil whnrii i.hoy will ^ay in tiOdays or tKI 
days. By shortening your collection 
schedule and by using statements, fol- 
low-up letters and phone calls on a con- 
sistent butts, your customer will learn 



that your company takes its accounts 
receivable seriously. 

At datfis, it I* tim* to make 

some firm decision** If you decide to 
retain a late-pay tup? company a cus- 
tomer, there are several avenues you 
can explore, A few examples are? 

• Restrict credit until all pust-due in- 
voices are paid, 

• Use a CO, D, -plus system, by 
which you simply merchandise on a 
C.OxD< basis with an extra amount to ba 
asked from the old account. 

• Uses a partial payment plan either 
on its own or in connection with holding 
orders and sending orders C.U.Lh 

• Obtain a note alone: with a portion 
ui guarantee from tine of l he officers of 
r.ji i - corporation. 

• Impose finance charges (this 
should be carefully discussed with >'i">ur 
mirponue attnrney or accounting de- 
partment, since laws vary from slate to 
PtiLte.K 

At owr 90 days, seek corrmwirieil 
oJhrtivn ittt'ofvrmntt.. This is where 
outside Collection intervention by a 
third party could come into play. By 
tisinj* ti collection source ae an uxM& 
sion of your company, your s Lit IT is free 
Li j bring Ln the cash during the earlier 
critical times. 

The choice of a collection agency 
should be made carefuily, like any oth- 
er Sound ir^rm ■■■iiiim! d.x'ihioji. Sonir 
questions to ask about:* potenlial a^ren- 

• How long 1 has it been in business? 

• [* it bonded and licensed? 

• J.s L1 it i ill' ruber «?f the Commercial 
Agency Section of the (Commercial Law 
League of America? 

• Can thi- :^"iir> supply ,'i list uf 
refYirvncea in your particular industry 
and your geographic area? 

You will find that most cnmni+Tcia] 
collection agencies offer competitive 
rate structures, You can expect a re- 
turn on collectible debts of between 75 
percent and Hi J pert'ent of your dollar- 
which jndustr) r figures show is 80 per* 
cent more than w ohtikined by allowing 
ii cuHtumer u.i co without pnytii^nt. 

t'asfi flow manae;enjenL \uw evolved 
in the past decade into one of the most 
important functions in the business en- 
vironment. Executives who devote On- 
Koiiijf atterLtion to cash flow and ac- 
counts receivable will significantly 
enhance the chance to build and 
strengthen their companies' financial 
positions, n 

Ti* nrdff rr prints uf thin artictr. 



Wre already 
making plans for 
thejrarZOOQ 



Consolidated FMgbftw/s Ls one frrijrhi trans - 
pcirtaiicin company thai keeps iis eyes firmly on the 
mad but isni alraid io ihiitk iibtiui things dam rhc 
nu± Uui. i\h:\c been doiiip this far years. After all, we 
pioneered rhc use of doubles. We were the first 
to provide services and rmm i^nadj. Mexico and 
Hawaii. And our extensive compiler system is The 
most ad\ anted lii the industry In fan. we're already 
experimenting uiib saTellhe commiiincaJiom hea ters 
freiphr Terminals and out eentnit ^ompuuTs, And 
down ihc road we're pbiimnc mobile Mil dill c trans - 
rniiti?iN between micto and the CF computer system 
So voli am look forward (d superior refiabfifty 
increased capaeiiy and lower cost Ai CF> the year 
2000 isn't science fiction, ih business fact 



CORSOUDffrtD 
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Miles aheaD 
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MflNJUHUG YOUR BUSINESS 



Converting To 
A Franchise 



Ski Davfciowit/, hod been roaring 
his family's camera store for 10 
vv;Lrs a hmi hv cWi'JtHi Ui fjfcpjuui 
by hi] tiding ii one-hour photo pro- 
ceasing; lob, Ejcpresalnbs, lnc n in Pa- 
ramos, NJL 

i thought it would he a piece (if 
cake," says DavrdowiLK. 1 hud the 
background. But it turned out to be ll 
steep learning curve/ 1 The store cook 
six months to open, and then months 
more pass&d before Davidowitz would 
advertise; he was afraid the service was 
not good enough. "I made every mis- 
take possible because J wan depending 
on vendors far support, information 
and even training. But that's not their 
function." 

After a yvtir of operation, ,f l met die 
people at Moto Photo, and J saw the 
says. Moto Photo is 
a franchised chain of one-hour photo 
processing stores that also offer some 
videotaping service* and related mer- 
chandise. The company was interested 
in conversions— making franchisees of 
eif«rting independent too operators like 
Davidnwftz- 

"] felt it was a vehicle that would 
\i\lfw me to expand more rapid Jy than I 
cuuld have on my own/' he says. It 
worked: u l starts to follow their ad- 
vice on design and marketing, and my 
sales went up rapidly — cum: m-i ;; 
few percent a month," 

Oavidowltst »ees a long, productive 
relationship " J I pay my royalties on 
time and am happy to do it, because I 
constantly set! new ideaaand methods I 
could nut com* up with on toy own/' 
Ktissdtffc "fcwninif ihs nwn Mom Pimm 
store t he ha* beeomo the area represen- 
tative for the franchisor, spiling fran- 
chises to others, 

Conversion franchising can be an at- 
tractivfl prospect far the franchisor as 
well Moto Photo likes the idea, says 
Michael Adler, president of the Uayton- 
based company^ because it is easier to 
make an existing store profitahle than 
to open a new one. 

Say a Adler r "Our theory is that 
you've gone through the start-up ago- 
ny y and we pick up a store thai should 
be in full swine;. Starting from scratch* 
it takes two years to get to that leveL 
Converting is a fraction of the work." 

The fee structure reflects Moto Pho- 
to's philosophy. Tlk- regular franchise 



Gonverxitm fro tt r)\ at} a p p 01 f a r ,• i 
JraNrhusotTi wko wititt to expand, life* 
Gary BlumrMhal (top) of Tinder [tos 



Inittmatiotial, and to ftunchteeex 
Ifffa mnt to be more competitive* like 
Moto Phatu a Sid Dnvidoaritz, 





moto photo 

* f|i*Sl«flfST ONE- HOUR HLMDEVELOPCRI 



fee is $35,000 for the first store and 
S^O.fMM) for each additional one. The 
eon vers [on fee, however, is only $7,1500. 
The strategy has contributed to the 
growth of Moto Photo from '21 slorttf m 
1982 to 212 in early Adler say* the 
company plans to add 75 more stores in 
1987. and eventually reach L+300 hy the 
early 1990s. 

Franchisors and potential franchisees 
an? increasingly arcing an opportunity 



in conversion franchising. It can allow 
the fmnchlflor to grow quickly and (be 
franchisee to compete wi'ft <a her drains 
that may be claiming market share in 
rm industry. An alert entrepreneur can 
ttpe conversion franchising to organic 
a fragmented industry dominated by 
mum-anri-j>up stores. 

The father of eom-ftrsJon franchising: 
wtuj Art Eartlett, a Southern California 
rtraJ estate broker win- founded OnLu- 



A$ competition intensifies, independent 
oiushms people are getting a jump on the 
market by joining dfnmchise. 



g M ta WW :knd sold it five years Later 

to Tranirworlii GorpW b for SSS mil- 

lion, Century 21, now the Jargesr real 
■TOW* company in the United States, 
Wfl £ hulli entirely by conversion. 

was serjirijr a nams cmd na- 
tional recoil i i ion," hhy.< Les Kilmer, of 
™prer B Hardage at Company, a IUms- 
Ga., franchise consultant " It was 
an immerJitU..:- help u. littte jfiiys who 
wert butting heads with bipr tfnys in 
ftre market All of a sudden a little 
S&J. juKt on the strength of Eh* Center 
■7 21 nam!* got more listings/' 

Rager, who ha* advised several 
eompamew on con vers ton fran- 
chising, says the candidate indus- 
try "has a"sijrmfi«.nt number of 
*mali r independent mom and pops that 
also have large vompetitora in their 

Om ruther Hiirnrismtt" exampJft is Sefc- 
1 11 America, a Fart Myers, Pln. P fran- 
t&mt of air conditioning and heating 

Air conditioning dealers have tnuli- 
tiouaJly forked as subcontractor* to 
krgfc developers, blit Ron Smith, 
founder imtl duiirmnn of Service Amor- 
to, timpha^raed service in his own com- 
pany. Mudt-rn Air Conditioning Of raft 
Myers, He bei^an to concentrate less on 
Mlirstf hardware installations and in- 
stead tried U\ ,u ■ ! service cunt met? 
frorri rt*stiJenttal customers, TntereSi- 
I^ffly enough,' 1 Smith wiys, "the Ntttr 
teg and air conditioning Industry £a by 
W the largest home servicing imlusirv 
in the country " 

His success in changing from sake, tu 
K^rv«ce attracted a lot of atte-hlsuii frum 
other contractors* After a period of con- 
Hu]ting # Smith became convinced that 
hiding seminars and offering advice 
was. only a quick fix and not the most 
effective way to change how thtf indus- 
try marketed itaelf . 

Service America began xelling eon- 
Version franchises tn Manih, !S*iS. }[ 
has 'M\ locations uViii pilau* to iuivi 1 

by the end of VM>. 
VV'a-at make* the heating and air con- 
ditioning business #ood for conversion 
franc I lining, accordinjr ui Smith, eh Lhat 
Mil 1 franchisees already know the cccli- 
'mlugy. What they don't know is busi- 
ness methods,, particularly marketing 
"We're Incoming a kind of dearing- 



house for franchisees* kteas/' Smith 
say*. "We ar*« clearly in rhe tursintHs of 
.sharing information." 

Franchisee Mike Carl p of Baton 
Rouge, La., joined the Service America 
system about lo month* ago, btfCaUW 
he felt his own business had reached a 
plateau. He also was concerned by the 
economic downturn in Louisiana 
brought about hy the depression in the 
oil industry. 

Tho franchisor helped Cart start sell- 
ing servke contracts^ using techniques 
new to Carl: goal-setting and a dear 
marketing plan. "As small business 
people, we're not so good at netting 
goals and meeting them,"' *ays Carl. 
"We end up fighting Hints instead." 

With the guidance and counseling of 
the franchisor, he says, \(? set a jroal 
of how many service contracts we 



wanted to sell per month. We monitor 
that daily and compare [the number of 
contract*] to the fcoal. We have Incen- 
tives for each sale and to reach the 

fie* nit? M In 13 months we've more 
than doubled the number of our service 
Mraements/' Better yet, says Carl, 
"We have been able to hold our own 
white other hearing and air conditioning? 
basinessea have reduced sales or 
closed." 

Carl is the kind of franchisee Smith 
wants. Smith is so committed to conver- 
sion franchising in his industry that he 
will not aell a start-up franchise. "In 
this projrram, fcbaj gfegd snme sort of a 
customer base lo ^et stxkrled with, Ar>d 
they have to k> pruperK lLi:rased, which 
is a problem for a start-up operaiioci.'' 

The major issue for new franchisees 
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-PONDEROSA 

STEAKHOUSE FRANCHISES 

available in 

NEW AND PROVEN MARKETS 



To open your Ponderosa, you need a net worth 
of $500,000. $125,000 of which must be 
in liquid form. 
Take advantage of this investment opportunity 

by calling 



For information call 



In Ohio, call: 



1-800-543-9670 
(513) 454-2543 
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Gnnvjtrltng To A franchise 



MANAGING YQUft BUSlULSS 



NaLmn'ii Bujimefis 



il tbfl moment in the baa of their own I 
eornpjiay namea* "I think it's a mistake 
to tell these people to do away with 
thetr names/' &ays -Smiths because a 
conversion Jf ranch t&ee brings to the 
franchisor a customer bast? that knows 
the huKEnessj hy i=s lorul imniH .ft-rvkr 
AlCLOrka has reached a cuniuroini&e: 
The franchisee uses its own name but 
displays a Service America Lu^o nt le*wt 
half as large aa its local cm*?. 

In time, says Smith, "what we would 
hope is that Service America mighi Look 
like Century 21, ao that its name will be 
stronger than the local one," 

A similar method $ being used by 
Anilines Mowers & GifLs, an ttY 
year-old Chicago fkri&l that is 
just beginning to franchise* 
Paul Wentliind, CEO and president is 
trying to convert florists by letting 
them add the Amlintfs name— which h 
w?ry strong in ih^ Midwest — to their 
own. Because the franchisor is starting | 
iMi in its home territory, the Amlings 
nwmi ircts larger hilling than the origi- I 



nal name. That familiarity is more of a 
plus than for a new name like Service 
America, 

Wentland has signed up two franchi- 
sees- since Amlings was approved to ml] 
franchises in March. 41 We feel this 
would be a natural for other florfeta p M 
says Wentland. Tile conversion fran- 
chise fee is $13,500. but $25,000 for a 
new florist. Conversion franchisee* 
could use most of the equipment they 
now have, and are, of course, technical- 
ly skilled in the fwkl, What Am I in ^ 
provide* is a toll-free order number arid 
some urademarked arrangements lhat, 
Went Land aavs, will (five A ridings' tin 
rists something different from FTD; 

"Tf yon send some flowers to a hospi- 
tal, you are likely to see eight other 
arrangements that took the same be- 
cause they vtwe sent hy FTD."' says 
Wt-ni lurid. A I T r i- 1 lj ^ 1 1 ir"* possible thai 
everyone in that hospital could be u.sinuj 
Amlinsfir it would orohhuty be ufie fran- 
chisee, who will know duplicate ar- 
rangements should not be sent to thtt 
same person." 



To hto Hurprae, however, Wentlarnl is 
fifit finding a« many conversions as he 
expected, "We have started to Jean to- 
ward the new ones/ 1 he says, "'We're 
jujrt not sure we can change habits of 
existing florists." 

WenUand's concern reflects the 
major drawback to ra river- 
aim i franchising. Some fran- 
chisors simply will not consid- 
er conversion^ in lar^o part because of 
the independent business person's ego 
problem. 

'Tm not sure conversion franchising 
wouldn't work, but IVe had poor luck 
with it," says Anthony A, Martino. 
founder and president of MAACO, the 
4-15-uut auto painting company baaed 
in KLu£ of Prussia, Pa. As the founder 
of AAMCO Transmissions as well tk 
MAACO, Martino has had considerable 
experience in Lhe automotive aftermar- 

He says the character of the indepen- 
dent business person in hin tin ins try al- 
most precludes success in conversion 
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Solid Cedar 
Solid Income 




fMr* C IQid pnf3a m b*Jufi*Ul. p KLUl C**H 
hnHirt Al flllt Ol Dur *uihflrlJJI frlllfl Tim* pf*ft) 
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LITTLE KING RESTAURANT CORPORATION 

TYPE OF BUSINESS? LltTLle Ktf>Q opera Eee flJid directs a sureeFsEM uton of 
company and frflrTctiise-owned submarine /deti-style sandwich and pim outlets, 
Emphasis is on Fresh-Foods -fast, with ine products nekifl prepared from the frostiest 
□f ingredient directly in f ulT vraw or ihr. customer, dread baked Fresh on the pramises. 
and s spec*el 300 safaris "Lite Menu". Product quality, customer service, and stors 
cleanliness are the standards of the Little Kin? aoersDon 
HISTORY: 1 B veers ot select growth. SO operations Fpanphsiing 
in 41 states 

CASH INVESTMENT; S15.DDO-51 Edpproxi- 
matelyJ s-rgiB ra statx rant includes SI 3.5DO franchise fee. 
Multi-unit [5 resk*u rants.] 559^00. Finanr_ing a&astancs 
BVEwlaote 1 

CONTACT: David K Kilby. V^e l^re&idenL 
11 BIT "I" Street, Omaha. ME 68137 
BOO-£2tt-£14t In NE: §00-142-1689 A ^enCQ i G^r^^y hw 
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I'M PULLING 
MY OWN STRINGS NOW! 
Thanks to Teller Training instn trie's 

franchise opportunity. lip ' n charge ol my 
future The oorporaie oHice cs always there with 
the support I need to stay in bus in ess lor 
mysaB-not fctf myself, if you k n& lookihg tar a 
Iranchise wrth a fKDven irack record, requiring 
no prior experience in banking, 
call Jeff Pinorini, 1*30453-2345 
or 20W24-74501 21 7 Pine Si, 
#900, Seattle, WA 98101 



tti 
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WORK WITH THE 
BEST IN THE BUSINESS 

Experience some of the highest 
rerurns In [he cleaning industry and 
continuous professional support 
from the yi franchisor according to 
Venture JVtagazlne. 

S10.000 Investment 

Call or write for free brochures 




International, Inc. 

49*0 Keller Springs. Sukt/e 
Dallas., Tesas 75248 

5264 1-2 1 4- 99 1 -0900 
Our sld* Texas Wlrhin Te*as 
:it --- 

Crete Ho 24 an Reader Servco Card 



What is 20 feet 
long, has dozens 
of legs, no eyes 
and a spicy 
Italian aroma? 

No. rl's not the inonstet thai at*; 
Rome. It ii- 1 he deJkhQua buffer 
that makes Shekel/ & ftestaurauis 
so inviting to laday's c^iisumisrjs 
and sci unique among mnlii-Liiiic 
pizza TKiiauf ants. It is also just 
one of lht F reason* Shakey s I* 
the right concept lu adopt for 
your rest an ran! converse in. In- 
nwaiHjn, strong leadership, an 
tixcellk'iiJ hupporE whIciii nirid 32 
gears' experience at turning out 
df >uyh into profits are some of 
*be other cncrtpellirtg reason* for 
you to convert your operations 
to Shakey's, Be ready to meet 
the demand* of today \ maxkel 
while pru|*iirmy, for «in uxriliny 
tomorrow. Call or write: 
Dak- Ross. 

L32DGreennwI>rhe. ^j—— m . 

Suhe 600, i idWHH r 

Irunq,. Texas 

1 ,(ftD0) 527^268 
{outside Ttfx&sK &i 
r2Mi5tiO-03S8. 
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ONE HOUR 

MOTOPHOTO 

A COMPANY WITH: 

* over 200 stores 
nationwide 

* over 40 years experience 
In photofinishing 

AN INDUSTRY: 

* without a decline In over 
40 years 

* with strong projected 
growth 

CALL PAUL FJESCHEL 

LAK£ CENTER DRIVE 
DAYTON. OHIO 45426 

Curie 7? cn Raarter Service C&rrl 



The Post Office Alternative... 




Have your postal* business and communications needs met 
with one-stop convenience, Mall Boxes Etc- USA can do itl 



■ LPSPlCK-uNttELJVEnv 
• ILlLSc & f.«uC9MHE 
t!?AN&MH30W 



• JITAWt 

* FUdSPQCJT fW3IOS 
-KSWIU&AEX 



■ . .! >i: ■ •■•»,,: .■ _ . * 'i . I i-o C 

* rWICWET^/^SWE3S CAT* 



lt T s about time* 



Coil ^ WiHle tot f rone hue information 
MAIL BOXES ETC, USA 

bvpi HH. 5a»Ob#illn \}\r*m Ban CH*ga Calltemla 93123 
(619) 

Of-FESINft BV PROSPECTUS ONLY 



OWN YOUR OWN 
COMPANY for $495! 

Make Ptvflt P/avftfJftfl 

SfurfffnSJS wm TODAY'S MOST 
DESPERATELY NE EDED SERVICE* 
CtiirtpuLisiiiEEj Scholpnhipi 
f Inflntifl! Walth-ng Snrvke 



Tfm Problem 

Jl'lt Milium jn CaliflQO 
Fih^rtrjiil Aiff rj- 

j!ui3on1-s wtKl !flBl"v 


TIM So^ulian- 

A LinrnpulTirijKj 
Ma^i:hJ^g S*<r«iri *nii<.n 
Iocs!ei n>an#f 1dt 






ur lir 


[ rt*n»' **ffn IrOifa II 1 : 







8E VQUfl OWM BOSS? 

Aq tit AGS LjepnsM, yo*f anur yaw* 
s?ym J>i/i/flrtiK pr(* yum awn how 
optinrr qui ai tour o*ri r^i^if 1 Voti pr«#r* 

ffle h?jn?jp ar y^/ cgitTjwr/rv, Mr T/jp 
pn.-i? - ffvoV^iAHffg ' VOU'flE fN CHARGE! 

VKHJ dun I i«h4 fHiii mn r[jTnjn?l|F hK#u|" « 
ffii h4 ITU tnnrmiplnn Ttn mu" 

NO «PERHt^C£ N€C6SSJ,RYI 

Wp QftjH/ltfr. fvu j*\th trt* mpttt/ctounii irr>d 
trfnUMiU rD*f HMd tAf iWVWW C#n tit 
santJuttiHt fy flhffK:! jtsbJi 1 — you 1 cairl n-u^cr 
.! in ytN V rtgron r/w courfnr ^ci4J tf#f 
AND NO OlftfiCT FIXING PitC^SSAflY 

*Vf PtiiV*1E LABEL fHE ££*VlC£ 
IfHDEft yOUft WW£ AND 
Y&tf CAW r£AfliV a^rffJOO^ PflO^VT' 

For Our FREE BROCHURE 

RUVIhl 



AcfidiFmk Ouidanca S^tyJcs* 
25D WlfidlrH? HI Flcwr 

MjirMcin. NJ 
>-BOO-USA-t221 
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FRANCHISE, ElfTRE?ft£N£URl&L BUIDE 
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jj\ To Franchise 
JP* Your Business 

i • i- |i ■•!,:-*"■ ni i .nii.'iij | j». | < i .-hir jinn 



DESIGNED 
FOR SUCCESS 
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AMERICA'S 
MAID 

SERVICE 0 ' 



Mh^>..k*rniH|i<Mip*r#waniirnHiwHvc* t-ji.rw-fc 

Ctll I ftW I Hfc hMtC FiBichlH Onnqr 
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Money grows 
on trees. 

Oft ihr CcaM tree* erf Lnu£j] CeJne HiTrrtn 
arwi "MRtsiH l^p Hiwir* Th* wr*kis ft* Tit f^pqfcj 

LUSfci iln Li Jar hcrt-m. And rlufii nnw r-j Ira 4 n m 
1"™ g upoj drrdrr m mnn> ifniHL 
Cdlui-nlltrnJl 
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"At fust I said 'NO 1 to 
a CamericaAmerica 

franchise..." 

Houston Barkei: 
Manhattan & Lawrence, KS 

1 heard about QmeraAmerlca 
when n friend lold his pSans 
to purchase a tranctose White 
everything he showed me 
checked ou! — I was skeptical 
and said ,s No, thanks." 

My friend's success changed 
my mintif 

So I said "Yes"' 1 opened my fet 
store in Octoberol 19B6 and my 
second in December. Saying 
YES 1 to GameiaArnerica 
franchise sure paid oH tor me*" 

Franchises are available lor 
qualified buyers. Call Camwa- 
Airt^ca C»12) 247-72 M 
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Tn >.' naccEsiiil 
imlay. il lak£s ^lnni Itun g TigC 

br a us growing dlmi By ' - 
dasign, Tinder Baa has placed I El r 
unquB trancn««a m unluEiu. j. 
ffivtronmariifi Byttesgn, I±rp 
Ji sfyrc pfisenH oparrwof bp: 
Uld&St flitts and lira tokro 

rrsen. #Dfl)eil. arfiflhwi mrl f 
ron-irnnkera F<ji GO v*m, ++■ 
wd vc Ix'ur d-agmpfj f. ; ii -=-v- 
Thri summer, an addfcflre 
nL'jnte nl mam loabofis and 
mjllsple untl iernlqfHih nil z# 

- -arlerod to succesD-ircntail 
~ wirerxenauri A minimum 
wQrthDrmOO&^li 

S5D.O0O in lidu*d ossats ar cash b 

- lirancmtt q«ilqb*e 
DtfaQM iuEure rH indeocKn- 

itwc* und Danufidl bibisv 
rKlico. becsij^ Bt [— ■ 
Boa 

nny. |-.. I 
il^-Vilj'-T 
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Tinder Box 

INTERNATIONAL 
Fou Ei«era0oin P£?a 
IftMri fail^rnaac Di . Wte 15», Hyuslon, DC 7708Q 
t-H»-322-4TB1. lA r wJ*. l-ri3-fl?iVmi 

Dn;le Nti 65 an Reader Service Cftrd 



Lujcud&uft Conlflmponry 
Cuitom Homei 
thai nhH for 
H7J0O Sq 




* " rwr*TiD Infirm WrfvdDn 
+ Girhwiril C^lir^gt 

* QuflfrV Cdft«1iy«1ai 

* fha and W teemed 

- Buit-ln CcnjMWf C*rtw 
«titch rulTJWB Th* hor* hQ pMtorrn 
CflCPf KH- INI OKuC4inB 

_1 - • ' i _ 1 1 1 f*i S i "H,:fjr*iO F\rt9^'.'^ 

Dotnad r«rto*f|i 

Ng fail ^uarm i *rftris* 
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P.O. rJVWf" P54t> 



JOIN THE 
WORLD'S 
NO. 1 SUB 
CHAIN! 



£UBUIHV 

Sandwiches A Salad* 



IN FAST FOOD 

Our Goal: 
5,000 Stores by 1994 

Total investment 
As Low As $29,900 

CALL 1800243-9741 

In CT 1-800-222-4610 

or wfite: 25 HJgh St, ^. . 
Mllford. CT 
06 4 SO -9 9 86 
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OWN YOUR OWN STORE, 

JEAN-SPORTSWEAR, LADIES APPAREL, 
IHFANT-PRETEEN OR LARK SIZE 



Hgfrh 4 n<Wi p'O'iiatile uia 
■mauhf jl niiiu F^alunng r*ni lni*si 

Ini-ov DIIK4 ta S4ie H. ^te ^rtp 
yCJU ittlm success snJ indcpnil- 
i>:n.r 01 I he taaMOri lush: onj 
!pm me ddh-orlnrjes uf ^win«5 
cwnash.vp. Mv* Wlfl Sver 
33KBI BUCCCUriilly atrLSS 
tnc Jn |«J Srarm. iU.rADU- Id 
I2tJD0 mclurjos beginning irrran- 
1rjry, ^n^f? iui .nwntijri' sgIk 
lion, n?ihJH?s, in-siwc iniivig & 
el dip Irmnmr; cpnler. bcalion gi- 
litibnor. rndinduaBiid pnniira 
Iroirwu, and advcriiEinq rnar>ual? 
Iiaakkwpjnr; siratenn, wwt M- 
leases. nEwletler, prorttdEl*fl4l 
iiJmh nnii canlmuc-us nssnlaocr 
Vkj rrny haw jfliir itor* npfio in 
an hnso as dayt. 

j^F* ott*f ff r;&tt^f/ijr«i^ 



We Offer 
You: 



OVER 
1,000 
Nationally 
Known 
Brands 




CQttoitrtf 



CW.L. 
STEPHEN 

YOUR FUTURE IS OUR BUSINESS TODAY. 
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Cttnverlinn To fl Franchise 



MANAGING mm BUSINESS 



fruhditsint:. "' Independents In this busi* 
fieaK ftre entrepreneurial and somewhat 
unsophisticated about marketing," 
Martin 0 says. "They have a difficult 
time understanding why they should 
pay yon for what they already do." Fur 
thermore, they often are not team pJay* 
e rs, and, he aays f "To be a franchisee 
y«u have to be a team player/' 

Because of those factors* Maxtino 
would rather sell MA AGO franchises to 
People win j have had management ttx- 
peri en ce— middle managers in largo 
corporations, for example 

Organising technically oriented 
business; people may lake place 
beet in a far less orjfaiuaed indue- 
try than ihe automotive after- 
rr^irket, when' franchisors are already 
] a control of hu#e segments of the mar- 
ket. Such is the cane with Service Arner- 
(<$ and with another small franchisor, 
Add- Ventures of Medheid E Maaa, 

Add-Ventures is bringing together 
^rnal] contractors to specialise in home 
^'tnrjd^linpr and mom additions. Like 
Service America's Smith. Tom Sullivan, 
the 28-y ear-old president nf Add- Von- 
tares, btgm as a business owner him- 
self . Hh belie ved that there wrb roDn-. 
^0 introduce business methods and mar- 
keting to ^tiji tractors, bat he was well 
aware of the independence of the small 
Wi tractor* 

"A lot of con trader* are very inde- 
pendent; they don't warn U> listen to 
anyone" says Su lit van. "We can leli 
from the start the people who want to 
nake thefr businesses grow. They're 
&e ones that we'll take qtu" 

Add- Ventures looks for regional 
franchisees with going businesses who 
can then »ell lfr20 local a unfranchises. 
Because regional franehLaei-H haw hu^- 
ceasful basin^sses. they have cash flow 
a nd ean atford to be selective about 
**ffliig franchises. 

The company is also looking for con- 
tactors in smaller areas. The fttnue^y 
^eana alow growth— there are 1<J friiii- 
ibises now f and Sullivan expects to 
have Sfi within the year— hut he prefers 
that, "id rather fit! I one good franchise 
than 50 had ones/' he says. "Carpen- 
ters don't want to be associated with 
touriy work." 

f*ike Service America, Add- Ventures 
preserves part of the coti vera ion fnin- 
^hlBee s name. Add-VentLires/Kevin L>. 
Thomas Construction is the regional 
Conversion franchisee for Nebraska. 
Owuer Kevin Thomas likes the Add- 
Ven Lures approach principally because 
GJ its 11 professional image" and tli* 



quality of tta advertising. "We had a lot 
of trouble just putting an ad In thu 
newspaper, 11 says Thomas. He just did 
not have the know-how. 

And he knew that he wanted Lo 
broaden his marketing bfcte, "The ad- 
vertising they're doing- through TV, 
lar^ papers and radio has brought in 
new business. Our working area before 
was about Lf> mites , r now ft is about 567 p 
Another hunent bah been that Thomas 
Is doing fewer kiiids of work, more effi- 
ciently. 

As an independent, Thomas says, he 
had doubts about con veiling, and for 
some of the reasons MAACO's Martina 
and Service America's Smith point out. 
"I felt at first J was restricted because 
my name was changed/' says Thomas, 
"But the Add- Ventures people have 
been very undemanding. They haven't 
ordered me around, 1 feel like I have a 
helping partner tor advice." 

Even companies in very large and 
competitive induatries And conversions 
a useful strategy. ;Shakey * Pizza, an 
a^gre^ive « mailer pi?.zi\ din in Itfwl in 



frying, Tex,, i* actively neeking cunvw- 
sion units. 

Past food stores— McDonald's chief 
among them — have been the general 
jmh lie's traditional image of buatneaa 
format franchising. Part of the reason 
fa. the uniformity not only of signage 
hut of the buildings. It would seem, 
therefore, that conversion might re- 
quire an entirely new building, and as a 
result be more expensive for the con- 
verting franchisee than starting out 
from scratch, 

Not. so, says Rodney Read, Shakey'i 
vice president of marketing. 

"Most of the sites that are available 
are in high traffic areas, and the build- 
ing already exists," he says. 'Tor us to 
tear down the building and put up a 
new one would be coat prohibitive. It is 
more efficient for us to go la and re- 
model the unit uo it carries the same 
aiejiage and decor package. That way 
we carry a unified image with relatively 
minor expense attached.' 1 

Shakey's convert* independent res- 
taurant owners— usually those that are 
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No Grease. 
No Chicken. 



Before you commit your hard-earned cash to We behind a counter, consider the 
held of communications, And GO-V1DEGL 

<iO-YHH:0 1:- AmcfbiVi's mobile vuk'oLapraid i3nd eduinij sri w. serving 
l;iissi[jr^-.os ,iiiH individual •. wilh professiond viden prcidij* nun ptTlonnerf enrireb 1 
"on- location 1 ' in a state^-the-art "video studio on wheels." 

Training software, nysten\i K advcrtkinHand wi-fiekt 
support include^l Total investment starting *t S125K. 
i!iu\ yim vult'ijc-iininiuTiications in yrmr future? 
Catch the Vision. GO-VIDEO. 
Call today! 



Thin m ivjthrr n irfffr 1a M-iJ. 
mr u wbrrlJtMHi in imv j r:i ■ 
cfami. Thu urM.T m niabc ikvIv b> 



QOVIDCO 



Cmnilvl 




4141 (t Scottadale koad, Suite -fictittsdale, Arizona 8&i!51-3940 
I- WM>-122 I - itM la r SHI -ajMM> 
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Converting Tu A Franchise 



Nation's Bu.yLtH'HH; Juritf Utifi 



MANAGING YOUR BUSINESS 



. | (J(f I '- tiliS ft .1 " Ttittt Sti iff . .'/ ijy Iff 

tan Ap&t u frofn th? start " th? 
potential to-mwr&ion franchiser* 
"irfto want fo make tkmr bumne&a$$ 
grow. " 



nol in the piz&a huEinessv-and charges 
fcbftfti a franchise fmt of fiU.fJM Of its 
21 new stores in the last year. 15 were 
exE&ting units that were converted, 
says Read, None were independent pia- 
Eft restaurant owners, but "we hive 
rn sic Lively pur^if thai segment 
of the business,, and I wouldn't be sur- 
prised to see thai occur/ 1 he says. 

Occasionally, Read snys, a restaurant 
Owner has strong ideas about how to 
run the bu^mes* and may want to take 
a different direction] Hf We had one frtm- 
tihkee last year who had 4 pitta re -inn ■ 
rant in a different location and bought 
a franchise from us. He &aid he was 
gnitig to operate differently: we told 
him we would 42.-l l ji JV:Limhi^.-' him, :uuJ 
he could operate independently. He de- 
cided to stay with usl" 

Conversion is nn Healing method 
even to very large companies 
that want to get into a m»w mar- 
ket Such is the ease with B#ll 
Canada, which haa created a franchise 
ing flubakUaiT called Protocol Mesaagt? 
Management Centers, Inc.. In Region. 

V:, 

Protocol began wiling telephone an- 
swering center* franchises about a 

J ear ago, It chose to do so exclusively 
y conversion, says F.R. "Rod" Jac- 
ques, president of Protocol 

Protocol's reason for seeking conver- 
sion Franchisees is the same as Moto 
Photo'*: to get up and running quickly. 
"An, earlier revenue stream for Pruto- 
col has enabled us to grow and service 
the accounts better/' &&ys, Jacques. 

The telephone answering industry 
lias b poor image, says Jacques, and 
protocol Ls attempting to jirr>iVbhii>ual- 
iae it, principally thrush training pro- 
grams for owners,, managers and tele- 
phone 1 answerer*;. For their ^a.UOO 
franchise fee, new protocol franchisees 
are trained in business methods and 
marketing and are given help in choos- 
ing technology, 

"We are Inoking for people who want 
to grow, become more professional and 
plug into new services in telecommuni- 
cations as it grows into the next centu- 
ry/' says Jacques. "We're getting a lot 
of thoso types/" He says that he is find- 
ing that his new franchisee are nice 
people who want to help others, but 
who have built their businesses from 
scratch without a lot of business train- 
ing or background. With Protocol's 
help, "they're finding ihey have- a bet- 
ter feeling about themselves, Tliey are 
part of a larger entity but still have 
control of their businesses/* 




Protocol has sold 57 franchises and 
has about 30 in operation, Jacques says 
the company plans to have between BOO 
am] LOW center! open in five year-, 
each serving on average up to t,<HH) 
clients — although one center now has 

IT <J«H i "A client kn>| ..f rlrir.i-3 a <HH» |.r^ 

vides a very good rash flow— it's [ike a 
mini telephone company." sajrs Jao 

Although a huge company run u>ir 
crm version to expand into a new kind of 
biumraut, thete te ft niche for even a 
very small franchise with a low invest- 
ment- Western Vinyl — a vinyl-repair 
franchise— nella s different kind of can- 
version; businesses add a franc hist? n_s 
part of an already poing business. 
"More than half of our franchisees 
:ilivc ytlier lm sim/w.se*." -uys P.dl (jab 
harri r founder and CEO of the Denver- 
based company, 

The reason k that Western Vinyl 
makes repairs on-site rather than at a 
company location. "Ail our owners nre 
white-collar/' says Gab bard, ■'because 
our system is set up to delegate out to a 
technical staff and sales crew/ 1 

Owners, therefore are akle to add the 
Western Vinyl franchise to an auto 
dealership or even another franchise — 
one owner is also a franchisee of Wicks 
'N' Sticks, it specialty gift store selling 
candle products, and related accessor 
ries. One is even a bank president, (J ab- 
oard likes that kind of franchisee be- 
cause he Iff trying to change the image 
of vinyt repair. His is the only such 
service that offers a lifetime guarantee. 

Mos? custi Jitters arv laru;e accouuts — 
airlines, government agcnciG^, hospi- 



tikis and restaurants. Hut unusual 
tOTfier* include oivners of hoL air bal- 
loons and farmers, whose sUcjs have 
plastic liiters thiit occasional ly ne«d re- 
pair, 

'i'i-. r Rox 1 1 . ". ■ v i : : l L k ■ caul Ik usnig 
■ conversion franchtsinkr as part of 
I a general repositioning^ rather 
I than to fltart up and grow* It w^s 
; : inidiiiiKiiU Lnhncco sho[i, furr has now 
expanded to gifts in order to appeal to 
nonsmokers and to women. There are 
192 store* across the country; about IfjO 
rtri' rni:u-hisn]. 

President Gary Mlumeothal §Kf$ that 
the company is engaged in three types 
of conversion; selling its company- 
owned stores to franchisees* converting 
indepenck»nt stores to francliLsos ami 
ctmvertio^ smali chains entirely to Tin- 
der Bok stores^ + *0fie reason we're in- 
terested in conversions is the sites/ 1 he 
*aya. "We re only looking for SO quality 
f.itps and 20 quality people a year. 
Sometimes we can build and operate 
from scratch. Other times, we like the 
people llihJ their site*." 

Converting a chain Ef an unusual 
proposition , says tiiumenthal. Usually 
the chain k interested in selling the 
whole company. Tinder Box enters into 
an arrrtn^wiHi* ih:it allows individual 
stores to be sold as franchises. At the 
end of a given period, Tinder Bok will 
buy the retH of the stores. "Many time* 
they can jfet more money franchising 
7-:t.iiv Llin.ii wtj wHiM give them as a 
buyer/* say a Blumenthal. 

Independents who choose to convert 
j,«vl. entirely new line of business, 
13hi n u- nth; 1 1 says. "We're heavily into 
pifis. The independent tobacconist can't 
do the buying and the research, but a 
lot uf them want to have the gift line-" 
ConvnrKion gives them the line, but 
Lil u mum ha I is careful about accepting 
an independent 

"Wr-Vt. pretty tough can what wt? 
want." he says. 'There's no scientific 
way to decide who should be converted- 
We look for people who are already 
successful Wc'rv looking for a good 
mrrcliam, fur t-i-apk- who are good with 
pfiocte," 

Bluntenthal's attitude about conver- 
sion is common among franchisors. The 
kfey is the potentia] franchisee; "Tiie 
person's sense of independence doesn't 
bother me. I look for flexibility , open- 
minded ties* and enthusiasm. 1 don't 
want someone whose first word out of 
his tnoulh is why something won't 
work. If someone doesn't want fa 
change, why is he converting^"* 19 
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Minimum Wage 
Myths 



,4 coalition ofhmiae^ 
people strives to educate 
legislators on tfie dangers 
inherent tin a federally 
mandated minimum 
wage increase. 



The public will pay for an increase 
in the federal minimum wage 
through higher prices and fewer 
jobs. 

That is overwhelmingly the view of 
an organisation of employers from I 
ttCttfl section of American biuineaa. 
And business L-piilulive strategists urv 
trying to convey that view to Congress 
kA part of :t campaign to head off a 
strong drive io raise the waft e floor by 
'" -jr-ly .30 percent over throe years. 

The minimum wage is now flfi.ajj an 
hour. Legislation pending in Congress 
would brin^ it to by 1H80 and 
would provide for automatic increase* 
thereafter by netting the. wage at Qtf 
Percent of the average non&upeirviwy, 
prfvatinndii&try wage. 

At the recent annual meeting of the 
US. Chamber of Commerce, delegates 
n?preaeni.toK grass -roots businesses 
predicted massive impact on their com- 
panies if tlu? wage-mcrease-firid-e£cata- 
t'-'r | 'Inn uih. j > Lhrmigh. Three ipjarters 
said they would raise prices, cut their 
existing work forces, defer new hiring 
nr reduce the number or hours t hat pre- 
L fc iiiplrivtfvh wurk-'-l. 

Others said they would respond to a 
mandated increase with such steps as 
cutting profit margin reducing ser- 
vices or accelerating labor-savmjr meth- 
odis. Fifty-five percent of 1 1 1 u employers 
palled said they would nave La raise 
ttatfes of workers who now earn above 
the minimum to praerve existing dif- 
ferentials. 

The 1 principal congressional iponaors 
of the mini mum wapo Jt-jriatatioN are 
Sen. Edwftrd M, K*T>ried3 ih-Mnss.J, 
chairman of the Senate ftnnmit.teis on 
l^alior ujiri Human Resources, arid K"p 
Augustus Hawkins (D-GaiifJ. chairman 
the }3oui!L' ( -oimnLtteo oil Education 
and Labor. They argue that Mbtikoi 
W Urai^l.3L'4i]|> en h led l.h< j |i ore lupine. 
Power o( the $3.35 minimum wa^e snu'u 
it ujok effect in ll*s\ and that many 
entry- [»'Vt>l workers, will h< j condemried 
l*> poverty unless that fl^ire is raised 
substantially. 

U'Eiclmjj; Ibe opjiu^iiiiii! nivSen. Orrin 
Hatch (It-Utah), senior Republican on 
Kennedy's committee, and Rep. Steve 
Birflrtt (&Jt*M& a member of Haw- 
kins' committor They spotlight the im- 
pact of a wage increase in terms of 
hijjlu'r u laimpLuynuint and higher 



Tkeqffeci of a minimum wage 
increase niwr jiw yeti m in dramatic 
Th\' cftm't fitfttrws the business ctjxte of 



$$J$ minimum, Dr^mnUeaU^ higher 
CQ$t.9 wilf be passed on io the 
consu mer iw the form of higher 
prteex. 



Impact Of A Higher Minimum Wage 



Unit labor 




wa§e" 



I 198a I 1969 | 1990 
S3B5 $4 25 $4.65 



1991 I 1992 I 1993 i 1&94 | 1995 
$5.72 $6.07 $6.41 SS76 ST 14 



h Pror#eMd minimum wags t^rior Kenedy -HawlM proposal 
' ' P?rDcnN>r3B incrwwe * CCfK of IfitHf (or eauh unrt of pradtrclion 
■ +t PBrcpnfJiBB ir^fiwiw ^ Conaumff Price Indt* 
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prices. They argue that a higher wage 
would actually hurt the very people 
rJiul I'lYiprui^i I - s:lv w.ailil tn helped 

At the same time, Hatch and Rftrtktt 
say thai bujiiaeia fieople are jjoing n- 
h'AVi' U) liotiinue more active iti makio^ 
their views known to Congress if the 
Ki'iljii i J> -Hjiwkirw hill is to be stopped. 

The cangreadonal push for a sub- 
stantuiJ increase in the minimum wage 

part of an over&il campaign by orga- 
nized labor on several fronts to capital- 
ize on Democratic control of both 
houses of CongmflR, The AFlrCIO mti 
ntlii'r labor r.irgsinisationi played major 
roles In the llMW election campaign, 
where Dejuocrats gained control rtf the 
Senate for the first time flinee President 
iiea^ufs flrsE vjctory in VML 

WhiJL' the Lk^mrtcrat-s rn-Laira-eJ cimlm) 
..i" tin; Hoi^e throughout llie Redman 
yeur^, fiOF J cnTilri^l of the Senate re- 
mained n formidable and usually impen- 
I'trabk' obstacte to legislation baciceiS 
by organised Ijibof and ite tvingresaici- 
n ei. L all teH, 

Vham., huvs Hsllch, "all the labor stuff 
the unions are trying to put an business 
in ^oing to be overwhelming;/ 1 An se- 



nior Republican on the Labor Cttcmdl 
tee, he remaim at the head of opposi- 
tion to labor initiatives he view* as 

i niiH'iiml to Llie i'mnoiny 

And r in a strong counterattack on the 
minimum-wage push, Hatch nl&nst to 
press for a youth minimum wage, 
which Would permit employers to pay 
younger workers at a ralfi Ifces than the 
federal minimum during the summer 
vacation period. That approach, lie 
gays. Would encourage employers to 
hire- and tram you His rh. i y could not 
allied to hire If required to pay the full 
minimum. 

eanwhlle, the fight over the 
proposed increase in the cur- 
rent $3,85 wagt^ floor con tin 
uvs. The Minimum Wage Ooali- 
Save Jobs, the hrad hjUijneRS 
organization fighting thp wa£G in 
crease, is rallying opposition io the hi! I 
because of ite potentially adverse im- 
pact on the economy. A statement from 
the coalitkin saysi 

*'A new minimum wage increase will 
adversely affect employment opportu- 
aiticH for tlu- In -a-- skill mi, i-spt^cially 
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mming iMjr ynut.h . K^r.rL-r.mii; ^ihk^ 
show that raising the miahnum wage 
remits in massive unemployment and 
disemployrnent (which occurs when 
new joba are nut created because of 
high labor cents). In other words, the 
increase hurts the very employ ees St is 
intended to help, 
"How else can business cope? Rais- 



ing prices in response to wage in- 
ereases will only renew the inflation 
spiral we httve finally brought under 
control. More often, employers are 
forced Lcj eliminate jobs* or reduce em- 
ployee hours, And the entry-level, low- 
y hi lied positions primarily held by 
young people are the first to go/' 
Goals of The Washington-based coati- 



PRODUCTS. The move y&u mahe, to Mld- 
Amenefi Indualna* t^ark could be the move Ft takes to 
increase your productivity. Mkl -America is amgng 1he 
nation's lop Ten largest Industrial parks, offering 
affordable tend, the second lowest utility coats m Ihe 
country, ready -to -occupy focihlies ond attractive ra* 
exemptions, AH coupled wlih an available productive 
workforce, 1 00.000 Slrong. 

MONEY. We've invested what it takes to help 
your business prosper and grow. With quicker access 
to vour nationwide markets via on-site shipping, by 
truck, train, air or nearby barge. Backed with innovalive 
and attentive full service, from construction lo engineering 
to tree arnployee. Lrasmng. 

Call Gene R. Redden, Admin isirafor, or mail I his 
coupon Today Tot all the proof ol how you can mako 
more prortucis and money inQklanoma At Mid- America 
Irtdustnal Park. 



Mid- America Industrial Park * 8 18-825 3500 

PD. Bow 945 * Ptvqj. Oklahoma 74362 
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L]on r which represents hugmesa and 
trade associations a& well as individual 
companies, include the dosing of "the 
information gap" on the- hidden co-cis of 
raising the minirmim wa^?. 

"The public lines not under maud [he 
full tWhoniL'.' imsiart ih" -kis increase 
proposal, which, on the surface., sp- 
uears ^ell-intentiotaed," the coalition 
■any s. 

A key to achieving that understand- 
ing, the gfrouu adds. is. dispelling the 
myths that surround the wage issue, 
The coalition makes, these compariaone: 

Myth: The typical minimum wag£ 
earner is a head of a household support- 
ing a family, 

Rvaiity: The typical minimum wage 
employee is young, h ingle, resides at 
home and works uart time, 

Mjft.fi' Raising the minimum wii^ is 
a way to reduce poverty. 

Reality; A study by the Congresaio- 
na] Budget Office shows that over HO 
percent of minimum wage workers do 
iiot fit the profile of the working poor. 
Seventy percent of minimum wags? 
workers, live in a family where id least 
one other member holds a job. 

Myth: Raising the minimum wage 
has no negative impact on employment 

Rcatityr The federal Minimum Wag# 
Study Commission reports that each 10 
percent increase in the wage results in 
a loas of 80.000 to 24Q.O0U jobs for teen- 
agers. La addition, dome studied indi- 
cate that, although the percentage job 
loss for teenagers is greater, the abW 
kite mimb t -r ■ f job* loHt by udnltn is 
greater. One study for the commission 
indicates a 10 percent ini-rease in the 
rnlnimum wage could wipe out 2,7 mil- 
lion jobs for adults; 

Myth; A minimum wage increase la 
essential to welfare reform. 

Rcality: Only 16 percent of house- 
hold heads beEow the poverty income 
level work at a full-time job y ear-round. 
Racing the nsquired wage payment for 
low-skilled persons decreases the likeli- 
hood of alternative employment uppur- 
tunities, for these people, resulting in 
more pressure on the welfare syntem, 
riot leas,. While Lay reform hap resulted 

in removing the dramreriitvep that. [. r 

people faced in gelling jobs (by elimi- 
nating- taxes for the working poor), 
minimum wage- increases destroy many 
entry-level jobs. 

Myth: Raising tfce minimum wage 
will encourage the tow-skilled and un- 
employed to seek jobft. 

Reality: Increasing the minimum 
wage does not guarantee either a job or 
I wage increase to the least skilled. The 
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khw-akilled are the first to lose their 
jobs when the minimum wage ia raised. 
Entry r lev**] jobs are not created when 
^bor costs go up. Where Are the plenti- 
ful gas station attendants and depart- 
n^nt e tor* clerks of 10 years ago? 
Their jobb fell victim to the last mini- 
mum wage increase. 

Myth: RaiEin^ the wage floor will af* 
fw t only those employees currently 
taming minimum wa^e. 

ficttliltf: An tncreawe Ui the minimum 
^11 'ripple" through ihe job miirkeT, 
and. increase wages "for skilled and ex- 
perienced employees earning more than 
5 * J * minimum without corresponding in- 
crease in productivity. The Minimum 
" r ag y Study Comm[S-*ion re|.'nn:ud Lhat 
^*ige increases to those already eaxn- 
rn £ mur* ihati minimum wag* will be 
roare costly to employers than the legis- 
"J ted increase of the minimum wage. 
Thr result Will wagt^d riven inflation- 
ary pressure on the economy, 

Mjft/i: Businesses can offset higher 
hbor ci^Ls through price increases to 
can* unites. 
Reality: Some increased labor costs 



can be offset by higher prices. Howev- 
er, higher prices spark consumer rests- 
tance. The result is fosse aed demand 
for services, thus Fewer workers and 
firms in service industries- To the ex- 
tent that higher wages are oJfeet by 
higher prices the net r^uh of the mini- 
mum wage increase is that employees 
are back where they started. The only 
way wages ran he moused in real 
terms is for workers to acquire addi- 
tional skills through training and edu- 
cation, not fnr Congress to pass Laws 
Lhat mandate higher wages. 

Myth- A nse in the minim a m wage 
has no impact on competitiveness with 
f^rvajin uufiirn>iaes. 

Reality: There are some low-wage 
manufacturing industries where mini- 
mum wage increases will further hurt 
their abilities Lo compete. T\u-.m} indus- 
tries — shoes, textiles, apparel— are al- 
ready struggling, As these and ether 
industries are forced to raise their basic 
labor rates s entire wage structures 
rni>.'M+'L upward. The effect on interna- 
tional competition is harmful. 

Coalition strategists say their initial 



challenge is to generate as much grass- 
n>i>L^ support as possible fur [heir plan 
to show members of Congress the dif- 
ference between those myths and reali- 
ties. Their ammunition Includes a series 
of studies and analyses conducted over 
the past several years. 

Some of those studies did not work 
nut as the initiators intended. For ox- 
ample, the Minimum Wage Study Com- 
mission cited by the eoalttion was ap- 
pointed by President Carter with a 
mandate to determine, among other 
things, "the beneficial felTrx'is of the 
minimum wage, including its effect in 
ameliorating poverty among working 
eitiiens/' 

Commission research, the coalition 
says, "confirmed the conclusions of all 
prior empirical wide nee— that the mini- 
mum wage causes disemptoyment in 
teens and Itas no effect on low-wa^e 
incomes." The coalition addjt: 

"Nevertheless, the commission ig- 
nored its own findings nod recom mend- 
ed that the level of the minimum wage 
be raised periodically by Indexing it Eii 
the average wage paid m the economy 



When To Write 



Hum ]b how you can jmn the effort to 
defeat congressional proposals for 
triflimuitt-wuge increases: 

Contact the Minimum Wage Coalition 
to Save Jobs, Post Office Box 283Bl r 
Washington, D.C, h This organiza- 
tion s>f businesii groups will provide in- 
furmatkin on joining the coalition, de- 
veloping letter- writing campaigns, 
mailing information to the member- 
ships of trade, professional and other 
Membership groups, raising funds to 
support coalition initiatives and on how 
business people can serve as Hpokosper- 
ftoms on the minimum- wage issue. 

Let your senators and representa- 
tives know how the proposed increase 
in the federal minimum wage would af- 
fect your business and the economy of 
your community nnd state. The respec- 
tive addresses are; c/o U.S. Senate, 
Washington, D.C. r 30510, and c/o U.S. 
House nf Representatives, Washington,. 

Register your opposition with mem- 
tera of the two congressional commit- 
tees considering this iegtatotitm. Those 



committees and their members (listed 
in order of aeniorit)' on their respective 
panels) arc: 

Striate Committee on Labor <ivd Hu- 
man R$80ufve$ 

Sen. Edward M. Kennedy {D-Mass.) a 

chairman 
Sen. Claiborne Fell (D-ft.L) 
Son. Howard Metsenbaum (D-Ohio) 
Sen. Spark Mataunaga (D- Hawaii \ 
Sen. Christopher Dodd (D-Conn,) 
Sen. Paul Simon (D ill ) 
Sen, Tom Hark in (D-Iowa) 
Sen, Brock Adams (D-Wnsh.) 
Sen, Barbara Mikubki (XWHdJ 
Sen. Orrin Hatch fR-Utah) 
Sen. Robert T. Stafford (R-Vt) 
Sen, Dan Quayle {Kind.} 
Sen. Strom Thurmond IR-S.Q 
Sen, Lowell Woicker (R-Conn.) 
Son, Thad Cochran (R-Mtes.) 
Sen, Gordon Humphrey (R-N.H.l 

ffotetf CoTTimitiee on Education amd 
Labor 

Rep. Aureus R Hawkins fD-Calif.}, 
chairman 



Rep. William D. Ford <D-Mlch.) 
Rep. Joseph M. Gavdus (D*PaJ 
Rep, William L Clay fD Mo.) 
Rep. Mario Biaggi (D-N.V.) 
Rep. Austin J. Murphv (D-PaJ 
Rep. Dale E. Kildee (D Mich.] 
Rep. Pat Williams, (D-M<ml j 
Rep. Matthew G. Martinet (D-Calif A 
Rep. Major R Owens (D-N.YJ 
Rep, Charlea A. Haves (D HL) 
Rep. Cari Perkins <D Ky.) 
Rep. Thorna* C. Sawver (D-Ohiol 
Rep. Stephen J, Solar* (IKN.Y.) 
Rep. Bob Wise (D West Va.) 
Re^). Timothv J. Penny iom) 
Rep. Rill Richardson \l)-HM.} 
Rep. Tommy F. Robinson *D|Ark.) 
Rep r Peter J. Viscloskv (DJnd.) 
Rep. CheHter G- Alkink <H-Maas.) 
Rep. Jim Jonta <D-JndJ 
Rep. Jam^s M. Jeffords (R*Vt.) 
Rep. Bill Croodling «R Penn.) 
Rep. E. Thomas Coleman (R-Mo.) 
Rep- Thomas E. Petri (R-Wieg 
Rfl-p. Mur^i? Roukema Hi-NJ.) 
Rep. Steve Guuderson (R-Wis.) 
Rep. Steve Bartiett {R f ei ( ) 
Rep. Tom Tauke I R- J own) 
Rep. Dick Armev (R-Tex,) 
Rep. Harris W, P«w*ll (R-IU.J 
Rep. Paul B. Henr> (RVMick) 
Rep. Fred G randy (R iowa) 
Rep. Cass Ballenger (R^ C ) 
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and that the coverage of the minimum 
wage be extended hy iHirdmarrg from 
current Iaw various exempt categories 
of work. These incongruous recommerc- 
datioitf) are really not surprising in view 
of the ideological purposes of the com- 
mission.'* 

A hard-hitting minority report assert- 
ed: "The evidence again fit the minimum 
wape la so overwhelming that the only 
way ihe commission's majority was 
able to recommend thm it tie retained 
was to auk us not to base any derinionis 
on facte," 

Another insight into the issue is 
provided by the Economic Policy 
Division of the U.S. Chamber of 
Commerce, which lias docu- 
men ted tJje inflationary/ unemployment 
impact of a higher minimum wage (see 
chart). Gr^sela TestaOrtia, director of 
Lhit Chamber 1 a Forecasting Section, 
comments on the figures- "The evi- 
dence is incontrovertible. Nevertheless, 
the myths persist, and every few years 
legislators propose yet another in- 



crease in the minimum wage. In Etjfc 
process, they congratulate themselves 
for such a clear expression nf their su- 
perior morality and compassion. Yet, 
this exercise in easy ethics only le;t{ts 10 
greater hards hip (or M American*. 1 ' 

Why P then t does the issue keep recur- 
ring? Because, says Testa-Grti^ dJ some 
groups do reap benefits from regula- 
tions whose overall impacts on the 
economy are negative/ 1 

She cites various studies showing 
that the existence of a minimum wa^e 
allows a higher union wAjjf structure 
riiMii wiuhJ tierce be possible. Te&- 
ta-Orttz further cites a study showing 
that, as a resull of one minimum wage 
increase, 85 percent of members of ta- 
bor union* were expected to see higher 
pay, compared with only 44 percent of 
nonunion workers, 

She comments further: ,fc Tu young, 
inexperienced workers, minimum wa#e 
jobs; are an extension of schooling, 
bince those jobs offer thorn thu Lruimiipr 
and the work experience to move on to 
higher paying jobs. The minimum wage 



deprives tlie youth of America not only 
of the opportunity to pet s job, but also 
of needed experience and on-the-job 
training, while it does nothing lo allevi- 
ate poverty," 

Amid mounting evidence ih&t con- 
r.i miin^ :mT*a^H in tin- minimum wa^e 
art- hurting those they are supposed to 
benefit, the basic philosophy of the 
wage floor hi being re-examined* 

Richard B. Berman. a Dallas bu&i- 
■me executive and chairman of the 
minimum wage coalition, say* the con- 
cept of a minimum ttigfl has become 
archaic. The policy of a federally man- 
dated wage tevel was introduced in 
1939, he says, to cover Depression-era 
condition* that no longer exist 

M A better alternative." Berman says, 
would he to "let froo market forces of 
supply unci demand naturally set the 
wa^e floor in a given market, taking 
into account regional differences in cost 
of living and unemployment.'* A 
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Reform of the court 
system is a prer&fuisite 
to affordable liability 
insurance, say coalition 
builders who are tryjitg 
to da just that 



8fe Hob Gutty 



In early March, about GO sporting 
RttMtg induatrv executives traipsed 
up to Capital Hill hokmg tor help. 
They met with representative^ sen;i- 
tors. Congressional aides— almost any- 
one who would listen. Their plea: Do 
Hftrnethinjf about the product liability 
insurance erisia. 

That plea signaled both the conthu- 
■ng seriousness of the crisis and the 
i: "nr inning «?tforts of bus mi ess to find a 
solution, 

Businesses of all kinds, not just man- 
ufacturers and sellers of sporting 
Betide, are still unable to find coverage 
a * a reasonable price — or. in many b- 
55 Lances, to find coverage at au\ As a 
J^ult, business groups are trying to 
huikl coaJUiims to influence Congress 
and many state legislatures to consider 
temffdies, that will prevent what, hap- 
pened to Bike football helmets. 

Former Heisman trophy winner Rich- 
ard W, Knzinaier, Jr., only hurt October 
Purchased the Bike Athletic Company 
and its Athletic Helmet, Inc., the foot- 
0*11 helmet manufacturing unit, from 
Colgate/Pal molive. Bike was one of 
remaining U.K. football helmet 
Manufacturing companies. In early 
April, Ka&roawr sold Athletic Helmet 
without its having produced one helmet 
under his ownership. 

The reason: the skyrocketing cost of 
product liability coverage and unrea- 
sonably hi^h levels of exposure to legal 
judgments of estastrophic proportions. 

As a result, says Kazmaier, "being in 
the business rrutkes no sense. It is not 
an economic decision that can overs be 
considered. 11 

The best coverage that Kazmaier 
a&ys he could find— for a business 
^ r orih about 38 million in annual 
sale*— would cost about $3*5 million 
with a potential liability to the company 
of up to $13 million, 

"Lf you did a financial analysis of the 
companies making helmets, you 
wouldn't find enough money to settle 
i-ven one or two of the outstanding 
claims if the plaintiff prevails." Kaa- 
maier aays. 

Thlli*, it may be that only one manu- 
facturer of football helmets will re- 
main— Riddell, a division of MncGregor 
Snorting Goo^is, 

Obviously, not only football is jeopar- 
ded by the insurance crisis. 



Th' liability crisis has hit the medical 
projection hard. Th* A merican 
Medical Association says JO percent, of 
all surgeons are limiting the numbers 
lifhisth risk jjnt.it ntx they unll accept 
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The American Medical Association 
says one third of the nation's obstetrt- 
l'Uitih futve opted to stop delivering chil- 
dren. AMA says 30 percent of ail sur- 
geons, are limiting- tin- numbers of high 
ri*k patients they will accept. In late 
April, the insurance underwriter for the 
American Nurses Association stopped 
providing liability coverage for nurse 
practitioners. 

The J.R Fredericks Tool Company, 



Inc., Farmington, Conn., recall* four 
years of liability insurance premium irr 
creases totaling: 963 percent Another 
four years like those would force it to 
close, says the company, whose 75 em- 
ployees produce machined parts for air- 
craft 

In 1986, 1,300 trucking compa- 
nies— most of them the operators of 
only one or two trucks — closed because 
of either the lotus of srum ranee coverage 
or skyrocketing premium increases. 

The impact of the liability crisis re- 
mains pervasive. 

Medical equipment that might pro- 
vide more efficient way& of diagnosing 
and treating disease h not being devel- 
oped. Talenti-d men and women decline 
invitations to serve as corporate direc- 
Mrs 1 >ay care centers are not opened. 
The list seems endless as industry after 
industry ticks off what is not happen- 
ing because of the inaururH-e 3 in 'Idem. 
Meanwhile, the cost of coverage adds 
to the cost of goods and services. 

The Cessna Aircraft Company, Wick 
ita, Kan*., laid off 1.000 employees last 
year and no longer produces piston- 
driven aircraft. Why ' The most expen^ 
sive component of the airplane was li- 
ability insurance at SCO .000 to S100.000 
per unit. 

At the heart of the issue is the 
ever-expanding definition of 
tort law. 'Tort*' simply means 
wrongs subject to civil law. A 
person claiming to have been wronged 
can sue for restitution under tort law. 
Plaintiffs frequently demand — and re- 
ceive — so-called punitive damages in 
addition to compensation for actual eco- 
nomic losses they have s*u*Uined, Puni- 
tive awards are intended to punish the 
plaintiff for tin* alleged wrongful i:nn 
duct beyond the requirement for com- 
pensating the defendant 

Traditionally, punitive damage* were 
rarely awarded, on the assumption that 
if any punishment was called for, it was 
a matter for the criminal courts to de- 
cide. Also, the person whose product or 
conduct caused an accident or injury 
wa-s liable only if he or she was found 
negligent. 

In recent years-j however, juries have 
been granting; larger damage awards in 
liability cases, adding substantial puni- 
tive damages and putting less emphasis 
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Richard KazTTiaipr, Jr., bought Bike 
Athletic Company and its srub&idiary 
Afhfetic Hdmzi tost October, In early 



April, liability eancvms forced him to 
jfWf Athletic Hvtmst mthout 
producing a singtt n «hi kslmtt 



on fault and more on a plaintiff's ability 
to pay. One Study of jury verdicts 
found they had increased an average of 
16 percent a year between 1075 and 
1986. 

he trend toward stiff judgments 
■ against plaintiffs perceived u 
I having the most resources in & 
I ease stents from the "joint and 
several liability" doctrine H which allows 
one of several defendants to be found 
fully responsible for all damage*, re- 
gardless of the degree: of fault. As a 
result, critics of that doctrine say, law- 
yers go searching for a defendant with 
"deep pockets"— even a defendant with 
the vapruEBt possible connection to a 
case. 

For example, Allied-Signal, Inc., was 
on the wrong: end of a $1.2 million jury 
award to the family of a 51-year-oSd 
Michigan truck driver kirk 1 *; when his 
vehicle went out of control and over- 
turned, The man had been ea mi riff 
per month. He left a widow and 
a in dependent children. 

The accident was attributed to the 
failure of the vehicle's power steering 
cylinder, which had been manufactured 
by a company with no connection to 
Allied-Signal, But the company that 
made the cylinder had gone out of busi- 
ness, and the plaintiffs targeted Alliod- 
Signat a* a deep pockets by alleging 
that the manufacturer of the steering 
unit had drawn on an Allied-Signal de- 
sign, Rather than pursue the case fur- 
ther Allied-Signal settled out of court 
for a Leaser, but still sucable r amount. 

"Society is still grabbing for *deep 
pockets/ " says William M, McCormick, 
chairman and chief executive officer of 
Fireman's Fund Insurance Company, 
"When the public found out that the 
door to the vault had swung 1 wide open, 
insurance companies experienced an ex* 
potential rise in legal costs." 

The Reagan Administration is com- 
mitted to reform, Bays Douglas Rigga* 
general counsel of the Deportment of 
Commerce, "There has been a perver- 
sion in legal theories," he says. "Those 
who have deep pocket* pay, irrespec- 
tive of whether Lhev are negligent or at 
fault" 

That, says Richard Leaher, president 
of the U-S. Chamber of Commerce, "m 
fundamentally wrong." Leaner notes 
that laat year delegate* at the White 
House Conference on Small Business 
listed the liability crisis as one of their 
"moat important problems," 

"I get the mail/ 1 Leaner said during a 
recent edition of "It's Your Business/ 1, 




the Chamber's weekly television discus- 
sion program, "and I get it by the 
truckload, and they [small business 
people] are concerned about having in- 
surance at any price/' 

For two years, the property casualty 
insurance industry way. in deep trouble, 
fesultSng in last year's round of unprec- 
edented rate increase* and decisions to 
stop covering many risks, insurance 
companies have come under consider' 
able fire for raising rate* to cover 
losses. Some have accused the industry 
of manufacturing the crisis in order to 
cover its own bad investment decision*. 

"We don't think there is credible evi- 
dence that The liability crisis is a hoax/' 
Miy- L ,S AsbihLum; Air-Tr^s Gfr^raJ 
Richard K. Willnrd. "The insurance in- 
dustry is the middleman. You can't 
blame the messenger for the bad 
news/' 

The issue, says ,Sean F. Mooney, se- 
nior vice president of the Insurance In- 
formation Institute, is not profitability. 
Raising prices and cutting back on ar- 
eas insured have restored profitability, 
he says, but these action* "have not 
changed the fundamental problems of 
cost, efficiency and fairness cif the tort 
system- These issues need to be ad- 
dressed before liability insurance can 
be made readily available at affordable 
rate*." 

The principle of liability insurance is 
to spread a reasonable risk over a targe 
group. If the court system turns liabil- 
ity into certamty, then there is no risk 
to insure. 

Sonne progress has been made. In 
1936, under the banner of tort reform, 



1 r> states limited joint and several liabil- 
ity. Seventeen states capped pain and 
suffering awards. Thia year, the Ameri- 
can Tort Reform Association reports 
that 10 states have enacted some form 
of reform legislation, and ATKA hx- 
pects action in from five to 10 more. 
Bui these limitations apply only to the 
courts of the respective states t not to 
the federal judiciary, 
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Lib i vviii' iV-fkrral product liability 
reform legislation cleared the Sen- 
ate Commerce Committee but 
went nowhere in the Houae of 
Representatives, This year the Senate 
committee Ls chaired by an arch oppo- 
nent of reform, San Ernest F. Boilings 
{D-S.C.1+ so proponents have shifted 
their attention to the House. 

Rep, John Ding«H <D-M.idU, chair- 
man of the House Energy and Com- 
merce Committee, has pledged, to sup* 
port product liability legislation that 
would re-cfitahlish more traditional in- 
terpretations of tort taw. Although it Ls 
mote modest than legislation sought by 
the business community laat year, the 
bill would go ll long way toward easing 
the courtroom crisi*. mays Michael W. 
Naylor, director of legislative arid regu- 
latory affairs at Allied-Signal. 

Introduced by Rep- Bill Richardson 
(D-N.M.), a member of Dingers com- 
mittee, the bill would: 

• Establish fault as a criterion for 
liability. 

• Dilute the d**ep pocket theory of 
joint and several liability, providing 
that manufacturers would have to pay 
only their proportionate share of pain- 
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a nd-suffe ring and punitive damagr 
awards. 

• Toughen standard* for punitive 
damages, requiring that they be award 
od only when a conscious disregard for 
safety ts involved. 

• Establish a limit on suite of 26 
yeara after a product ts *old. 

• Prohibit people who were drinking 
nr nn drug* when mjured from collect- 
ing damages for the mjuries. 

Among the missing provisions are 
two controversial components of last 
-jeirt legislation that sparked white- 
hot opposition from trial lawyers and 
consumer groups.. They would have 
placed ceiling* oti pain and .surtV'ri;.u.' 
awards and limited attorneys' contin- 
gwcy fees. 

Lhngell cautksna proponents not to 
try to broaden the scope of the Richard- 
son measure. "The bill must tie possible 
to enact, he says. "It must be work- 
able and simple. There must be a con- 
sensus with other groups in support of 
the bill." 

Add* Richardson, "This 3s a modes! 



bill but it hfUi the potential for pas- 
sage/* 

Meanwhile, two of the most ardent 
hackers of reform, Sen. Robert Kasten 
!R W.;:.i and i J-...hn C. Druifortli iK 
MoJ r ranking minority member of the 
Senate Commerce Committee, have 
oath introduced hills in the Senate, 

"We are about to turn this issue/' 
(Casten predicts, "if we can continue te 
change the political atmosphere. We've 
got grass-roots groups coming from all 
different pans of society." 

Kasten notes that the American 
Bar Association recently modi- 
fied its previous all-out opposi- 
tion to tori reform. The ABA vot- 
ed to oppose limits on damage awards 
for pain and suffering, but said puni- 
tive damages should be used more spar- 
ingly. That means, says Knsten, that 
attorneys are ntjw split— -the ABA tak- 
ing one position*, the trial lawyers an- 
other. "We're now opposed by a minor- 
ity of lawyers and 1 a mall segment of 
consumer groups" he adds. 
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Mean while, businesses across the 
country are waiting for some solution- 
While they wait, some are trying to 
solve the problem themselves. 

For example, food retailers and 
wholesalers through their trade associ- 
ations have established their own liabil- 
ity insurance plan to be administered 
by a major underwriter. Coverage be- 
gins after a deductible of $1 million, 
with the companies providing their own 
coverage up to that point, 

"Oar rnrmbers have had a major 
problem ii? cvtlihjj adi-i uhu- i r ■ — . i : i J i ■ 
coverage," explains Denis Zegar, a vice 
president at the National- American 
Wholapalu Grocers Association. Part of 
the problem is that many grocery prod- 
art* iiui'kagH in plastic, which add? 
to the potential hazard in a fire. An a 
result* his group funded the testing of 
in-rack sprinkler systems that Zeg&r 
aay» can help keep fire loss^ down. 

The insurance crisis has proven to be 
a problem for many insurance agents, 
too. They have lost customers, and now 
some fear they may be the target of 
lawsuits thenifioJves, from customers 
who claim the agents did not adequate- 
ly meet the customers' insu ranee- needs. 

Thomas Miller, an independent insur- 
ance hroker in Davenport, Iowa, esti- 
mates he has lost about 70 percent of 
his commercial business, because he 
cannot find affordable coverage for his 
customers. A good chunk of that loss 
resulted when he was unable to find 
coverage for a large customer that 
planned to got into asbestos removal. 

A major problem, says Miller, is what 
the industry calls the "tail"— suits that 
crop up years after a policy has been 
written at rates that did not anticipate 
potential losses, 

Tii. is. MrMK companies iuv c! housing 
new claims- made coverage — policies 
that cover claims resulting from sales 
or events that occur after the policy 
takes effect— not for the result of prod- 
ucts sold years before, 

"We're in trouble*" says Blair Chi Ids, 
American Tort Reform Association ex- 
ecutive director! "because we have 
moved so far away from a court system 
based im fault We've moved to u com- 
pensation Hy.Urm, with the corn-en" thai 
somebody most pay, regardless/ 1 

Without relief, Childs warns, increas- 
ing numbers of companies will be 
forceu to clone. "It's an issue for some 
companies/' he says, "of whether they 
can even continue to operate."" 
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Avuldlttg Knee Injuries 

Denver attorney Thomas 0. Ehrenk- 
1-111 l?- did it in the Rockies Donald 
&eMa r ^ chief executive of Donald De- 
gttafi Associate*, a health club consult* 
lri K firm in Van Nuvs, r.alif , fJid Jl |iIh> • 
gfc basketball. Baltimore's Harirey 
Huffman,, regional manager for Seam- 
H ms [ii tsil Products, did itoneweek- 
playing JWhaJI. 

Tht*y &|] suffered knee injuries 

They were not alone. As more Ameri- 
cans become recreational athletes, the 
3 "Jmber of knee problems is rising, 

About jiCKl^ODO people are hospitalised 
annually for sprained, strained, dish> 
cutad or fractured knees, according to 
the National Center For Health Statb- 
^ in Hyatteville, Md. 

However, you can take some step? to 
prevent knee injuries* And even if your 
pBVsntira efforts fail, new surgical 
techniques, rehabilitation regim&s and 
^iLi'dilleations tn your fitness plan can 
*«wl get you going again in some form 
of exercise. 

Lei's begin by looking at what makes 
Vuur knees vulnerable to problems. 

The surfaces of the bones of the knee 
are covered by cartilage thai may tear 
»r fray when your knee twists, aft in 
football or skiing. Other exercises, such 
fts running or aerobic dance- on a hard 
surface, can product roughness of the 
under&urface of the kneecap., causing 
pain and stiff neas. in addition, any of 
the nine muscles that cross and «tahi- 
Ifae the knee joint may be pulled and 
strained. 

Body structure plays a role in the 
kind of En jury you art susceptible to. 
Because females* have a wider pel™ 
and are slightly knock-kneed, they have 
greater atretcnaLutity of the lipaments. 
Thia predisposes women to kneecap 
problems. Males are more incurred to 
cartilage tears because of their predom- 
inant bow-legged structure. 

Vicki A> Moss and Judith ,4. Webster 

fin- hittb fFfjixfrrvd rjnrwn mid wll- 



Tfu:sf : rec/vnthnttt athletes twk to 
strengthen the vulnerable kiwi) joints. 
Half a million people a year an? 
sidelined with sprained, framed, 
dkiocQted or fractured frees. 




Equipment may also contribute ta 
knee problems. Dr. Phillip J. Maroue, 
clinical associate profeasor of orthope- 
dic surgery at JeSTersen Medical Col- 
lege in Philadelphia, says that new ski 
boot designs put more stress on the 
knee and make knee injuries the most 
common type of injur} 1 for skiers. 

To protect yourself, start with the 
right gear. Purchase wt'D-rnada shoes 
designed for running, aerobics or the 
activity of your choice. If the surface 
you use for ymJr activity in bard, pro- 
vide your own shock absorbers by in- 
irajx cushioned pads in your shoes. 

"When using weight training equip- 
muni, make sure it ha* hoik- in safety 
devices, such us the ability to limit 
range of motion, " advises Joseph R 
Theigsen, a physical therapist and ath- 
letic trainer at Bellin Memorial Hospital 
in Gretn Bay, Wis. 

Next follow these fneaj-uires-: 

• Strengthen the quadriceps {thigh 
muscles) hy doing straight leg raises 
from a sitting position. 

• Strengthen the entire leg from hip 
to ankle, not juat the knee, with such 
exercises as bike riding and swimming. 



• Warm up and cool down for 15 to 
20 minuted before and after exercise. If 
you are swimming, do a few alow Laps 
as a warm-up. If you are nninmg* start 
slowly with walking or jogging and 
then increase the speed. 

During cool down, keep moving, but 
at a alow enough pace that your heart 
rate can decline gradually. If you are 
running, walk an additional one-fourth 
mile at the end of your run. When oy* 
diflg, cycle slowly on a fiat surface or 
get off and wait* 

* Maintain flexibility by stretching 
after your warm-up. Stretches for spe- 
cific muscles can be found in such 
book* u-s Stfrtrhyrtif. by Rob Anderson 
(Shelter Books, Salinas, Calif.). 

Suppose you are injured anyhow. The 
w fin lint; sign* include pain, sweliirm, 
buckling, locking and stiffness. A phy- 
sician can evaluate L'ne problem by the 
way the knee looks, feels and moves or 
by X-ray, 

About 70 percent of knee injuries are 
relatively minor, according to hr. 
James Fox. medical director of the Cen- 
ter for Disorders of the Knee lo Van 
Muys. They respond to rest, physical 
therapy, ice packs or anti-inflammatory 
medication, 

If further diagnosis or treatment is 
needed, a relatively new outpatient s-ur- 
gtcaj prwedijre called arthroscopy can 
be performed- By inserting a long, slen- 
der instrument called an urthroscupe 
th rough a small puncture in the knee, a 
physician can see about ST* percent nf 
rhf kiin- jtm-A Thfti surgi'n w Ipsa trau- 
matic to the patient because the knee 
joint is not opened as it is in more tradi- 
tional procedures, 

ih'stumfurl is mmiruwii, an.,1 tJmrw w 
a more rapid recovery. The cost is also 
less, since the patient is admitted and 
discharged on the same day. 

But arthroscopic surgery is not Lhe 
only option. Dr. George McGwire, an 
: .rh'.'|.--:J;. • ' j -on from Green Buy, 
treats 90 percent of his knee patients 
with a quadriceps exerriae program. 
Strengthening these major leg muscle* 
helps relieve some of the stress that the 
knees would otherwise incur. Only 10 
percent of Mcfiuire'a patients require 
surgery. 

If an injury occurs, n dne^fi'l mean 
the end of exercise. Thomas A. Jackson, 
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a supervisor at Hfcolet Paper Company 
in tlreen Buy, injured his knee years 
ago during a high school track long 
jumping event. But be is still participate 
ing in track meets and attribute* his 
success to a planned, safely executed, 
consistent exercise regime 

After surgery to remove a torn carti- 
lage and 11 compreh endive exercise pro- 
gram. Hurley Hoffman at Seamless 



For Your Tax Hie 



% Gerald W. Padm , CPM 

Pitfalls 01 Refinancing 

In ft&tiary, we disctisspn 1 the rash of 
home refinancings of the past IB 
months, brought m by the decline in 
interest rates and the tax law pro- 
vision making mortgage interest one of 
the last tax shelters avails bk. 

Mortgage interest is usually deduct- 
ible on a principal residence to the ex- 
tent that the mort#ag e does not exceed 
the home's purchase price plus im- 
provements We warned you in January 
that Treasury was considering a rule 
that interest on the portion of nefi* 
luuiivrl an- -rL^Hiri-H :li *\4>--k nf Unit 
amount might be disallowed T even 
though the loan was for no more than 
the original mortgage. This could be 
the ease, for Instance, where a home 
wih purchased 15 years ago for 
fl(Kljmo f with a V75p00i) mortgage, and 
the mortgage was increased u» 5L2o,O0ti 
eight years ago, when the value of the 
home had risen to 1140*000. 

As this is written, there is still no 
formal ruling or regulation on the sub- 
ject However, a high official of the 
Internal Revenue Service confirmed 
this approach at an informal dinner 
meeting attended by one of my part- 
ners. The official said that, in our exam- 
ple, interest would be deductible only 
«m ? 100,000 of ihv mortgage. Howev- 
er — and this it- new — the official aku 
WuA triftt the IRS wa_q considering a 
requirement that would Emit the re fi- 
rm need mortgage to a term not sub- 
stantially longer than the remaining 
term of the present mortgage, in order 
for interest to be fufly deduct i bit . 



Gerald W. Pa ri we i.K nut town I diree- 
tar*iax practice for Touche Rtm & 
Co. For Your Tas Kile is an informa- 
tion service for renders. See tax and 
fcgtrf <]4i\'iiier& oh specific case.*. 



Hospital Products says he takes it. easy 
on football but is back to a foil schedule 
of running and tennis. 

Likewise, Donald Da M sirs, still plays 
basketball, and Tom Eiurenkrana has 
resumed skiing 

They're testimony to the fact that 
knee injuries don't have to sideline yon 
permanently from being «i wodtend or 
after-wurk uthlf-te, £ 



Before tvjirtaKritttf (he Miirttfuue y>r 
l/ourhamt\ make litre you clearly 
understand the tax consequence* 
undxr reform, 




This will prove very difficult for 
some refinancings. If, for example, 
your present mortjjage has only 10 
years to go, the rate {plu« closing costs) 
you may have to pay to obtain a re- 
placement lt)-year mortgage may h* j 
more than would warrant the refinanc- 
ing, 

On a related note, the IRS has issued 
this ruling on mortage points: These 
points are fully deduct] bit' when in- 
curred if they are reasonable, reflect 
common business practic*' in r Ju- com* 
m unity and are paid in connection with 
a mortgage for the purchase or im- 
provement of your home. 

That ruling excludes points paid to 
refinance a mortgage. A formal mlihg. 
recently issued by the IRS, takes the 
position that a refinanced mortgage is 
not for the pure raise or impromr.enl nf 
a hornet rather, it is for the payment of 
debt {the earlier mortgagi"?i. 



Est) mated Tan Trauma 

Most corpora Lion ft have to pay estimate 
ed taxes, and the Internal Revenue Ser- 
vice imposes nondeductible penalties (9 
|K*rcerit annually) when estimated pay- 
ment do not meet certain complex lfr 
gal requirements. 

The simplest course for smaller com- 
panies expecting their inenmus to be at 
least sis treat an the year before has 
been to base their estimated tax pay- 
ments on the previous year** taxes. 

But the rules change for 1987. Corpo- 
rate rates are going down, and numer- 
ous concretions anticipating lower tax- 
es may not wish to base 19S7 estimates 

mi 1*1.^ ritual taxes, 

A likely alternative far such compa- 
nies is to annualize income. An example 
is a calendar-year corporation with a 
second estimated Lax installment due 
JiuiL- ][>. Under the estintated-tax rules, 
the company may estimate the year's 
income based on the average monthly 
figure*] for either the first three 
months or first five months of the year, 
whichever provides a more favorable 
tax result 

It then would compute it* tu\ at 
rates and pay percent of the un^ na- 
tional* tan due by -Tune 15. The same 
kind of computation would be made for 
estimated tax payments; due at other 
times of the year. 

Assume the corporation determines 
that its taxable income for the Urn t 
three months of 1987 la (200,<XH), which 
projects to JSIKI.IHW for tin- full year 
Then, an unusual uale of aaseta in April 
uu^hes taxable income for the first five 
months to A whopping #7 (HUM I, or 
$1.GSO,000 on an annualized basis. 

The estimated tax on those annua- 
lized incomes would be $H09,ti00 and 
SfiTl^Ot), respectively. Clearly, the 
tnree-month period permits greater tax 
deferral by the company, and it would 
benefit by computing its June 15 pay- 
ment uaing those figures. 

The critical factor in taking advan- 
tage of the lower rates is an accurate 
determination of taxable income for the 
three- mo nth or live-month period. Un- 
furl iinateSy, thi- definition of taxable ii> 
come in 1987 ia vastly different — cour- 
tesy of last year's Tax Reform Act — 
from what It was in 1!!I6& Because the 
Internal Revenue Service haa only re- 
cently issued the relevant ruh-* and 
they are highly complex h there are a 
number of areas m which it would be 
impotisihle today U*v » - - 1 • • i . . i = % 
know its compuULtion was arcurabe un- 
d ttj" ".bf ue^ law- 



Recognizing the- risk at whieh the dif- 
ficulty of deterniining and applying Kbb 
new rules has placed corporate taxpav- 
'■' r *. the Iks granted limiti,.! - i 
Tor estimated Us paymenta due before 
,l|k| y L Under a safe harbor rule, com- 
panies may assume that their annua- 
ElZl >'J income for 1HS7 is 120 percent of 
the taxable income shown on test yeaz% 
return. 



It's Your Money 



The Cnrporattt fleport Striptease 

Ever^ y^Mj- L i ■iii.i this Lime, they cumn 
flooding in, clogging the mailboxes of 
America; i fuck, lavishly illustrated :ln 
Wlifl retorts, full of pictures of souling 
^tficuthres (to show you they've got ev- 
erything under control), printed on 
creumy. cxpoiudvc paper (to a how you 
r ' 11, company is solvent). One look at 
just a few nf these reports is enough to 
convince you that millions of ilollurH of 
stockholder!** money is spent every 
3^ar on producing them, (By one esti- 
Tbulc, the average annual report coata 
-"'il f-^ln^n- Hh:wi*pm XJ. a Lid S(i a com tu 
turn ciul) 

But from the viewpoint of you, the 
stockholder, are they worth all that 
money? 

The problem is that most annual re- 
ports are turned out to convince the 
stockholder that manure nient is really 
doing n garni job — no nuttier what the 
numbers might, show— and deserves to 
I"- 1 kept on. Very few chief exec is Lives 
have the blunt honesty of Warren Buf- 
fett, the financial genius from Omaha 
who runs Berkshire Hathaway, As he 
told rtiockhnklers id mini the company's 
profit performance in the firm's 
annual report; "Thia sounds pretty 
good, bul mlHfilSy ii <L . mediocre." 

In effect, tiuffett was saying: If you 
want to profit from reading an annual 
report, yun liuvi- hi vit-w it with a toler- 
antly skeptical eye. and you have to 
know how to read it* 

Take one of the key parts of the an- 
nual report: the president's letter, usu- 
ally in die front of the report and a kind 
of theme which sets the tone for what 
la to follow* Thornton fTed") O'glove 
fe one of Wall Street's more persplca- 

Ittit/ Brad if h the buxiiwas correspon- 
dent for CttS\W5, 



The safe harbor provision will not ap- 
ply tu subsequent estimated Install- 
ments, however, 

The normal annualimtJon provisions 
described above will apply to payments 
due ftfter June 30, and those payments 
will have to be large enough to bring 
the total for the year to where it would 
have been had the relief provision not 
ejrieted iS 



1 1 f} rr< ■ ft tthjl't of Fir. rkxh i n 
Hat ha waif cxvmpfyfies the art of 
fitting to the naked truth of your 
compurit/tt amnio.! report to 
stockholder*. 



cious analysts and author of a new 
hook on investing {Quality of A>u7? 
inpsi Free Press), He sums up the prea^ 
ident'n letter this wa>" JJ lt ts designed/' 
s;iys OVl"ve, "tu serve a 1 ? □ wil for :i 
striptease — namely, to offer a hint of 
what ie underneath, lo Indicate shape 
and form but not to permit too much 
insight/' 

Heading an annual report, of course, 
can be hard work^ The investigator 
should hie willuigUtrettd Llie president'* 
messagi; with unusual care, though try* 
iri£. a- nmi-h w p<wsihie, ?n pierce (hose 
veils. All the numbers should be exam- 
tried carefully. When the company says 
that ita earnings rose 67 percent were 
Ijh \ n-;il earning, [ijudf from Ui^ tlay- 
tuniay u[jerationa of the company? Or 
were the}" the reault of a nonrecurring 
^ mn— say. the sate of a big plant o* a 
divtMiori of the company' 1 

Look* too, at what's happening" to the 




company's expense*. That's really a 
simple job P as 0' glove points out. If 
revenues are, fifty, 8100. the company 
niay he paying if£H) tn wage*, raw mate- 
rials costs and other expense* lu garner 
that $100, But check if those expenses 
are going up or down. The company 
may be spending more and more money 
to push aalea up. 

Like 0 'glove, Raymond DeVoe— of 
the Wall Street investment firm Legg 
Mason Wood Walker— makes ji hobby 
of perutking annual reports. De Voe saya 
what is needed to Interpret annual re- 
i-, ■.j.-ri'. ;• ;, "trot"— a Unnaht- 
i.inii of what management is really Ray- 
ia-tf to iiR stockholders, A few examples 
from DeVoe: 

Annual report; "Your company Is 
now poised for significant earikings 
growth/' (Translation: "We lost bo 
much lust year and wrote off every- 
thing possible* so earmnga couldn't get 
much worse, lh ) 

Annual report 'These results were 
somewhat below the projection* that 
management had announced pubh'-iy 
during the quarter/" (Translation: "We 

Annual report; The quarter 1 * esLm- 
mgfi contained .3 substantial contribu- 
tion from a laettlement urwirj^ from the 
in voluntary termination of operating 
equipment," (Translation: "If the plane 
hadn't erswhed, we would huve been in 
the red- Fortunately, no one was hflbd. 
and Ehe ins litu rice company paid ofF a 
helluva lot. "l 

For all the four-color pictures and the 
verbiage, there are solid reasonj for 
spending some time rem; in;: -ami 
thinking ftbnui — (he annual report. 

Analyst CVglove cites the case of an 
luduatrlai company whose s-Loek had 
been selling a* high && 4^. By the 
time iUs annual report came out. the 
stock had dropped to the mid SQs, In its 
rvpurt, ih*' niftiUL^ment of the compa- 
ny put a bright face on things, uaiotf 
lines that Ray DeVoe might have 
dreamed up — line* like: M Your company 
continued to protect its future while 
meelmtf fherie short -tenn challenges." 

Was tL worthwhile to spend one'* 
time reading such prtree? O glove 
ifsirijkH so. As he pioiniy out, u careful 
rending between the lines— some tniok- 
ing about what those lines really were 
seeking not bo difldoae— would have 
convinced a stocklm-lder that it wai* 
time to hail out of the Mtock. 

The reward for that kind of careful 
attention: Two years after that annual 
report, the company's stock sold as low 

as m.m 
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Making It 



PEOPLE 



S'illn.n K [.! 



June IUH7 



Yearning for the days of 
arm-pus glories and 
sendee with a smile? 
These entwprenmirs will 
take you back. 



Be True To 
Your School 



Aft director of retail operations at the 
Unrversity of Southern California in the- 
mfd-7<Vfi, Steve Crossland realised man- 
ufucturens and retail stores were mak- 
ing more money on the school's name 
and lugus than U8C was, 

Anyone could make and sell merchant 
dise bearing college logos— from 
sweatshirts to beer mugs — wit ho ul 
paying for their use, Matiy collegiate- 
symbols wen? not protected by trade- 
mark, and, even when they |^ 
school* of tea didn't enforce their 
rights. 

So Cropland started licensing USC's 
logo* Lo ai'let-ted manufacturers in re- 
turn for u fixed royalty. Soon. CSC had 
,i Adeline earning a six-figure income, 
In 1381, Cropland left USC an<l founds 
L-d International Collegiate Enterprisea 
"f Woodland H.IK Calif., mai -\u.±>n5V.:| 
hia licensing efforts to other schools. 

Cropland was not akmr in recogmV 
ing the market for collegiate proiJurt 
tktnsfng. William Buttle saw the oppor- 
tunity in th* early ISSOs while working 
for Golden Eagle Enterprise*, whkh 
primarily Liceniwil products for golf 
stai*< In 19*3, Battle bought the sports 
management and licensing division of 
fiolden Eagle, relocated in Atlanta and 
farmed Collegiate Concepts. Inc, 

In Au^usL, 1983, Croasland and Ral/ 
tie decided to unite the two companies 
asCCI/lCE. 

Collegiate licensing is now a joint 
venture. Battle says the geographic dif- 
ferences between CGI and ICE have 
po&ed some diflicultie& t but in the long 
run heing at two locations has heeu 
beneficial to lite college* and the two 
companies "It is partly responsible 1 for 
the tremendous growth rate that we've 
hud," he say?, 

Today the lieu Hiring of collugiate 
products is a huge business—- ft quarter 
of a billion dot Ian* a year, by some esti- 
mates. "The market haa continued to 
expand at a. rate of M to 75 percent a 
yvnr" CrwMnnd ha\H 

Oi ef the years the business has also 
diversified. "It's, grown a long way 
from the cap and T-shirt business," 



At Gt'urgiti Tirh's foot hat t tftidiiiM in 
Atlanta, tcftool mascot Buzz givez Bill 
Hat /or \ rtvfit, the "thumbs up" sign of 
appro mi for his help in promoting 
the university. CCI/ICE, ajoirtt f 



rrrtht iv ./ fintffc s ami Stew 
Cross land's fbottftw ph^tu^ifnttt^c^ 
tieffttse* for about 700 companies to 
w.-s*' i'tittraiftfr litres fntm -V; J tichooL% 

including Georgia TtdL 




Stern Crottittivd ufWawUnMd Hilts. 
Calif, \ is proud of the la rat nutfitH'rof 
collegiate- imprinted consumer gauds 
hx has Griped hrcrtst sitter fit 
piuiitvn'd 1 hr bttvntrr^ 




Battle say 8, Today CCI/ICE licenses 
manufacturers to prnciW tngo-bearing 
^oods such as high quality glassware, 
silk neckties and sunglasses. The com- 
pany also arrange* ftit M'tvice-orieHUid 
businesses to iju:ludi' eol legale logos in 
promotional campaigns 

CC1/1CE controls a re&peetabk 
chunk of the collegiate licensing busi- 
ness. Ten bowl games and 82 colleges 
pay CCI/ICE to arrange lurun fling 
agreements willj husinessts that wani 

receive average royalties of 6.5 percent 
of wholesale. CCI/ICE also makes sure 
that the universities receive the proper 
amounts in royalty money and that li- 
censed companies ktiep within their con- 
l;; li ^ boumhifM'S. 

Consumers and retailers can recog- 
nize licenKed prr«lucts hy the CCI/ICE 
1 'Officially Licensed Collegiate Prod* 
ucUs M label that appear* on about ?!? 
percent of the floods. Battle says once 
all cone u mem and retajtyrs recognize 
this logo us the stamp of an official 
product, it will effectively enforce li- 
censing, ''It's still not having as much 
Impact as we would Uke r M Bsttle says, 
"but each year ia fitting better." 

Althougii fXJ/ICK is wilhmjl direct 
coni|K!LiLiijn fn>m anoLher ind^pendenL 
firm, many schools do run their own 
marketing programs rather than sign- 
ing on with CCI/ICE, However, the 




Can You Find 



The Time To Improve Your 
Business Skills ? 



In today's fast-paced business environment, you 
need information ... and you need it now, But be- 
tween attending meetings, preparing reports, arrci 
the many other pressures of your day there never 
seems to be enough time to enhance your know- 
ledge Now you and 
your employees 
can find the time — 




with QuickSkills— Dun & Bradstreet s professional 
management and financial reference guide. 

QuickSkills strengthen performance — immed- 
iately. Each reference guide is devefoped by ex- 
perts and includes practical solutions to problems 
you can use on the job right away. And QuickSkills 
offer coefficient solutions to your business infor- 
mation needs. 



■ P lease send me Ih e to tow i ng Prog rams today! 



□ Collecting By 
Tekpbona S51.45 

Q Fundamentals of 

Budgeting ...$3145 

I Telephone Collector's 

Flip-Fife.. SS1« 

□ Financial Analysis 
Simplified (41.45 

U Assertive Techniques 
on the Job, . . . . 131,45 
Effective Interview tog 
Techniques S3 1 .45 



LI Plan. Organize £. 

Control Time 531.45 

I Effeclive Customer 

Relations .■;>»-■ $31 ,45 

I I Creative Problem 

Solving, ..w^.i*; $31,45 
U How Managers Train 

Employees , ■ .$31.45 
|J Conducting Effective 

Meetings „„..,,■., $31-45 

Appraising 

Performance -S314S 

□ Send rue the enlire 

QuickSkills Library at the 
special price of S39-5.00 



TOTAL ORDER 



CHECK ENCLOSED 



BILL MY COMPANY (Encfc.9e Purchase Oder);. 
NAME: 



COMPANY: 



STREET 



CrTY STATE ZIP 



PHONE 



Mail to: Dun A BfartetiWl 93 Churcft SBrael, New York NY 10007 



N* a Lion's Ru-fiJiv&H. Jim*-' 1087 



Making It PEOPLE 



Bq TniB Td Tour School "We don f f sell oi7 t 11 iMamhtili Stevens Oil C&n Henry's has spread fofivz 

say* of hi* Oil Can Henry's "Just- stairs, with Jhruters vjwn nr\d saw 

I lib*" centers. "Wit sell service. " Front mom ffl ihe wiirks, 
one Port, land, O t ■ i n ■ " ' f .< • i .w i !* i'.V. 



CAN 




partnership does manajjv Lo deal with 
many of these schools on special pro- 

For example, last September CO/ 
ICE arranged for Libby Glass to pro- 
liift^ tfta^es bearing '.he log-as of all 10 
Southwest Conference schools for a 
MnL-il Oil Company promotion Crowfc 
Land aaya, 4f We only represent six of 
thus* Schnoh, hm. we were able to 
hiring iho at her fnur intc this particular 
project, which resulted in nice royalty 
checks to all 10. 

"We don't sny we represent every- 
body; we don't ETfiTiJ" to represent every- 
body. But we do want to represent 
enough so that manufacturers with in- 
terests in this kind of marketing pro- 
gram will come to us. No manufacturer 
is going to spend the time [it takes] to 
ran down WO different schools." 

One of CCl/ICE's most innovative 
programs- involved a bank that ^Uib- 
lishod special savings accounts last 
year for fans of the University of Ken- 
tucky and the University of Louisville. 
Through CCl/lCE the hank was li- 
censed to eatabhsh accounts and mar- 
ket them in the name of the consumer's 
preferred school. 

The Accounts bare a fixed interest 
rate, plus a bonus: If your achool a bas- 
ketball team made it into one of the 
final four NCAA championship games, 
your fundfl earned an extra A per^t-m 
For every additional game won in the 
playoffs, another .] percent was added 
I-, tlur yield Anil thust why banked on 
i. Ill- tournament winner — l/)uisville r as 
it turned out — reaped a full I pen/em 
On top of that. 

In the course of the past year. CC.lf 
ICE also contracted a company to put 
university logos on credit cards. Seg- 
ment* of the cardholder's annual fees 
and transaction fees go to the universe 
ttet* and, » far, five schools have li- 
censed the company, "Tt can be quite 
lucrative to the university if its mem- 
ber* carry those cards/' Battle said. 

Occasionally those spending most of 
the dollars to purchase collegiate mer- 
chandise — students — also benefit from 
the profit*. Par example, Ohio State 
has earmarked £1' - if its royalties 
for scholarships. 

Do thf* kings of collegiate merchan- 
dise wear their own alma maters on 
their sleeves? Absolutely, Grassland 
jogs in his California State University 
(Northridge) sweatshirt, and Battle 
pursue* his recreational activities while 
sporting the logo and colors of the Uni- 
versity of Alabama. 
— Candtift Mvheru.ni and Rachel Orr 




Old-Fashioned 
Service 



Marshall Stevens was in commercial 
real estate in 15*7ft when a client a*ked 
him to scout locations Tor a ""fast-lube" 
operation — while-you-wa.it basic car 
maintenance— in Portland, Ore. The cli- 
ent changed his mind about the busi- 
ness before a site could be finalized. 
But Steve na, who had always wanted to 
run his own business , saw the faat-lube 
idea as one w r orth pursuing. So, later 
that year H Stevens and two partners 
formed the American Lubrication Com- 
pany and opened the first Oil Can Hen- 
rya in Portland, 

"We don't sell oil" Stevens says. 
"We sell service. 1 ' For about gat I, Oil 
Can Henry's will change the oil. lubri- 
cate grease fittings, check key fluid lev- 
els and evt-r, '.vii-h l!n <Air.'Min*Ul -«t a 
standard car — in just LO minuter. Other 
basic maintenance services such as ra- 
diator flushes and transmission service 
take a little longer, but Oil Can Henry 'a 
still keeps a strict time schedule, Cus- 
tomers can drive up without an appoint- 
ment, and, while they sit inside their 
vehicles, they can watch on closed cir- 
cuit television screens as the techni- 
cians work. 



M We want to tell the customer what 
we're doing is right, and we have noth- 
ing to hide," Stevens says. The closed 
circuit TV is "slick. People like it." 

Oil Can Henry's tries Us convey an 
imii^e of old-fashioned quality service 
thai Stevens iLESoriales with the days 
of Henry Ford; hence, the name and the 
ba-rn red. tum-of-tbe-century decor of 
the service stations. 

"It's a £reat concept/' says Stevens, 
pointing to the decline in full service 
pas sliitrona and the time and trsptitwe 
involved in having a vehicle serviced at 
an auto dealership. In fact, it is such a 
good idea thai many major oil compn- 
nies are promoting their own font-lube 
programs. 

Stevens fails to let competition intimi- 
date him, however. 

Oil Can Henry s consistently spends 
clDHe to 10 percent of jrrosa sales on 
adv^rU.sin^. This steady investment has 
paid off, giving the company high visi- 
bility and a growing share of the mar- 
ket in Oregon, 

Stevens says the linn ha* h*?*n prof 
itable Hince thr* hiHf quarter nf 1981. hi 
he pruvc up hi* Th-A estate career 
to devote hia full attention w his Fast- 
lube busioe&s. 

Then, in 1984. Stevens bought out his 
original partners. 

A graduate in business administra- 
tion from the University of California 



Niuion r i Euitittesji June IStfT 




ftt Los Angele& p Steve tis says hi* lack of 
automotive trainipk r wits irrelevant to 
his dec^bn to enter the autnmobile aer- 
fcfce bdustry 

"Business i& ew laoptwstfcaU'd today* 
you need business iteming" he say*. 
"You can hire people and teach them to 

£wd Mtehaiejjuis." 
( To maintain lbs company's repata- 
* Hin foj- speed and iiL'rvioe. ivsiU:rr. :in- 
^signed for maximum efficiency, BJid 
employees an- trained in eiU'h mainte- 
nance function. 

Training in hasic unto mechanic* Us 
hacked up with manual- m-1j tiling si^et-i- 
Bcationa f or nujdels ^h\^i |..vk u- iJh- 
tote Stevens says the centers 

™iye manuals for 1* |x;rcent of the cam 
W the rand 

It Likes more than ffood service and 
Jiaart advertising to stay In business, 
Stevens saysk "Business success today 
™ Ritasurect by narrow margins* tf you 
dnn't watch every nickel, it will get 
iiu r ay frrjm yuii. You just dwi'i huvi- 
toQin for error." 

The firm keeps* close late on ila oper- 



ation. 1 * though the use of overnight 
courier services. Tint 1 Portland office 
continually analyzes the daily reports it 
receives on each center '» «hIcr> pruduc- 
livity itnri inventory. Stevens plans to 
have each center linked to the main nf- 
tice by computer sodii» 

OH Can Henry's uses the jusl-in-time 
method to control hwenfcory, Stevens: 
says, 

"We dun't have a warehouse, 1 ' k 
Maya. M We don't have a fleet of trucks*. 
Our suppliers deliver to our renters 
just in tune-" 

"Our future is at stake every time we 
wnrJc on someone's car/' Stevens says. 
'That person will tell the world how 
good or how bad we are. We want ev- 
ery customer to say. Til be back/ " 

Stevens is buuy expanding life busi- 
ness. In early 39Bfi fc the firm operated 
eight Oil Can Henry's, all in Orejcon- 
Today, con '.era n ;ind ^even 

more are under construe tioiL The busi- 
ness h&A branched out into other slate* 
as well — Florid a. W:ishmgtflp< Arizona 
and rrilifrirutEL "For us not to get run 



over," Steven* says, "we have to 
UTuw." 

Oil Can Henry's locates new can- 
teru in areas pinpointed as under-ser- 
viced, heavily reliant on automobile 
irunsfHjriation and having a high mi ru- 
ber of car* per capita. Some of these 
centers will be fraachi&es (one is al- 
ready open), but Stevens says he plaits 
io ri nut uperatingr and opening 
pany owned centers. "You shouldn't be 
in the business of leUing others how to 
do it if yon can't do it yourselfr Ste- 
vens says, H Wc? h re goiny into business 
'neiik the franchisees—not to compete 
with but to support them." 

With hi*: uxpan.sion program actively 
tafSet way, Stevens is confident Oil Can 
Henry's will he able to attract its share 
of customers in the larger market In 
198(1, the company earnrd almuL $fj mil* 
Hon in sales, and Stevens expect* to 
double dial fijrnre this year, Bui he 
certainly is not complacent fk T don'i 
think you ever have it made/' he says. 
"You can never just coast." 

—Atti)} f\ John/nit* 




IAKE PART IN THE 

nsn-pnciFK 

BUSINESS 
CONV€NTION 

OCTOBER 6-9. 1987 
THE OSAKA CHAMBER OF COMMERCE 
AND INDUSTRY 
OSAKA, JAPAN 
REGISTRATION FEE: U.S.S100 



PRACTICAL, BU$MES$-FOCU$ PROGRAM INCLUDES 



I Face-to-face talks wtth potential business partners, arranged at 
your request 

I Seminars: "How to Penetrate the Japanese Market" 

''Investment in China" 
I Five field-specific workshops by industry 
I industrial tours; 10 optional bus lours of industrial plants 
I Corporate management symposia 

I National and regional promotion, catalog and sample display, 
consultation services on doing business m Japan etc. 



With participants from 

Japan, Korea, China. Hong Kong, Thailand,. Malaysia, Singapore. Ph\hppfn&s, fndonestd, Brunet, India 
U.S.A , Canada, Oceania, England. France, W&si Germany. Ireland and otfier countries 

Milled information call or writ* 

APACON '87 TrHf Osaka GftHmtwr of Comm&tcQ and industry 
58-7, UcNhDnmechl Hashiiume-chQ, HigasN-ku r Osaka 540 JAPAN 
Telex: J85243 QSAttACCt Phone: (06) 944*8490- 1 Telatax: (06) 944-6250 
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Southern Comfort 



PEOPLE 



The President has two at his ranch 
and one at Che Whiti* Himae. Vice 
I'n-si'h-rn lleorge liusli uwns 
two, radio commentator Paul 
Harvey has purchased three, too Hope 
and George Burns have one each, ami 
others are in concessional and guber- 
natorial oftices* 

What do these weltkncnni individ- 
uals have in common? Grey? fTarkinV 
rocking chaira. of course. As his statio- 
nery attests, Harkins is Chairmakcr 
for Prm&tnt*, Congressmen, Cttcbn- 
lies fjwd Other Big Dog*. But Mostly 
Just Comrwiit Folks. 

Working in an old barn in Mississippi, 
the russet-bearded Harkms handtoulu 
wooden uSmirs, focJim'in^ a I'val.uryoht 
design. Kin construction method, which 
requires no glue or nails, is called 
sdi rink-fitting. Hark ins explains; 'The 
vertical pieces (posts) are preen, and 
the horizontal pieces (rounds) are dry. 
Am) when that green post dries down 
around those dry run ml*, il n- iL ^oiiijtf 
anywhere." 

Bat tfaxkins 1 business is. In 1986. 
Greg Harkitui Chairo grotwed SIOO.WXJ. 
Harkinsi 1 tools are few and basic, 

an g them n 1 1 ii mi seiw p lathe, gouge 

:sn4 flat knife. ""If you UKjfc away cIlnj- 
tricity from me/ 1 he nays, "in a month 
[ T d be making the aame number of rocfc 
its I'm making nuw [4.7 ll wi'i'k]." 

rr I am not a manufacturer, 0 says 
Murkuiti. :>x 'Trying to compare what I 
moke to a manufactured chair is L)a- 
trying to compare Rembrandt with Ko- 
dak. Both of them made pictures, but 
one made them with :l brush, and one 
man went 'click*' " 

The sturdy hand-hewn rockers be- 
came nationally prominent in 1980 
when presidential fjntiLn kL- ^ Ronald 
Reagan, campaigning at the Neshoba 
County Fair (eajt of Jackson. Miss.), 
accepted a Harking rocker as a gift 

Then, shortly after the Reagan a. 
moved into the White House, Mre_ Rga- 
gan ordered a second rocker from Har- 
kins because, Hark ins says, "She didn't 
want the Preskienl sitting in her chair 
all the time." 

Harkina delivered a third to 1600 
Pennsylvania Avenue in 1988, The Pres- 
ident told the chairmaker, "This is the 
kind i if ijujiht} our rouoirj \v:i> found- 
*3d on and what we must return to." 
To ensure that quality, Harkins per- 



Sfississippi crqftsman Greg Harkins 
prmrrrtis ti frr?tftrH-tfht tmtiitittn hi/ 
his h a tool in g of wooden t'/ttiirs. 
product titte includes mrious styles 
and sizes, inr I tiding d tMid% rather 



(beluw right) and a wedding model 
hui/ fjbr two. All exhibit the same 
high q unlit it nnd tUk-ntiart fa detail 
that ffitidv llarkuts 'Vhairntakrr far 
Presidents, " 




riUILH I Tfrl UJlDtv 




sonally selects, the timber, about 2(1 
board feet for each chair. "I go to the 
sawmill and pick out the logs I want/' 
he says. al It la nut just clear timber I'm 
looking for; 1 have to buy big, heavy 
logs, You can + l make a chair out of a 
small tree. A small tree is like celery— 
the outside is tough, but inside it it 
tender. And if you use sap timber, the 

rkiir will liol hold lOgE?lh«r. It will n>1 if 

exposed to years of weather." 



Hark in a hut Eds several different 
styles of the shrink-fitted (atso called 
"green-oak") rockers, but most in de- 
mand is a large une he calls the Planta- 
tion. "About 85 percent of my orders 
urn- for the Plantation." he says, in oak 
it sells for in walnut, $1,400. 

Among Hark in*' more interesting 
models are a wedding rocker — which 
teat* two— nrid a "tfannle" rocker 
ilbrkni- " gelling) The Nannie, of ure- 
V.'ivW War design, features a cradle- 
rucker attached to the side uf an adult- 
sized i.'fuiir. It gives the person sitting 
in the rocker f reedom of arm movement 
w hili- rocking a baby. 

"Back in 1980, T decided I could make 
more money by getting bigger, m I 
hired eight people to do piecework/' he 
aavs. "In 1!*S1. wf: earned out nearlv 
rtOtt i-hmrs. My sale* hii SltfU.W' 

Bui with success came problems. 
"The business was a nightmare. My net 
profit dropped to $7 r OG0. And the busi- 
ne^gol to a jHhiul v>UkTv. t ju^t ruuJdii*t 
comprehend it h " Hurkiny reculls. "E^- 
eryEliin^ was eating me up — insurance, 
you name it. So I started heading hack 
Die other way." 



Biuiinra 4 urn? IBfl? 




Mississippi ekmrm/iker Greg Harftins* 
httndcmft^fitrriiture attracts buyers as 
far from his yx?i*kshop as Pennsylvania 
Avenue, 



far/dm uma a chisel to finish ^8 
Pmjgt'd arm ofottr of' Ins rwiftYinji 
(kfi). Although hr Joes tak* 
ndimntagc of atom? modern 
kthiwfagtf, tuck on tin electric band 



ffw to cut and &hapt his wood (right ) t 
kc montty unfix basic hand tQol& 
ffarkiw claims that the- l&sx of 
elect ricity uwuldn't slow him down 



for long. Within « month he could 
return "to current production Icviis 
by rtiyriing to the mwe methods 
bi/ his ftrr-i 'ivil War am a trrpa rte. 




Harkins attempted Lu recapture the 
pace and simplicity of his curly days In 
the Is i in mess. In litTS he had famed :l 
1 ie C ree i n pa \ i '1 iuli tgy fro m Mi s? iss i p | • i 
Stattf University and thought about 
Continuing his studies and becoming a 
burgeon. Meanwhile, he signed on as 
sippreutice U> a friend of his tfrandfa- 
Cher's imd one of Mississippi's master 
chiiirinE(k<-rw, Tommy Roll. 

"I had no intention of making chain; 
IW :i living but I had worked in uhair 
factories during summer vacations and 
enjoyed woodwork, especially with 
Tommy Bell," he Kays, 

When the old-timer retired in IWN at 
: W 7fi, Harkins forgot about tfoimj La 
"ollej^e, eatabtished Harkins Wood- 
works and began making dtairs on his 
own, In the first full vear or oper- 
ations, Hnrkina grossed Sl^lHHI. (Ho 
eventually changed ihe bun mess- name 

*in:^ Hark in* t'Urtirs because he was 
getting calka fur "'any thing and every- 
tiling made of wood" and fell he needed 
*i more specific name.) A vsar later he 
took in fcEWXHr, then ft&.iKHHn WHO 

The publicity accompanying the chair 
l^iven To Reagan in lHKn *noii had Har- 



kina 1W orders behind and led him into 
his ill-F:Lted esjHiiiakm. 

These days, the bachelor craftsman 
enjoys working in the abandoned bam 
he bought in Vaughn, a small town out* 
JLLi-kson "It ihji'sn't 1 1 -: l I-: . il 
looks Lhi' purt l.-r whs l I .J.p, I have 
irrcflt heal and air conditioning — in the 
summer it's hoi and in winter it's freez- 
ing cold," he jokes. And it's also conve- 
nienU a ahort walk down the road from 
his house. 

Marking adds, "1 sell chairs and hunt 
customers tho same way you h"sh for 
bus*, and that it by throwing the Hikt 
mit there ami ihmwirig it out a^ain and 
again, and suddenly you have quite a 
stringer full. 1 * Barking' K bait" k his 
high-ipibihl v product .tutd nt a fair price. 

Advertising is limited to "a few signs 
.in lb.' nearby inUroULc and n maga- 
zine ad once in awhile/ 4 he says. "Bat 
mostly my sales come from word of 
mouth/' 

Half those sale* are in the neighbor* 
bag state of Louisiana. Par some reason 
unknown to hsm, HarkiiLS says Louisi- 
ana ts a chairrnakwrV best markb*t. Oth- 

sales are made throughout the Unit- 



ed States and in IS foreign countries. 
"My beat customer is a Mrs. Smith near 
JnckHon/ he says. "She bought my 
first chair and since has purchased 14 
of them. She has lots of grandchildren. " 

The yoLinft c-hnirmuker hm never 
fargtitten tlie advice from his 
mentor Bell: "Keep quality up. 
and you'll never run out of or- 
ders," Sound advice, Harkins is at ways 
running several months behind on or 
ders. "I am good at what t do," he nays. 
"I'm not a perfeetiQiiistt juat very £ ood 
My rockeni are high quality, and if me 
ia not right il isn't going out of the 
shop/ f 

Hfirkitis now exjwts t<? be "a chair- 
maker the rest of my fife, t have creat- 
ed a wny of life for myself that I'm 
rom forcible with " 

itusides, H immortulity is what every- 
one wants. That's why you put a big 
sttmc on your grsivu." fays Harking 
"These rockers are my grasp en immor- 
tality. As long as people look under the 
sirm* *if my L'haLni and ae** where Greg 
Hurkirss ni^ned and duu-d th^m, I will 
be nlsv+s" m 



mob nun BUSINESS 



Direct Line 



V:!.. r\ t \ (I,. ■ .1- III 

-4jf,swra to questions 
almut mtirketing ready- 
to-eat desserts, 
docu menting employee 
eligibility, patentirtg U 
new product and more. 



Desserl Boxes. Labels 

I warn to sell ready-to-eat dessert* to 
Toual reataunints and supermarkets. 
How can 1 [pari] about pac(cft^irip; arid 
liilie'luii; requirements? 
.-1..L Drat ham f/irights, JtfWt 

The Federal Food and Cosmetic Act 
govern* the packaging and labeling of 
ail fisud prudurt-- sold across state lines. 
T.. nbtftlti n copy of applicable regula- 
tion* u 11 tin r this law, write Gerald 
Frtiber, U.S. Food (rod Drug Adminis- 
tration, 200 C St, S.W., HFI-21, Wash- 
itigton, D.C, 2U204. 

If your desserts wiJ] be sold only in 
Michigan, you may he subject QtJy to 
state Law. Cheek with your state food 
kiiftty Mjrv'iLtn I'ii r i J u L-fe i ] - 



Uls Of Lease Options 

I own a small business and am consMer- 
inj? leasing sojnv ^tijinmeiit How 
should I go about Ending :l Eeajtinjf com- 
pairv? 

AK Sugar Hilt, S fL 

Leasing Is a concept that Is as broad 
AS it is popular among small and mid- 
sited bus incases. There are many kinds 
of leasing and. there fare, mnny jHiten- 

1.l;l| lessor 

Begin by reading the article 'The 
New Attraction In Leasing" in the 
March issue of AfaViow % BiuriTwss. 

U yon still are interns ted i n leasing, 
talk with your banker and local dutlrhV 
titers of the equipment you wish to ac- 
quire. Ateo, talk with leasing cumpome* 
in your local teleph^rra directory, but be 
sure to check their refertmee& careful- 
ly. 



file Csfarfwl Filler 

I have rear) in your magazine about 
paperwork requirements of the new bu- 
rn ignition law, 

What is tie least space-L-oasuming 
yet legally acceptable way to document 
the employment eligibility of new em* 
plnye**? [ nW< w:i!it io till my office 
with unnecessary paper, 

The tfrtfy legally acceptable form for 
documenting the work eligibility of new 
hires is the "Employment K I nihility 
Wnri.-juii.ji I "iinn," referred to as 1*9. 

About S,5 million of these forms were 




mailed to employers by the Immigra- 
tion nnd Naturalisation Service East 
month. If you have not received copies, 
write your district INS office or the 
nrttLtmul office, 42. r > I St. H N.W., Wash- 
ington, D C. 2Q&H6, 

And remember, for each new hir*i F 
you should complete, sign and keep this 
f.rni; iitni ;l photocopy uf supporting 
document* for three years or for one 
year after the employee lewves your 
I company, whichevt'r is longer. 

You also may wish to obtain the U.SL 
Chamber of Commerce's comprehen- 
sive guide to cumphumre with the sL^t 
uUi., The New Immigration Lou-: A** 
ft rtt piper's Htshiihuuk. Price is $20 for 
Chamber member*, $(J5 for non-mem- 
SH-rs. I V"- ii ifu hi LiLion on i i ■ - bouk :tud 
how to order it. see Washington Hound- 
up, jiago 14. 

A Saliif Foundation 

What la the purpose of e*k tab Lathing a 
foundation? How are foundations treat- 
ed under the new tax law? 
R.H >a Ltjwifidi/i Tims 

A l''^iiiHii!i.«ii j? ri^taMishe<l most of- 
ten by husinesa people as a vehicle for 
ULTOpting %if\s (mm thewe who do btttf- 
neis for or with you. according to 
Waahinj^tan atlornev Wklliani J, Lehr- 
feld. 

STjLTi.jn.Lf n lonndation mxoKi^ if..- 
rnakliiK uf a liir^h- nnmi^r m" 'li vUi'ms, 
such sb: Who will govern the institu- 
tiori? WTluit will its purpose be? Whnt 

Will ii^-Ls 1m uwl f^r J 

:'e<'s fi-r setluig .iji .^.ijupk 
foundution would In- Lin|iroj;mi:L.tely 



S2.r>00 a says Lehrfeld, and Internal Rev- 
enae Service approval takes six weeks 
to alx months. 

Con tri Ij u Liana to Ikjijii ilde founJa- 

i s urn deduptibl^ uji^t Im-in thr nlii 

and new tax laws. 

For additionnl advice nnri guidance, 
nintJjcr y-mr attorney. 



Chack II Qui 

1 want to open ft check-ca^hin^ busi- 
netia, Can you give me tin- si Linn'.-, ami 
addresses of Li<irii[unm s Liiui offer Llie*e 
frantihiseii? 

According to the 19H? Fmnrhtw ,4w- 
wwfr/, a direui,ur> uf friiin.'lusnrs, rli^t i k- 
cashing services lire Cheek Marl, lnc , 
l>ur. Hnyiiiin, president, iri.V* Havana 
St, t'nit B. Aurora, Colo. WH>1^ mid 
Check'X-Change Check Cashing Ser- 
vice, Jeff Vopk, presir|tnt r 310 S r W. 3rd 
Street, PortJand. Ore£. 97204. Your to- 
tal investment in such A business would 
be $50,00(4! 1W.000. 



Gewsmment ExclitsMtv Stamp 

I have invented & product and wish to 
-I'll it to an established com|>auy. Must 
[ patent the produet first? If ftd, how 
can I obtain a patent? 
H.B.. Ttitcn ttt it in , A it t. 

You need not patent your product be- 
fore ynu sell ft, 1 njf ] mi en ted pmdui'l 
often w worth more thin an unpatented 
one. th A patent is a Kovornment stamp 
i>f exclusivity ,'" and this a valuable 
rurumudity, says Lynn Smelkinson of 
tlie National Chamber [,i titration Cen- 
ter. 

Howevisr, *he warns, obtaining a pai» 
eiu ib costly and can take up to three 
years. If ynu wish Lo urkdeiluke the en- 
deavor, consult a iocaJ patent attorney. 



How To Ask 



Have a business-related (iuesiion , . J ' 

\\ r.-" |n: I ifi-nri s.ii -- \,«r-.Mi,' '- Rusti- 
ffess; 161B H Street, N.W fc Washington, 
D.C ^WMi2. Writers will be identified 
imly h> iurliid^ :tr.d nt> tJue.nUoiis may 
be edited for space. All replies must be 
tfiven in this column, 
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MANAGING YWffl BUSINESS 



Graphics 
Come Of Age 



Armed uith a no-fuss 
software package and 
some affordable accessory 
hardware for you r PQ 
you can produce quality 
graphics presentations. 



Rtf Ku trn Benny 



Shu ran Jtuocco. senior ptannir for presentation JTue xy&tem her 

JBtfifep Care Service* in B&Urkft Mass.. crwtiifc tent-rot at her dmk—andfor 

uses her PC ami graph ks wftwart* to a fraction of com mrrrial art hoii&t 

vrrtttr rjftraritvt sf id w fo r sales efatrgw. 




It is 4 p.m., and a team from Elder 
Care Services Corporation has two 
hfHirH before it depart* fur a busi- 
ness trifj to England. Its mission is 
to raise money to build it luxury retire- 
ment rtiriimuniiy. Ti- 'telsver their jntch, 
representatives will use a slide presen- 
tation put together by Sharon Ruocn, 
the How ley, M;tss_. firm's senior plan- 
ner. But the slide show is not. ready, 
iiuoceo is waiting for the financial de> 
pLLrtniH.ni >, hi,|.ipj> l.he number* n»r :i 
fnw remaining graphs 

"No problem/' says Ruoeeo, "ITl be 
handing out slides us people ar^ w Hik- 
ing out the door/' No, the slides are not 
en route from u graphics art house. 
RatJu-T, l bey will bi* designed, phet<J- 
graphed and mounted at Riiocco's desk. 
From beginning to end, she will spend 
just 10 mjtsuti>K and Ivhr than 41 twh to 
create slides that have the professional 
touch of an outride service. The old way 
would have cost her about &i£t per sEsde 
and taken five days. 

Once again > the perm ma I e-impuUT is 
making affordable what used Lo be a 
high-ticket item. With a PC and 
invested in slide- making wo ft ware Mid 



accessory hardware, Ruoeeo fe in eon- 
troL "1 can do what 1 want when I want 
without, worry mil about money," she 
says. Churning out up to five a tide pre^ 
sentntkms a month is no sweat for this 
demographic analyst, who "can't draw 
a straight line with a ruler/' 

Mark Carroll initially got into graph- 
ics to enhance his productivity, As as- 
sistant to the president of Southwest- 
ern Bell in Birmingham* Ala.> one of his 
duties is to track the number and na- 
ture of customer eomplaints With 
Chart-Master, a s5S7j> program from 
AshtonTate. Inc., Torrance, Calif n he 
produces monthly graphs and updmtei 
them duly fro ha can quickly spot 
emerging trends. 

When it is time to present hi* flatt- 
ings to Upper management, t -amdl con- 
verts the graphs into color handouts 
and overhead trans pareneies, "I proba- 
bly expend more .-m-rify than m-res^iry 
o.i Lrut th*' graphs to look daftly how I 
want/' be says. But to him the effort is 
worth iL M T can paint my message bet- 
ter in pictures than 1 can in worth 

[f you are new to PC graphics it is 
bc^i l,o ,start out with the minimum in- 




vestment, advises Allen Palter, presi- 
dent of AUI Data Graphics t the Arling- 
ton, Va., consulting division of 
Computer Associates International, 
Inc. Stick to an entry-level graphics 
package anil a block -and- white dot ma- 
trix prinlrr. I hii'" y->u f^'l m mi Tori able 
with the look and feel of the software* 
you can consider investing in tioine of 
the more elaborate hardware. 

While searching fur software, keep in 
mind that 5K) percent of the graphics 
used for business jirwriiations I'mistst 
of word charts, such as bultcted text 
outlines, diagrams and uibks p Sftjnj 
Fuller Line, pie, bar and organiiW.ional 
chart* account for 7 percent, with pre- 
drawn pictures making up the rest. 

|OMl | he 1i'p se!lm^ b^tn- 

ners' nrogrums an j a breeae to 
|ojxirate. You specify a ch:*rt 
tyiw, colors and typeface, add 
the needed kiL^ls and data and instruct 
the software to draw, If you are a nov* 
ioe P however, you will want tct pick up a 
handbook or j^etsome guidance on how 
to use color for maximum impact, 

Al the hi^i end of the market are 
urujrrams designed for graphics per 
^onnel, like Superlmatfe ($495) from 
Computer Associates International 
Inc., San Diego. It is a drawing system 
thatalsa lets you erdiance. ratfier than 
create, charts and j^raphs from other 
PC packu^e.s, With Stap^'rlriiiine y,HJ 

can change an object's color, size and 
position to customize an image fnr a 
sfjecifk audience. 

Cathleeci Beard, an independent com- 
mercial real estate broker in Anaheim, 
Calif, gives high marks to Diagraph 
(S395) P a fine and wont charting \)ro- 
gram from t'omputer yufijwrt t'-or|'orti- 
tioru Carol (ton, Te», Beard uses Dia- 
graph to jir':Kfuce brochures (hat, she 
says, "amaze people once they rind out 
< aey were done on a PC" Diagraph 
the first piece of software "I didn't 
need training for," she says. 

The programs may be simplii lo use, 
bu t getting your computer ready to run 
them may take some doinjr. Much de- 
pends on your PC brand. The Apple 
.Macintosh comes oat of the box ready 
to generate and display graphic* TV 
present generation of IHM H> and 
compatibles need to be brought up to 
sp^eed with n pki^-ia jTraphacs board, 
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Graphics Gome Of Age 



MANAGING YOUR BUSINESS 



Am^ns thr griming number of 
graphics products on (ht m ticket is 
ont' thrtf ran hrlp t/tw r rente 
ajfGcat&king graph ica likr t.hrsr. Th? 
two imagta at tejl w*re mated mtk 



Ncittuiirt H^iness June 198? 

SuperlTnafft from Ctimpu tcr 
AMOcitites Intermit it) mjL It is a 
complete draichtfj system that eftabh-s 
o trained graphic artist fa enwte 
o rt\j i r (i i / 1 n '.s itf ti s ft ) fit: t-f* ■ i i no 




such as the $29& Hercules Graphics 
Gird for standard monochrome dis- 
plays. 

Most prog rams, however* are de- 
signed for full color presentations. 
Cards that rtc-crimmDdaLe four simulta- 
neous colors cost about $250: thoae han- 
d3in£ U| • U> IC jjo for mare than 3500. 
With both, you will also ne*d a color 
monitor, which can add as much as $850 
to the price of the upgrade. 

EV L, r r:Lj/iiir?.-r fun bfc presented i>n pa- 
per, overhead iTansparencTles. slides or 
a monitor. In deriding on a format, Jet 



your audience ho the guide. Your stan- 
dards for Internal presentations, for in- 
a Lance, ore likely to be less stringent 
than iJiljsl' fi.r ?l s Lih-s pkch lo it pn> 
speetlve dtenl. 

For modest presentationfe:— - black - 
arid-white paper handouts and trans- 
parencies — the PC's most common com- 
punion ls ei riot matrix printer. Epson, 
^" i'j -.Ar 1 . Tm : |, i iL . miong others, con- 
tinue ti. nj^e dot matrix technology 
closer to letter quality. 

For a sharer blueic-and-whit^ image, 
thai rivals typeset copy, you might con- 



You're tops in your field . . . 

But con you give quick, top -notch explanations of 32 
complex benefits and trends to top management, 
employees, clients, or a demanding reporter ? 



NOW YOU CAN I 

Get the source you can trust— 

Trie NEW third edition of 

FUNDAMENTALS OF EMPLOYEE 
BENEFIT PROGRAMS 

A groat value mooo groator by a llmory update 
for tew reform and errwglng t^nellr Issues. This 
popular prime* fTom fh& Employeo Bonafll 
fJosoareh InsUtulo gives you ai\ fho Tacts In c*oar. 
nontechnical language, , .Thorough, accurate 
descriptors or the whote wor Id of ernptoyee 
benefrft aftw tax reft* rn— fteattti benefits, 
pensions, Social Security, Hoidbto benefits., 401 0t)$ 
end IRAs, HrVOi and PPCX ehUd care, disability, 
life Insurance. And much mofe I 




* jptai itKCEH it dm j tJearv 

i h !i rou^h job of wxpU i wkli 
■pectruni of bcnr/lk lmu4=l'' 
>J)wl«ini lumMtn 



EBRI 



tmptayw EUmctit Rrpnarrfi fnstitvi*— C Jucjlion & Research Fund 



jendrrw 
□ Hmdom*ndi3H of gnf^^V^i 
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W C ALL TOLL FREE 1^00-354-5^25 wafl (of leme, nd»^274£$ 



Crrrie M'j SI on Peaide^ Snrvic^j Garrl 



Killer n Ihsct printer, ihwv | if iced b+*- 
yciTiri tint reach uf imalU companies, la- 
st r prince rs Eire fast beconaing 
afTordable conipatufiita fur producing 
ttrst iind ffriiphici LJL-lLouse. 

A color printer need ncl break your 
budget cither: J(erox Corporation re- 
centiy set a rtew standard with the in- 
trocluction of h sev&n-color ink-jet print' 
er prided at (1,595, Dot matrix color 
printer*, which are less brilliant than 
Li ik -jiits but f;ood all-ii round oitice prinr- 
its, iVir siiniliLr pricL l K. 

Crccitinu: trun^purtincLeii frojn 
pniphicK software art fuirly 
sirjiightfflrward. After Mark 
Carroll makes an onscreen 
chart, he * imply slipa a transparent 
sheet In his vAar plutLer and pres&eK 
the draw buttan. For biarjk and white, 
hh- wwi* tls^ picture to a riot matrix 
printer and copies IC untu it tns[ifij>LirtTj- 
cy loaded in a photocopier. 

When only tht? best will do. ynu need 
35mm glides, the slickest medium for 
bus in ms presentations — until now, ftlso 
a luxury for smalt businesses If y^u 
have ordered slides from a graphics 
shup you know how expensive and time- 
rnnai inking Use proee'durw can he_ A 
slidi.! c'.JHts frurtj i^o lV,r u Kmipk- sketch 
to $200 for complex pniphits. lh.0iverv 
ia typically five days, and if the results 
are not what you espm^d, you may 
hiive iq pay a premium of to 3(H) 
percenL for a rush job. 

A PC grivtB you twL* other options: 
You can buy the hardware to make 
slides you rue I T ur ymi can Hi'tul VV- 
generated graphies to a service bureau 
tn he turned into fiuislifd products. 
The advantages of making slidi.^ h> 
:isv greater st»carity, quick turn- 
around and creative control, aaya con- 
sultant Pallet High-volume slide 
producers also reap lon(f-term aavroga, 
but some of that cash may have lu iro to 
hirirkj; a full-time pernon tu fiandle tlit- 
work. 

Shooting slides frtmi u l J f ' refpurfifl ll 
minimum inveslmeril i>f ff^JHW I'lji 1 ;i 



sntphits. Elder Care* Ruocco, ^ho 

Uftmits M< ,J frr ^ 'f e<vu thvw <r 

shunting mil high-quality graphim ts 
W tfttil tfven for non-artisto* She 



used Pot u rout's Pttlt ttr tii/&t e w to 
produce the vhart and map nti the 
right p welt m the graph ni riphi ow 
the Jhriittj page. With beginners' 
pttekuyes if on iptrifyn eft art type. 



colors tnui hrpt/ttre, tiftrf add the dtt.tti, 
(hff ht'Hi-svi'frr 'jhr nonres /.« Orrrlteud 
F/j'p rrsx f 1 o m u.*ii" ■■■■■ A- .'" > ■ '■■ - ■ - ■ * *>• o ■' 
Sojtwftrv, which helped e erode thi 
UiMrnt hiJ. 




^recorder. Elder Cone's Ruoeco nses 
the Polaroid Palette— the mosi popular 
film rec.nJcr on ihe market— which 
sella for Sl,9flSi ami ind tides ati auto- 
matic processor fur instant slide riJni 
irwJ H mounting kit. The Palette's arimm 
ciunrak enhances images iso they come 

four times sharper than, what you 
Stl e on ;i sTarnJ:ii (l mmputer screen. 

Cfskg S&rtiai Kxpre^is on am IBM \T 
ttunputsr, Ruoeco snaps up to 1 2 expo* 
*ures at a time and processes them at 

dettk in 24 minutes. One slide! she 
estimates, coats cents to produce, a 
fraction of the $MF> she used to pay to a 
M-mm^rcW graphic* home. With a new 
type of film, she can also u*e thi' fVI 
*lte to snap large format transparent 
L "j*'K that cull he displayed nt nearly 
Ntanijard aize on an adapted uverheii'l 
projector. 

The quality of PC-made slides de- 
pends on the film recorder. The 
higher the recorder's resolution 
measured by the number of lines 
ill at make up the picture, the crisper 
BUS tmuge. The reaoiution of film re- 
corders varicR. widely, as do their 

Erici'*, f'Vjr i^.Wo, you can make spar- 
ling 2,0(H)-line resolution fitidvn with 
tiquipmerir. from General Parametric* 
Corporation, Berkeley. Calif. And, at 
thi! U\w eiui of the HpeeLrum, simpk: 
acreen cameras selling: for about $800 
Ciipturir unagoa >unL :ls they appear on 
the curnput4>r riwhi. 

The Palette may be adequate for for- 
mal prt>fii'titations—Ruocci> haa no com- 
plain tai — but don't sell quality short, 
urges Puller, 

He cites the case of a firm (hat ii*ed 
a low ejwt fllm recorder for n preaenta- 
tiers Lo an important cuatomer. "Today T 
no one in the nrm will accept responsi^ 
bihty for the purchase, mtcJ ih^ t-ippip- 
ruei-ji. is u ii.-.-Lii;. .luhi../' he ijt^ys. 

Kinully, you t-an gt\ for a simulated 
slide show. You wi!L aeed a special slide 
shuw package thai you r*ipi.ure im- 
HlfEM rwfiU'd with other products and 
edit the^m mta alow-moving picture pre- 



sentations, even incorporating special 
elTects. 

Pr^entatiOTiEi *:m a PC screen can 
w ork well for a jrroup ti-f Lhnw ii-r four. 
For a Larger audience you can use a 
Jitandard televtHinn screim r a projection 
"n r or aiweiFLl video ^juipment Uiai 
heams images to a larj^e filni screen. 

For (he ultimate "lights, camera, ac- 
tion" eifecL h General Parame tries of- 
fers VideoShow— a shoeboK-flked urut 
thttt both creates and displays ^."..Kiij-line 
resolution pictures on a project ton 
screen. With a base price of S-1,595, Vi- 



deoShow is primarily used by lajrg* cor> 
po ration*. 

Even If you are not a trained artist, 
you can create mformative and eye- 
caichuiK presentations, 

liiereasingly, graphics software 
i:oniets bandied with an ensemble of 
tools— such a& predrawn pictures and 
layouts — thaL demand little artistic tal- 
ent I.* jfU', With tlif j: rowing arnty of 
no-fuss software and low-cost accesso- 
r^ r hard war*, you no longer bttve to be a 
bie; hu^hiess to make a winning pre«n- 
ta Lion. IB 



BID ALERT 

Government Purchasers Across America 
Want Your Bids. 



And now you have quick uecc-v* 
to five salts opportunities with 
tfafusunciM ti' Sune, Lucal and 
Federal govcrnmeni purchasers 

See fttore bids. See bids frDfTt 
pua-hascrs who are ready to buy 
what y<HJ s^ll 

GVj a jump on ihe competition. 
The i nformal ion need can be 
rushed elecrmni cully right lo 
your desk 

Gmcfritm t ftm u wtiii re; hids t 
wffm tmtkmjtJbr them. 

M&ll Coupon To : 



BidNet 



a corn parry of 

ibcltan&'ftmcMTCcl corponlton 



5 Choke Cherry Road 
RocKvtllfl, MO 30850 -4030 



See hiih faster with BidNet - 
See more bids for what you sell. 
Streamline your bidding profess* 
Compete more effectively! 



For Your FREE Bid 
Opportunity Analysis 

And lo learn more about BidNet 

Call Toll-Free 
1-800-325-6871 *xt.65 
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Black Entrepreneurship 
In America 



H\i Wit ham Ff after 



m^m world in which the black en- 

■ ~ troprtneur lives today li very 
I different ±an it waa ?fi year* 
I agoY* say si black entrepreneur 
Andnw K Brimmer, formerly I Feder- 
al Reserve jtfovfriior suid now president 
of the Washington eounomfc and finan- 
cial consulting firm. Brimmer & Com- 
pany, Ijwl "Rack then, virtually m> 
blacks owned tirme thai entered to Lhe 
white market" 

A llh ou fcch p residential candidate 
Woodruw Wilson promised in a 1912 
ejimjiaijfn aptwh to -'aRsifit in advance 
rig thf interests of the Ne^ro race/ 1 
once elected ho failed to appoint even a 
privately funded commission to study 
Lhe black condition. SEiys historian John 
A. Garr&ty in his text, 7Wc drndrieart 
Nation (Harper & Row'i. And, with 
Southern J5egre.gationi.Hts prominent in 
hnih l.he Witnriii iidsiunipsiniiuiii and the 
Coii#res>sn says tiarrstty> the climate 
was hardly conducive to fostering black 
entxeprelteUriihip, It would be deradtrh 
be fort' the climate would change siynlf- 
icantly. 

McM white manufacturer?!* suppliers 
and Service companies in the first half 
iif the century did not view the black 
m mm unity as a major market. Except 
for q fow small variety stores and food 
markets, whites sold to whites. In re- 
turn, fiiUfrjirLsm^ black bui9tritii3«»u«» 
catered to the black consumer A net- 
work of black -owned-and-Quera ted ser- 
vice buuineflaea. audi is banks and in- 
surance companies, filled like small hut 
significant niche ignored by the main- 
atream af American business. 

After World War 11, li few biatk en- 
trepreneurs managed to break through 
the racial division* in thy marketplace , 
but they often did so by maintaining 
low profiles. 

Henry Parks, for example, launched 
hi* Baltimore-based (sausage company 
in Few realized its owner was 

black, and Parkt did not advertise the 
(act. He nui^ed to build Parks Sau- 
liupe Company into a strong force m 
the regional meat market. Today, the 
company is a fc£ milSSorcpor-year busi- 
ness. 

Similarly, Henry < Hank I Hender- 
hoii, Jr., ultimately found commercial 
success by downplaying his color. AJ- 
though Henderson had graduated from 
college with n degree m electronic^, 



Pubti&ki ng giant John H. Johnson 
arrrcame mnal otistaclrx in the 
hiixiti*xn world hy wttritfff t-o blaek 



now tawts $150 miilititt imttuaHy- 
But> in 19$$ friffhtX Joh ruton > 
po ten tin i for * w <r«w hwjj far fivw 
a pum bet 




could latid only a night Job grinding 
propcllerB »t an airrrafi factory. 

After four months of dili^enl labor, 
the weu^ «i^d hy [Jie Buchtne whop super 
vwor of an opening in :\».- i-l^ch'^nics 
dkiflion. He arrived for an iTiter^iew 
with the electronics department ul 8:00 
the ik-xt morning, but he found the po- 
itition had been filled, mysteriously, 
during the ni^hi. 

'Thfit'R whefi 1 decided that T had no 
career with that company," recalls Hen- 
dentim, 

Henderson reallml, a& have other mi- 
nority entrepreneurs before and nftiT 
him, that Oft* solution to racial harrlen* 
on the job la to become Lhe toe*, So. in 
lDo4. Henderson started his own dec- 
bricLil contracting business in the base- 
Ttieiit of his New Jersey home, Hifi wife, 
EtheL nretended ehe waa n corporate 
receptionist whenever she answered 
the company teJephonej whiel^i was lo- 
cated in her kitchen, Henderson made 
his initiai business inquiries by phone. 

The business grew slowly, eventually 
nujvtrig frtim the b^t-iia-iiL tn u r :..- 
thffc Thin, In 19<5S, Henderson tnorb 
aa^ed his house to help finance con- 



iiruriion cF a 17^uM3-flquare-f0ol 
factory (since expanded to 30,00(1 
square feet) in West Caldwell Industri- 
al Park. Today Henderson Industries in 
a $24 miUion-per-year company, and ft 
1983 deid to hoik! control panels for the 
Ta Chung Haa Rubber Tire Plant made 
it the hrst black hi when 1 firm contracted 
to build equipment for the People's Re 
public of China 



B' i 
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Ut petting started wa^crt't easy. 
Henderson rei-aElA applying for a 
SJipflOO bunk loan and bciinfr 
turned down Mat. H^ uhtained 
the l<ain only after his father upri'eil Lo 
cosign. That experience may not be un- 
u*uid for a Medgliii^ businefis person, 
Llll years later, after establishing a 
track record, Henderson sdll needed a 
wigm-r tn necurv a loan, "Today," he 
my* with pride, "I have a |2 million line 
Of credit," 

[Tnlikt! Parks and HenderRou, who 
nLatLapced to break the informal segre- 
gation of black bufiinesees, most black 
entrepreneurb have succeeded by cater 
ii.s.' Lu the ethnic markeL John H. John- 
-mi buih Mi-- miHtneji* upon Ehtmy rniri 



Black business people have faced 
fortnidable obstacles in the land of 
opportunity. Still many ham defied 
historical racial barriers and led their 
companies to great successes. 
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M nkiffHiius, aimed wt the black read- 
er, rand u]m?ii u brie, of cosmetics for 
blacks, Whora Berry Goniy founded Mo 
town Industries, hi" also wen" :ift«r the 
M*& dollar, and his company became 

major producer of "soul" Tmi&ic- 
lhes±e two grants, whose businesses to- 

both hover around the *150 millinti- 
f^r-year murk and have generated jobt* 
for thimsHiiili? uf Macks, magnify the 
-■Uories of couniliyw sniaJler entrepre- 
hsum who have- tupped a market that 
was largely ignored by whites. 

Then earne the 1960s. New empha- 
sis upon civil rights exposed the 
aggregation of the Amnric-ati 
marketplace and lu-lped to lower 
nwial barriers, The white- business 
world realized that blacks comprised ID 
Recent uf tho population— and it was 
failing to trip that market 

Suddenly, competition for the black 
dollar heightened as HevNni and uther 
Corporate giants moved Into (he field of 
Afro-American eosmebicR, and whiie- 
°wni?d banks and insurance companies 
also pursued tin? "liw^ market 

"Seirregatlon served as a kind of pro- 
tective tariff lor black-owned bu^ine^ 
consultant Brimmer explains^ 
'That was harsh for black consumed, 
but it provided u shield for black bunl- 
Tio*swfl. Today, the black -owned lirm 
ftndu itself fn a much more competitive 
onvirornneat." 

While the atmosphere for black start- 
ups bus dramatically improved, many 
pcileniiiil entrepreneurs have been 
scooped up by enli nrhtened white-owned 
companies that recognize blacks' abili- 
ties ELrid sire anxious to even mil the 
ethnic mix on their payrolls, 

And, although waitu-owmed ho^inoitft- 
0| are competing successfully for the 
black dollar, most black businesses 
bfive failed to make substantial inroads 
into tho general market. In IS*?,), black 
linns" share of black income was about 
111 percent* Today, that figure has de- 
clined to abuat 7 jKtrcent- 

A sampling of today's If HI largest 
black -owned h u sinenses reveals jlxsl 
three predominant market penetra 
tions. One remans the black consumer 
rrjjirki't, particularly Tnr co^meta 1 * and 
entertainment. The other Ileitis are «m- 
sirut'TJon find retail auto sales. Ajjgre* 
fc»t* Male* of black-owned bun messes in 



ft* M-ifMf-oftt mgiim<r Hunk 
Hmd&r$&n launched his &wn 
contracting Jit'M ru/f d/ hi* .Yew 



ttMir HufnirmOtT fftttufiiii&t buiidn 
equipment Ukc ttiifi trout rut /w)?* 1 / 




I9J*U are en o mated sit ffl£5.<i hi J lion, only 
0.31 percent of the U.S. total. 

HipwtH-t'r, :ia Parks and Henderson 
demonstrate, a handful nf black hutu- 
ne.-^^ pr'opif lirtv^ moved ap^ri^pjveiy 
mid achieved succeaa In the geoeral 
frsarket. 

Another sueli erirrepjvn^ur Is Josh on 
L Smith, 4G P the founder, president and 
chief exwutive officer of the Maxima 
Corporation, Rockville, Md M wliich 
nm:kafrF5i inte^rnted in forma [.ion mun- 
ajrernenL systems. 

En IffS^ s T mi.h gbprtri Mux imp with 
$15,000, H i5 t^ne-room offi^p: bo used 
himself, hi* tme employee and a bor- 
rowed lyiii'wnUir. ] m l1 ij« I J_v , Miivtmu 
s^u^ht uut ^ovurnment ujftsnties an (jo- 
lentEal clients., see kin pr its share of busi- 
ness ninler the Srr^all Bu-sirtess Admims^ 
irfttkui's riihiurity ^'t^ide projrmni. 
MftXimH ianded a series nf contrtrti 
with the Air Forte and the Navy r iri- 
L'iuding a Iu-year r Pit) rniJlien contract 
to i>roce.»a the payroll for the Navy'B 
mVWi i-ivilkiii w ork+rs 

By i985, Maxima employed C32 peo- 
ple and earned revenues of £1£H mil lion, 
Srnitli find moved the i?omp«rjy irk to the 
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nini [Stream by addsrfcg a t'ommervatl dv- 
riaion to seek private-secuu' r tientei nc- 
quiriniz ^mulJ^r, related subsidiaries 
arid ftttraetinj^ a sizable investment 
from M el rfih -Marietta Ener^ Systems 

Successful biack-owned busine«fle3 p 
smch :i.s SruHh'B* do mueli in balance the. 
scide* in the marketplace, However, a 
new cbaUL-nLTt- to Ida^k enlrt. fc prorseur- 
shifi has emerffed— competttion fn^m 
other mrnerity groups. 

"Black bufiineAses are facing in- 
creased eompstition from new entrants; 

the business Mtenq/' Brimmer mty*+ 
h M*ny of thene ne.w merehanta are 
Asian. . . For example, alone; one seg- 
ment of tSSfii .Street in Hurlum, there » 
a erUK'entr?iLioii id UO rv-Uni rOir- . nmi 
■40 of them are ow r ned by Koreans, 1 r 

[f mbiorit) «-utri-j>reMeijr» "are to 
take advaniAgi- of ihe new miirkei op- 
porttLnities now visible On the horiidn/' 
styH consultant Brimmer, "they will 
need to raise- a sipftiifieuut amount of 
capital* enhance their management 
skills, masier a niri^e of soplawtirarnd 
technology and assume considerably 
morr risk than thev have normally 

fHeed."» 



They Mean Business. 




Get a head start each business 
day with Carl Grant and Meryl 
Comer on Nation's Business 
Today—the only live business TV 
news program originating from 
Washington. 

They'll bring you up to date on 
U.S. and overseas business de- 
velopments, late-breaking news, 
finance and the economy, 

Pius, interviews with today s 
business leaders, business travel 
weather forecasts and special re- 
ports on small business, technol- 
ogy , international trade, invest- 




tifftoff '5 Business DpMts How prf 
tain-breaking business developments 
and sitting stock prices. Three tfmtt 
sad* wsekday evening between 4:30- 
7:00 p.m. ooiSRH. 




ment opportunities, Capitol Hill 
action and entrepreneurial 
success stories. 

National Fy acclaimed business 
and government expert Carl Grant 
and Emmy Award-winning pro- 
ducer and journalist Meryl Comer 
offer more than 40 combined 
years of solid business news ex- 
pertise. Together on Nation's 
Business Today, they'll help put 
your business day irrto focus. 

Get your business news each 
morning from the people who 
mean business. 



NationsBusiness 

TODAY 



Weekdays 5:30-8:30 a.m. (ET, FT) on 



If 



Bu*mt-£H .him \ Wi 
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SPECIAL ADVERTISING SECT 1 UN 





Egyptian \wrkers nrr uvwwj m M*t- 
framed in ifcf d&velophtff world* 
From the pebrolvum and chemical 
producing in dust rim to truck 



7!ttiT}itfhrhiri7iff *tnd (In: frrirywrnrty 
tourism wnnces, their productivity 




'W»P hCUJUHU— U1AU tTAH 



American investments are gushing 
into Egypt. The past tvu-o record- 
breaking years have set the United 
Stales above all other Western na- 
tions Investing there. American Dusmesses 
have commmed more than $360 million lo 
manufacturing, banking and other services 
and another $1 bullion lo petroleum- related 
activities. More than 4O0 American com- 
panies employing aver 20,000 people now 
operate in Egypt. A newly approved Gen- 
eral Motors auto-manufacturing projeci will 
provide an additional 13,500 jobs. And 
U.S. experts topped $2.4 brllion recemlv, 
according to the US, Commerce Depart- 
ment. 

Why all the enthusiasm abou* Egypt? 

Egypt is fast becoming a commercial 
oasis for American Firms in a region of the 
world that is no! always hospitable to U.S. 
interests. That country is changing its laws 
to accommodate nigh teen business prac- 
tices. Its political atmosphere is stable. It 



is centrally located. And the administration 
of President Mohammed Hosm Mubarak is 
moving Egypl's economy steadily toward 
free enterprise in domestic affairs. 

In loreign relations, Mubarak is making 
significant improvements In Egypt's rela- 
tions with the rest of the Arab world, thus 
creating more market opportunities. Many 
Islamic leaders have been concerned 
about warming relations between Egypt 
and ^rael In recem years, but Mubarak 
appears to be dehly managing the situa- 
tion. 

In the past IB months. Egypt has also 
attracted Investments from world-class 
firms [ike Procter & Gamble, Johnson 4 
Jon n son. American Standard. Chemtex, 
Trane Corporation and Wyelh Pharmaceu- 
ticals. The Egyptian government says there 
is room for many more investors that are 
willing to help modernize Egypt's econo- 
my, 

Egypt oflers these advantages: 



• A unique location witti access to Eii- 
ixipean. Alrican and Arab markets, 

• The broadest Industrial base in the 
Arab world. 

• A large cadre of industrially Skilled 
workers. 

• A system of advanced vocational 
education centers thai offer training cus- 
tom-made to an investor's labor needs. 

• Investment taws thai provide tax in- 
centives, profit and capiial repatriation 
privileges and even more special advan- 
tages For firms operating in free zones. 

• An eagerness to acquire and apply 
Western technology. 

There is yel anottver significant assei 
available to foreign investors capital. 

Ay man A, Abdel GhaHar, commercial 
counselor of Ihe Egyptian Embassy in 
Washington, observes that more ihan $10 
Ullion In Ihe hands of private Egyptian In- 
terests and many more Egyptian-owned 
liquid assets abroad could be invested in 
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EGYPT: 

A COMMITMENT TO THE FUTURE. 

Tin- Arab American Vehicles i .< mip.iny ( AAV ), ;i joi in 
vt-nrurr tKiwctn Amthnn Morurs < urporarinn and ihv Ar.ih 
Organization for Industrlalisyaion, LspkMNcd to announce it> 
eh- west pnttUiti u> be product in H|gpf - Jeep VI I 

FciHovvinjL: in ihr kq> [nuiiiLnn »>l ru^t-diicHs, ilunihiljiy 
iind IburAvhcd drive d£< dkmr. Jeep VJ-L is :m cxia-mcly 
versatile vuhk'U* ti features Jeep \ tK'pcndjhk' 1 ^ 1 1 1 r< 1 
O'O'HllUer crjj^iiK' .jcjiI hni]iih,idin;Ll ivLir srjis Milii pm\idi' 

room tor up to eight, kk-xi! lV?r lim 

its :i transport vthfdt. itrribuLmee ur 
irtHip uirricn ir is perfect torvurvniti 
Errnnrt> .irid is extirmt'ly ?ttrld muhikr 
Hie introduction trfjfefcjp Y| L Inter 
1 liis vv;ir coincides with the beginning 
ol AjW~* ninth stii if-ssJiil yrurnf 
operations in Egypt Jeep VJ-L uill he 
itNH-nihlcd in i h*. < .lim Mihurli 
I leliopolJs in one of the must 
pft)gii L sM\r iuitonii i(r\c jssuuhh (iicit- 
ioes 111 1 he Middle Lisi In uddiiUm. 
jccpYH- kirtiHT Ulutftrattes the 
efjniniirrmni ih.u .\Tiici1e:m Motors 
Corporation anil the Arab Oi^aniza- 
liorl lur Itidustriiili/iiliiiEl havr mauV 
10 I ^\pi and h \ tin.- L^riiirv region 




a to i'k*ip) una tn me enure region 

I #AAV 

Arab American 
Vehicles Company 




Joint veniures with foreigners. "All a for- 
eign investor has la do is came lo Egypt 
with a new good idea, and he will find not 
only cheap tabor, land and resources, but 
also the means to implement his idea." 
says Staffo 

"'Egypt is turning towards a freer econo- 
my. We are implementing basic economic 
relor ms designed to open up our society 
for more opportunities In the private sec- 
lor. 

"We have been working on our infra- 
structure Cor more Irian 10 years— build- 
ings, roads, water and sewer systems, 
power and many other areas," Ghaftar 
continues- "Now we are ready lor eco- 
nomic: expansion that can be buill upon 
ihis infra structure. So itie investor not only 
has a highly stable political atmosphere m 
wtiicti to invesi but also has the necessary 
economic loo Is with which lo build his 
Dusmess. 1 ' 

Labor advantages are particularly 
good in Egypt, says Ghafer. "You 
can hire an employee for 62 cenls an 
hour, with another 50 cents an hour 
for social bervefils. The cost is usually less 
than $1 ,25 an hour total. In the United 
Stales it is $22 an hour," he says. 

Richard Kirkman, managing director of 
General Motors Egypt, says the labor is nol 
only cheap but good at his company's 
truck and bus factory, "We think our em- 
ployees here are exceptional, " says Kirk- 
man. "At first we were skeptical. We heard 
that Egyptians were not good workers. 
That's nol true. They are some ol Uta best 
people I have ever worked with. Triey Lrain 
well. Their work is outstanding. Tfiey are 
neat and clean and give nigh quality pro- 
duction- We've never had any difficulty 
setting schedules, Our employees come 
Forward with suggestions/' 

GM Egypt is a big success story. Its 
Truck and bus production la ci lily is 3 joint 
venture: 31 percent GM, 20 percent Isuzu 
Motors, 33 percent private Egyptian fund- 
ing and :he remaining 15 percent Saudi 
Arabian money. It is licensed la produce 
19,200 vehicles a year at Sbeth of October 
City* one of the newly constructed cities in 
Ihe desert near Carro. The factory was in- 
augurated in 1985 and recently completed 
its 10.0001 h unit — on schedule. 

Bui it hasn'r all been peaches and 
cream, says Kirkman. 

"It takes more than an average amount 
of pahence lo work here," he advises. 
"You have lo deal with a lot of govern- 
men! entitles. It look us seven years (a sel 
up Ihe investment." He suggests thai 
Americans find good Egyptian advisers to 
help ihem through the unique business 
and government climate of Egypt 
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Although doing business i n- Egypl can 
be exasperating at times, K hitman says, if 
Western companies slick it out, the re- 
wards of investing are proportionately far 
greater than they would be In the United 
Slates or in Europe. 

mm irfcman's advice to prospective in- 
mm vestors: "The potential here is ex- 
eel lent, buiyou have io know the 
■ m marketplace and understand how 
the Egyptians think and perceive you as a 
foreign investor. It rs helpful to have good 
consultants and a project Hi at is we 
thought-out and financial viable. You 
have lo have a lot of paiience and be per- 
sistant. If you aie willing lu invest (he time 
and persevere, you will be successful. 1 1 

LLS. government analysis say bureau- 
cratic red tape remains a problem for in- 
vestors in Egypt, but they also say they 
see signs thai many progressive elements 
in the Egyptian government are streamlin- 
ing cumbersome processes that interfere 
with Jhe natural flow of the marketplace. 
The Egyptian economy is, In fact, truly 
opening up, as the dramatic U.S. invest- 
ments story aptfy illustrates. 

Americans are producing a vast range 
of products in Egypt, Vara-Pruden links, 
via telephone fines, its computer Jn Mem- 
phis, Tenn., with a computer-driven system 
Ilia! manufactures prefabricated steel in 
Egypl. Wy&in Pharmaceuticals uses the 
latest techniques in making medicine. Pio- 



neer Overseas produces hybrid seeds for 
desert farming. American Standard manu- 
factures bathroom equipment, Trane man- 
ufactures air conditioners. Procter & Gam- 
ble produces detergents. 

Egypt gives priority to ^vestments that 
generate exports, encourage tourism or re- 
duce the need to import bas;c commod- 
ities. 

The vilaJ statistics of Egypt, taken to- 
gether, illustrate a growth country wrth ids 
of resources and an expanding infrastruc- 
ture. Ttie population exceeds 50 million— 
a very fespeclable domestic market. Its 
natural resources include peiroleufn. natu- 
ral gas. lTOh ore, phosphates, manganese. 
hmestone h gypsum , laic, asbestos, lead 
and zinc. Major industries already in full 
bloom are textiles* food processing, chenv 
icafs, petroleum, construction and cement. 

Egypt's chi el exports are crude petro- 
leum, raw cotton, cotton yarn and fabric. 
Its most important imports are food, ma* 
chinery and equipment, fertilizers and 
wood- Its key iradmg partners are She 
Untied States and the European Economic 
Community. 

More than 90 percent of its grade 
school-age children are in school, and 
there are a half million students in the na- 
lion's institutions of higher learning. Its 
youth ana among the best educated in the 
developing world. 

A recent report by the U.S. Embassy In 
Cairo says, "Egypl provides many opportu- 



niiies for US. investors and traders 

The large US. Agency for International De- 
velopment. [U.S.j Foreign Military Sales 
programs and World Bank loans provide 
opportunities tor export sales." 

Among the more promising sectors, the 
report notes, are construe lion, electric 
power generation and transmission, water 
and sewer works, agribusiness and food 
processing, compilers and consumer 
goods. 

The report says, however, that "trans- 
portation costs and a variety of Egyplian 
bureaucratic obstaetes make penelratton 
of Ihe papulous Egyptian market a chaU 
lenge, but many have found the effort re- 
warding. Patsence, careful homework and 
advice from the U.S. Foreign Commercial 
Service, the American Chamber of Com- 
merce in Cairo, the Egyptian-American 
Business Council and ihe US. Agency tor 
International Development can all help. 14 

The American Embassy offers this 
evaluation ol the Egyptian business 
climate: "Egyptians are highly re- 
ceptive to American products, ser- 
vices and investments. Recently, the low 
value of the U.S. dollar has given an edge 
to American suppliers. The positive aiti- 
tude toward U.S. goods and services, com- 
bined wilh Egypt's resource base and re- 
quirements, continues to bring together 
numerous US, and Egypiian iraders an* 
investors-" * 
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J7;t- Egyptian Parliament (junl hel&iv) 
i9 anxious to modernize tkt country, 
and Egyptian P rent dent Hoxtn 
Mubarak (Mated in t ruck) U leading 
It is nation s new free enterprise fin re, 
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/ifa helped bring in major firms t like 
General Motors. GM l $ Richard 
Krrkman, with Mubarak\ is very high 
an Egypt 




Did You Hear 
The One About. . . 



When you sii down to dinner with a Cairo 
businessman, iry telling him a funny story 
shai makes Egyptians the butt of your joke. 
The height of rudeness? Indeed not, say 
ltiDse knowledgeable in ihe ways of Egyp- 
tian commercial culture. 

This is jusl one of ihe many differences 
in the business manners o( Americans and 
Egyptians. Strange though some of (ha 
practices may be to a Boston ian or Allan- 
tan, all are deeply rooted m an economic 
civilization that is more than 7,000 years 
old. 

Egyptian humor is legendary. It arises 
from millenia of the son of adversity that 
requires a good |oke to keep one's bah 
ance. Most Egyptian humor is self-depre* 
casing. Egyptians say it is their way of let- 
ting off steam when frustrations are too 
great to cope with. 

After telling a good joke a? your Egyp- 
Nun associate's expense, it is also advis- 
able for you then to tell one at your own 
expense, or at lha expense ol Americans 
in general. 

This joke will establish tfiai your view of 
human nature is not harsh, that you're not 
stuffy ana self-imporlanL That is Ihe be- 
ginning of trust — the foundation of a Cam- 



mertial relationship that could become Im- 
portant to you. 

Friendship is the first step toward sue- 
cessful business in Egypt. Canny American 
traders invite a business prospect out tor 
a meal before even thinking of broaching a 
serious commercial subject. To "eai bread 
and salt" wilh a man— an Egyptian ex- 
pression — is to bind the friendship, to ob- 
ligate one man to another. Taking nourish- 
ment with an Egyptian is serious business. 



Footf is enpyed m Egypt with gusto. The 
table is a friendly place. 

Americans are, consequently, advrsed 
nol to (real the meal casually. Invite your 
pTOspecl to the best restaurant yau can al- 
ford and be an unstinting host. But do nol 
bring a gift to him on your first meeting. 
This wjII make him suspicious- Keep the 
gift you have brought lor him in your hotel 
room and hope that all goes well on the 
first occasion. If you have had a long, con- 



For thatimndu oftfeur$ b (he charms, 
and m rnes of Cairo hurt* ttmtrft tu&h 

Napoleon. ihtJty Americans &rt 



finding oppwt tut if.itrs ;*t rhr tou.ri^fn 
inttusi-rim thai ebvund in und near 
thin metric citjf of antiquity. 





vfcviaJ evening together, the Egyptian will 
"teSy invite you to his home for she next 
step in this evolving friendship. 

The gift should be something from the 
Umiett Slates or from Europe, something 
W easy to find in Cairo, When you arrive 
^ his home atso have a bouquet of flowers 
] Qr h's wire and perhaps a box of choco- 
'ate candy, You should continue to jofce 
*'th ihe host and hostess, but no sexual 
Jokes should he told in from of Egyptian 
^omen. 

Americans have n easy in Egypt, says 
Mohammed Wahby, director of Ihe Press 
and Information Bureau of the Egyptian 
embassy m Washington, 

LI The American and the Egyptian will hit 
k nif in no time/" says Wahby. "They are 
ooih exlroverted, love to talk, love File 
^SVpiians see Americans as having an ex- 
tremely gocd image in ihe worrd and love 
Ihe opportunity to have them as partners 
lr i business. They see Americans as liking 
to lata chances, as not slingy." 
M "Vfau have to remember" says Wahby, 
■when you are investing with an Egyptian 
W are investing m a friendship." 



Some final lips on doing business in 
Egypt: 

(1) A commercial visit requires a busi- 
ness visa from an Egyplian consulate. 
Washington, New York and San Francisco 
have consLifaies. 

(2) Book your hotel reservations lar m 
advance to en&ure getting a room in a 
good hotel. 



(3) Consider hiring your own car and 
driver. Relying soleJy upon laxis during 
business hours could be a problem. 

(4} The Egyptian business week Is Sat 
urday ihrough Thursday noon. 

(5) Diet* with Ihe American Chamber 
ol Commerce in Egypt for help, Address: 
Cairo Marriott Hotel, Phone 340-8888. Tel- 
ex; 2OB70 AM CHEUht 



Star Trading 
& Marine, Inc. 




for Etjvptian Company 
far Maritime Transport, Cairo 
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1050 Sevonteenlh Street W.W 

Sutfe 450, Wjastomjlon, D.C. 20036 

202 785-9090 

CABLE THASTAR 

TELZX: ITT 440 1C I RCA 24SS54 

TWX: 71Q-882-Q15Q 

WU; $0*4224, 90-1225 
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International 
Spotlight 



Taipei attempts trade 
reform and offers 
incentives to U.S. 
companies to sell their 
products in the 
Taiuxmese marketplace. 



Hsj Henry Eoaou 



Taiwan Woos 
American Business 



Taiwan once the lair of trade pirates* is 
responding on a broad front to Ameri- 
can complaints thai, it winks at trade* 
mark counterfeiters, is predatory in 
pricing its exports and shields its nwn 
market from UJ5< business. 

But the Republic of China's trade re- 
form program may be too late to avoid 
the wrath of protectionists in Congress 
Many there want a drastic reduction in 
the foiled hulli-.-'i crado deli- 

cto with Taiwan. 

Meantime!, the market i* opening m 
Taiwan, and the U.S. Commerce ) im- 
part me nt says American vendors 
fibroid nit up and lake note of some new 
opportunities on the island. Taiwan of- 
fers these incentives to Americans over 
Japanese and Europeans because half | 
Its exports go to the States. 

Frederick Chien, Taiwan's chief rep* 
resentative m Washington, says Con- 
gress and certain Import-impacted in- 
dustries are unfairly making his 
country "the whipping: hoy 3 ' for Ameri- 
can trade woes. Chien. a soft-spoken 
Yale graduate who once served as 
Chiang- Kai-shek's personal secretary, 
ih.-L_v iiuvf 1.1 of the toughest jobs in 
u>wn. Yet his dozedness and diploma* 
cy have won the respect even of men 
like Rep. Ed Jenkins fD-Ga.), a leader in 
the Congressional Textile Caucus and 
no friend nf cheap Taiwanese cloth 

Jenkins, also ranking Democrat on 
Che Ways and Means Committee's trade 
panel, acknowledge* that Taiwan is re- 
forming its trade practices but says it. 
"can afford to take action to better bal- 
ance the scales/' Taiwan's foreign ex- 
change, reserves exceeded 853 billion 
last year, higher even than Japan's. 

Taiwan is, indeed, planning to spend 
some of its winnings in die world trade 
Hweepslakeis in ways that Chien says he 
hopes wi[J soothe friction wirJi [in- Unit 
ed States, The govermw^u i- lmttfiig 
wme big bucks into its "Buy Ameri- 
can'" program. This includes granting 
Americans preferential treatment in 
some of its, huge construction projects. 
Like Llie proposed rapid transit systems 



Frvdtrick Ghfcn, Taiwan top man 
in IVfurkingtrm, my* protectionist* in 
Gangrene an* trying fo nmkr fiia 




for Taipei and Kucj tailing, thermal pow- 
er projects, harbor expan&iona, inte- 
grated digital networks and new medi- 
cal comple x h, 

Li April, Taiwanese trade negotiators 
agreed to lower tariffs on hundreds of 
agricultural product* and other good* 
that Americans produce more competi- 
tively than most* The Taiwanese also 
agreed to allow American law enforce- 
ment agents to help them improve tlu-ir 
methods of policing trade pirates who 
violate intellectual property rights. And 
tli try promised to continue easing open 
the door to such American services ex- 
P'irLs ii.H msuraure and hanking. 

Vincent Siew, director general of the 
Taiwan Board of Foreign Trade, says 
his government is- painfully aware that 
protectionists In Washington will make 
an example of his country if Taiwan 
does not reduce its trade surplus with 
ihe ["jfciu-ij Sum*. 

Chien note*, however, that there is a 
Limit to Taiwanese absorption of Ameri- 
can products. He says each of his coun- 
trymen bought an average $278 worth 
or American goods last year — com- 
pared with the ST5 eau 1 1 American 



spent, statistically, on products from 
Taiwan 

One major reason for the trade imfaaJ*" 
aritt-, says Chien, is that "your manu- 
facturers think it L* too much trouble to 
&e!l to small markets" — an observation 
often made by Japanese and South Ko- 
reans. 

fhit'ii'K government sponsors hny ii j- r 
missions to the States. Taiwanese pur- 
chasing agents, he says, l\nd that U.S. 
exporters often are uninterested in tai- 
loring their products enough to make 
them appealing Uj Asians. A recent Tai- 
wanese government mailing: in Mew 
York state to 2Mi) firm.* yielded only 
15 responses from American business 
pvoph wur-tinj; u* know more about 
Taiwan markets, says Chien. 

American business is still wary, says 
hVp. Jenkins,, because of age-old Tai- 
wanese resistance to any pemitration of 
their heavily protected market 

Mark Van Fleet, director of Asia-Pa- 
cine Affairs at the U.S. Chamber of 
Commence, sees the new tariff cuttf as 
reason for optimism. "Now we need Lo 
jump on [lien* markets ah+»ad \y\ m hr 
competition/' sayss Van Fleet. He cau- 
tions^ though, that Jl theae Taiwanese 
moves may not be big enough or fast 
enough to deal with congressional frus- 
tration fed by years of trade barrier s 
and our huge $15 billion trade deficit 
with the Republic of China, M 

US, Commerce Department market 
analysts Ray the Taiwan economy is 
rip*- for American mtfrchandihO and h-t- 
vice* exports. "Prospects for U.S., a up- 
pliers rihoukl Ik- especially tirigli? in 
high torhiiufugy arms v/or^v l.'.S.-madi* 
products are competitive, specifically m 
the area* of business information com- 
munications systems, industrial process 
i-onLrola, fluid pow r er systems, labora- 
tory and scientific instruments and 
home appliances saye a recent report 

t^hien aays his nation's astonishing 
economic success la based upon the 
American model' — a work eihic he says 
the United States itself has abandoned 
in recent years. Instead of beating up 
his country, he says, the American busi- 
ness community should do what It did 
to become great in the first place: re- 
duce costs lliii] inert-use o.uah'ty. Then, 
he says, Yankee traders will regain 
markets not only in Taiwan but global- 
ly, m 



JHe urnurs BUSINESS 



Where I Stand 



Results of this month!]/ poll are forwarded 
to top government officials in the Write House 
and Congress* 



1 Postpone Enforcement 
■ Of Immigration Law? 

An effective date of June L fflflT ( waft 
fiet in fba cuaifc&wtrttal now immigra- 
tion law for enforcement of provisions 
making jt Ll Federal crime tn hire illegal 
aliens, Thu pasL six months were de^i^:- 
nnted lls a public education period on 
Uie highly simplex law, und*r which 
employers Din be penalized for hiring 



ille#fl] aliens. The education phase 
ending, but there is stiJI wid^spivad 
conf iiflion over the law. The U S, Cham- 
ber a f Commerce says that employer* 
are not prepared to cope with it* com- 
ptaxittes. As. a result, the Chamber ha* 
recum mended iltsit the public education 
period he extended sbc more months 
Bud enforcement delayed accordingly. 
Should Cofiffrtaa tfranL the e* tent! ion? 



2 Prohibit Reversions 
> Of Pension Plans? 

Undercurrent iu W> row panics may 
terminate pension f unds and— once all 
promised benefi ts are paid— keep the 
excess assets. Since 1980, more than 
li33S plana have been terminated, 
l II '"viHirie:<*i..iti|j;:uiii. , y witliSlWUpjlJkrri in 
excess funds, Unions and retiree groups 
support proposed legislation to outlaw 



a-uch "reversfons," ariruintf that excess 
funds should be used to pay benefit 
increases* BuAine^H grou \ Hi maintain 
thai companies need the- flexibility to 
n.'rmiisate p^n-^n'in plai'H wUru 
appropriate* Should Congress prohil >it 
companies from terminating p.^ihiim 
plans tn recover excess funds? 



3 Variable Pension 
■ Insurance Premiums? 

Trie Pension Benefit Guaranty 
poritonttLon, a federal agency that 
™ure* most private pension plana, 
barges employers an annua! premium 
t*f per employee covered hya plan. 
*I*en so, the PBGC's liabilities exceed 
ajsaeta by $3.8 billion. To bail the agency 
ll)? 1 admini&tratkin haw proposeda 



Verdicts On April Poll 



variable rate strut! tun- for premiums 
Must employ ers. would continue to pay a 
tSat rate. But companies with 
underfunded pension plans would nay 
up to S100 per employee annually. 
[."nion> "Mmp3:*i«i inn! Lht- prnpn-iiil 
would shut seme plants and enstjohn. 
Should Congress enact a variable rate 
structure for the PBGC? 



ji in kt*n' remit rji trxftrittifrd t*t 
ihff qttcxtionx in f he April pjww.c. 





Yes 


No 


Undecided 


Shu u Id Congress raise 

the minimum wape to $5.05 an hour? 




*<r: 




Should Congress index 

ftiture minimum wape increase!!? 
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WouJd a higher minimum wage 
jobn at your tJuaincAA? 


60% 


267* 


14% 
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Snttf tti t/ofir voir on the irtxerfed pi is 'jm id card Your rinm on any of 
t.hexe quwtionx &Tt oho itvtcamr tis irttrfs fo rhv l ; Idif^r t \ r tttit>n > 



Advertiser 
information 



The admrtiters iisted nt /ow 
will be pleased to send additional 
information about thtir product* 
and nrrrirrs—tft uorost to }jt\n. 
Make yaumetr-ctio-nM by circling 
the advertisers by numbtrron the 
attacked pa&taac-paid r^plpoani 
Fill rw the addirfattal information 
and drop in the mail. Mation's 
Business wiU**4 that your request* 
arrfortiwrtied promptly. 



Academic Guidance Services 56 

Atlantic HiuMirijj >y,- terns f*0 

BellSouth Advanced Systetnii 14 

Best Western Internationa] 10 

Camera America 60 

Daks Carnegie & Associates. Inc. 9 

Cedardaki 

GhevrolKt 13 

Katie's Nest Hfjmes 70 

Employee Benefit Research- Inst, 31 

Ford Motor 52 

l-'runchtse Formulas, Inc. (FFI^ 47 
GMC-Truck TJL 
Go-Videa 78 

Hi^h CoTOtaj Faahioiis 70 

Jans Kin^ ImernauoutLJ 24 

Lathem Time Reenrder Company 1 

Lincoln Mercury Division 12 

Lindal Cedar Homes 84 

Little King Restaurant Corp. 49 

The Maid£ 09 

Mail Boxes ETC. USA B2 

Management Recruiters 6 

Mid America T r h t ll> irtsii I Pi irk 16 

Moto Photo 77 

N.J. Bell Telephone 83 

M.J. DepdrtmenL of Commerce ft 

Osaka Chamber of Commerce ;)7 

Ponderojifl SH 

Saeiyo Rlcieiric m .| ..li v E,TT> 38 
5hak«y's Piaza RestaiiraiaU 23 

^ml.hi-rn Hi II 

Star Trading & Marine Inc 3» 
Subway 55 

Swintec Corporntiori 27 
Teller TralnuiK Institute M 
Tinder iiu\ Ijiteruational t»5 



Huainf'iu* June 19tf7 



Classified Ads 



Ctaltiflad Rates 
And Information 



TO pint 4 I'll wJin Bfl CALL TOLL. ^HEE. nW 
42«-Gf4€ pi WfcSHmpiW. DC »n «3-*lC> V 
writ* NaVfins fcuanoM CJanBrtHid PO &Q* IJTO. 
ttnafimglcm. DC 20012. Coong dal* *ur ashrrtramg 

tuiBHl on tuquancy- Dip Mna pr rurt u 



1x 

S37 



3x 

S33 



6* 
529 



l2x 
$22 



— Idns rate 



HOW To Reply 
To Box Numbiri 

Sda (nurder n ocf| NiHsn'R =lu 
B4i 1200. WfcSftffltftof, DC 20013 




eck Ties Narrowed 
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V**f If J SO fur rjch m at 
1 Its lr H.1M TIES CO. 
4* *Aynrtr> flirt . ElrtLC 4 
Lt>* redrew- CA W- 1 3 1 
IBS 61 00 



AUTOMQT IVt 



UiallaaL Marcadu, Pmrfw 
SflfeBd in time ratia. Avaaattit your 
Tltfl-4E3.3ffilO.Ej3 AIUl 



Saw* Si hoi*- 



BUSINGS OPPORTUNITIES 



HOME IMPGiTT MAJLCttQER BUSINESS. SHart 
wrrhciul rapitu FREE RiPOST MM injor. 
A- t=&5fl. WaxUBTrf Hilli. CaJlliurin STT367 



sirm/** ikmhIiIc flunkigt — p^wnta ktf-fcM 

flOO a«mmin tfajT iriu Dract KjjnnocSm &□* 3», 
*flrh"i, NJ 0B0H3 

A SSa.OOQ pmnligai bAmo#B pou «*t4 ■» 9Bfl.§5 Id "«> 
BB4wb m fcNJiT Wllaft NnWlrUl hfcuiinp Inicunlia'H, lflU 

f QREIGN TRADE FAtfl NiWSLETTEfl, La* m product! 

fly Fo4««gri ifWiuiHtiiirwi lu Li 5. Iirma. Ftw daiaita 
Inlnfrnaloftiil intUri Bo fl3fi NE Nawi, NJ 3 



B€ A STOCKBROKER with ytur dot flflQuFR OM^ twcPi 
alfco alfennrj wi^Hi^ dtbowi metoH BROKER OWE. 



TRADE OflflkL ' LJHfEH tor ll 
FREE PG Qui Sffi, Sn^ppa/- fr|4* 

TiMnc m ssm \PVCP 

ALLOCATING? 
Oufl QTFiCE IS YOUR OFFICE 
■D Mtoft W gl ^gJwfltan, DC* Brftorm, MO 

CALL 30r-797-29&S 



T*£RSONAL COMPUTER CVfNEFS CAN EARN Il.ttHr Id 
$5,000 iTidpStJii 1 nnarwvrj arnpJa hm«r Fik bit rjf 
«WH Wflta AIMTJW D^jr r<3»9. Et«Ui Ewfla CA 



OSTTMJUTDPS NEEDED 
DifilTibuicrE mm Dwng sal lv fof H (Wtanlad 

HBorBiu *t>c*I «>«Htf r Wfff ■ COl*g* wJuCHltoi '' €"ckrtwO 
Irvilow* tflwod imllU invDiffrwM lor nvnrttaiY * 13.103. 
Mdht 4tN - «i nwlnwl Hi •fWhWBt* H*rt4. I=w IwW 
mrarmwrnsn -ept BJ9-4»p-15flE Hrtltfi- Lifictittl DHcaiifil 
OftnfrlL. **0 S 3t . Eftoarddo CA BLiUDi 



NATION'S flttSINLvSS CUtSSIRED 



iUSINESS OPPORTUNITIES 



uaii. wnr* wkw E h jitii n UflinQ to- 

WcttitBfMb. TX 



r REE PtPORti Eirn nolo f7.«Xt monlfiv « tWH1 BjcMv 
wfti^Kd nupnrwrem qn InraaUnairl. SLnrl pari limo. Fnimcuil. 
A S#t-B. BiM OOP, Vital Cev*n*. O P 1 vy • 

MCW TO START B OPERATE YOUR OWN PRDfTTAHLE 
HMH.^tSS AT HOMt Fof tm* dwk w«1 t%< m^mabrm 
ID: The TptMy Qttn^j, 73*1 ClaiiiiirtDfil MbU Bhd . SuHi 

"ARAB BUSINESSMEN" 
HUE- MONEY TO aiJV £ IN^ST 
Top hr&Wi 1» &Wi DvTil W7NB1 . 

&u* 1 00, KflhDP i 9L=jn«*« 



CWRY CXlt£N m igpmty MltiBffflBJ ttU d S.W 

Miflnh OJy 2 ytt dd A foeBtfttf a progrtnmv Ml 
1 130,000, netjoUabte For mji i\hj. Owrrf Outun, 1^100 



BIG tffCCMEA&AHEJ> 
n<i* in g«« ifcflrkKl LUbBt flffwfld, Cirwip pccflrBma UntBd 
Ann, M*iL£ac*invn Pega, Dai flKl^N, K«iva CHin, KS 
«1M.|Bl3JS6S-$4«f5 

PRE£ CATALOG dI MuhimI MBrttubng U^nng unH 
aW,M0 nmrneq lor renr Eflm No m aporwf downlrwtl 
Ilia gr^rftANfl my gy m»l. C Pubbc*, Bdi SOOOl NEL 



BEST KEPT SECRET. Earn pnrtli of SM.OOO to 11U.0H 
«an vTvcslrrflm ac kiw $Nq,0QD rwnmg i CHECH. CASH- 
ING SERVICE. Ei1f*mfllV Hql^il -iWBlllDry, " CHECK 
EXPRESS. 7B7 5F 122nd Avai , Portland OR 97233 mi) 



MAILORDER G^PORTU^TYI SlBM BrafflBttE rwrtn bu> 
rwaa m Arnwiea * r*wliaa1 grf^nnq ini1nnr?y. r«abcfi*fy kn£n«n 

BidvrPly wHP kibcA you Wrte to h« beat BBmpm ealBiag, 
plui dctnilt r^? tiilrgnlran k*a»s Crrtor Aiaadatoa, Dtopl i!', 



BECOME A StlCCESSfUL hAANLff ACTURERS" REPRE- 
SENTATIVE Uaru1acii#aA Agoma- NiMnJtftlaf lafla yew 
#Wch rm* MB imamg to PBOfWOrUBftMBt, 1tW *tm'i p WlLCl 
htw and I b b i l li>mi vvatUiB. Ettabhafiad unco 1966 For 
m'.'vrrjrign writo HnrertarlLiiori" Aginlt Nnwilurflfli [>qpi 

■iw £557? ^omwci AvBTiui, Fflffiwtfts&i. mi -i&n:^. 



MILLIONS NEED LOANS/CREDTF 
Caah cl Willi YDsr own prexligjoun mnrrry =cri3iJtnq bu»- 
tdh Nn maurftltfinal rorpjiTimflnr ^ltt*t paft hmn l^yniir 
old imifonnl firm prtrrtdei ifainlng, upport FREE ViAiibW 
qepon. PFA. BjCii IB7 GJN, Dana Poinl. CA B2A79, 714^SWfr 



Do Vou Have A Product ? 
koM ii on TutfMntl tv, irroraticij a na/ri *mnna TV com- 
nwBBl Bftd Hrap tor a (tofMnta^A p"Crtl f 

HAR0U>eTAI«V TV WARltETING ASSOC, 
Mil West Cwmt rjrHt: fki. 
I L LauiloidaHa. FL 33tB09 
irjr, .v: i^r-i 



INCREASE SALES — USE Ah BOO UNE 1 
^SUtre 0UARANTEE0 
Untajun DfTTT CffHft tifl 800 lr* l&t » IHDh di 435 0# rndnlh 
In idirtllLvi, tte AAaruhouM, procaia mn\u urixJil [jBTda A trvp 
rgr ««By mat' niOaa iCBTl-iHJHlftirtmo Wb p. ars an yfliif all*! 
qI1Icb> 4ft VtfMhrngagn, Swicj^iu'id, Fpinta tu Huwani 
WATSyTflin A oddTRSKia awaAabto fgr ygtir lidUariR^d, arte 

For d**is L*a Bmnirre 

telerep boo iHoojcsa^Kio 



W iSDOO HISNESSIS 
1 J FROM COAS1 

*^ rO COASI 

NO B/0t:en3fJ& CorrHTIBSETI 
rouiriesS. lisHrrgs w^lccme 
&USFNCJS OWNEK 
MttJTFlS li^TINO SEBVICt 

Tnil-Fr«P Sf0i>iZ7^63O 
n Flo call 30^462-2524 



BUSINESS SERVICES/ AIDS 



PRE-FUPLWUEHT 
y^REENINa FWORAM 
1.eOO.J2&.?.<0» Waah^Wirfrti 370r1flW 

VENTURE CAPrTAL RESOURCE FOUNDATION 1 . Comply - 
tiirflins*gi plan 1 Kleal ditvfltepni»flt Hmni A pt^mAnDUr *i 
preouaJHlBd hutch dI vantar* cnprtaL 4l5^75.tM&4 



RUBBER STAMPS SHIPPED SAME DAY ir Drifcrad bflftH* 1 
HM. PnpflB vtfaiu ■jooap.lBHj, 0.0 VI51AW9TERCAFO 
1-*00-SSrAMPSS. 



PREPARE A 
HUSJNESS 
PLAN 

THAT GETS 
FUNDED' 



BujImh Plan FrtraMtHru 
PFHEPtyl PtfA^qni- I CipiuLWK.^ 

■.'.j| 'iji FREE nl": Crj 

24 nous aWfi53-5i64aS.2*tKl 

A IWrHit prnwnn ^vHiffi 

u;-rij *:n yrjjub Isv tOViKAinti 

Nnw ivaMhl&dKfld In v«n tram 

Bntlijl- M-rtfift^-Hrtlisnt 

lni^*C.CDlBDQ-Vfc?-074fi 



iMforB vou hir« 

CROSS OUT THE 
CROOKS' 

1 Unwr 10% of o«ap>a an BiahmnKli 

■NiliDiivMidB huridruds Al €at 
panboiti tiH P. O S. PRE EM- 
PIOYWNT OPINION SURVEY 
Ii rjrii iffi quiitwnniirfl 

* PROVEM VALID 
^ LEGAL IN ALL 5TATES 
+ EA5V TO UTILIZE 
+ COST VERV LITTLE 
Fof caitiP-lfta in4erm«iiDFi 
ArrlMi <n phom rT*n Fra*|- 

tpOS Carponrio^ 

£ 0. Be,. 4823? - ChiLjyc, I L 606*8 
1 Una - 62t400B 



CARPET 



TREMENDOUS SA^INiiS tfi nrniDt brnniK r^iiptrl, tar 
bO«i bUBlfWM A HOfW l>acl hgm B«tlr>ii, Call ljO(M53 
T«S!i A sriitt. QodrcJrt RiiQ PO tU>, 25S2, ErKhfin, GA 
WW 



Buy tJirecl. Save -in 10 
Barrett's ,J CARPET MILL STOFlE ,, 

mil I I'M'NED OUTLETI 
*q aarrtngB — M quailtttH iHdrnaaa A fictfn* cafiHU Cafi, 
ftill H wrilo ruqifrapnranti Bfrtti 4 1 0 irjr tarnpoa iJiflFundatita 
Ufrtn miuni gr jjyrchM*J. 1-75, ttn 135. |30O^ PHn5iiiH Rd ,1 
DallDti. OA 30720. 1 000^24 iviOM, ul. In GA ^i-l 1 ??. 
.Ii.-.ll. 1 



rflfw mjouss avinc-^on majc* phands df r.afii»eT 

Frnti ih* Cwptri cajntai D | it)* Wtortd 
FEATLfPyhG CARPETS OF AN60 IV 
■"5oil. 5HBG 54Btortwinilanf" 
CaA or wrflo tar grochum nml aarnr>ea. HECKLER'S CAR - 
Pfl GUTLEf INC , PQ ; ^ V, 0«gn, GA 30*20 GgJI 4l«- 
27T-t151 E&1atHitrvd 1&*& 

Buy drmnl Irmi *niH ixiIIdI aril uvl' 



COMPIJTIftS/ ACCESSORIES ■ S Bf 1 WAR L 



SOFTWARE ffrrPCi 
iO= i OFF1 

hA»1 trna|gr ^/anfll 

CALL 800-631 

In CT 303-J4SB-. TBBfl 



call NOW A Oct Free 

M-M" PQf.aF.T HOAii ATLAS 
nny qrrter 
TSI Cftrnpanv Inc 



NATION S BUSINESS CLASSIFIED 



CQN PU If m ICC t S SO Ftl E S SOFTWA RE 



JMPOHTEXPOHT 



PC KThFRQMS3«J.(H 
RCAf! FROM Si JOT* 130 



Bl^T Prices On TANDY < OmpUHsrs 



l.nmbuier* Arllrtliibi I'Jairiir. 
fTftpH furpjiwl. ja>* 14* 

TfllltRrlMUM«M 

MuiyiriHi liiijijvln^ Im 
«M I- h.^h i- w, 

Kt"t EHutartunl ti 774to » 
1'7U MIMI.-r-' I rl.i 77 + 1 iJ 



EDUCATION T71AINIKG PtiOGHAMS 

p*, WA MBy, A. --np MgrM *l fllffcflEocrv «y luttnult A 
'^ntg CMASE UNJYEHBfnf , 21*4 SoulM 1 100 Eaa< SuJto 
I =0-175, Eafl Laaa ili\\f t Ul fl^l W, W51 3ZC-HA&E 

College Dropout? 
i-inuui vtxj, Cktyw mrai^i cmr university los ange^ 



dEGREES- Sqrrwwt Uiuv^rty fefjrM pw- 
ffWTWnin in nxrti gutuocti. U midio-ai aludamta by diilonta 
JWrtftft Ft* k nrtiafwam somrj Sh to Somrart UrWnrWy, 
*n*in|*# S<?m*»L TA10 OBQ EmjInniJ 



FPCE CTXlEOE TAPE EaHffUi Dofpn* Pmgmm euanrw, 
***HilJr*l,pn, Pi*l»C /ymn^triSiOft. LAW <CXwlirr 5ai Ad- 
"Monk Puny AonrodHd, Firwtm Aid. (flOOj fl^T-fflXB 
^!*>*M-0ft5a l.a^alHsllrwund, IlSJflSiunl Lirngwy. 
3*m Laj* WMflUH HUM 



MASTERS. DOCTORAL DEGREES 

r, "ll iin.? W " r'-". "Hi- ' • wvm'vo ,\Kwar} t •■nnvi: 

wftrh oKponor™. *o OtiliQnJbnn FjGtlTHWt^r UNI- 
VERSitv. 45SC HflpOtPOn Artt. Mulnrm. LA 70001 

EIECUIIVE GIFTS 



fr/VLSS WATCH HEF'JCAJS # 1 USA WhCllfiSaMi' i--JL r OK 
r *1i. 1BKl. ekrfdplMartl Warrant PflOMDT+ONAL FA 
TlHEflB UAV SPECIAL 1 ura."3l*5A 

FINANCE IN ¥ESTM I NTS 



VENTURE CAPITAL RESOURCE 
Mo^lftua yi>ji nhanc.fi 1w lurrti kj r ^ «t 



FRANCHISE OPPORTUNITIES/SERVICES 



■I lewnue pulnfiUftJ hri^rJ 



AI4. NEW im PPWHCMI3E ANNUAL DIRECT OflY 
^ully 4*tCriblW 3,tBA R it M i li i l Wi. fncludm. Mai^ogk So* 
•an cDficwrmg yew ghaud hnw C*|&ft< flniWIIig B»IV 
t^fftfl AflWfMnt. 1Z7.B3 mhidM pattttg«. Mcmff-tM^h 
zf.iiirdi iirju M r.j - ■( ^ .'i-'ij ^. Cflrt w "i.!. L ■■wislnn ^ v i ■!• [Of 



VlUEO FRANCHISE ,li*ri tha wti*3- RTChriiT rwifall nmlulDn 
VtJEO B^lT. TNC . wTTt »W MD aucc&Blid v4ixi BKJ'm 
nulHViwrfu, atfflTH DdfuriatB rumhuy pflchpg^ InchldM IftWi 
ni*efflr, g|l iwumtWf. WJWfffTWfll 1 rriirmy. Only 000 Far 
■nor. nlu: eOO-Sea.7H7. In FL tt^TH'haoa 

mm.'mwi fi/hhishinbs 



Furnrfura Snoppn>Q 7 
Ov* 1 SO rnnjt^ IUW4 Hi -JlbtttlM jtftfiAi C*\ Ccr quq#M TOLL 
^RtE: I »1[>0 ^Sd- 2li>G> h wrrlo lor wfo th» ^i^rrtw* Haujw 
Ol NO. he, W Hi P*«t*r RM. PO 8t» 15it DttfA II, 
8u«tMJy. NC25U-1 

rRE MEMDOUS BWI^iS ON MajOH 

SftANBS 0*- KfflNJTUffE 
C*lt* wfllrr Lufttfl-Qlarti Fdmilu-e Cd 
1 1 1 Strigtrtill Or . Thomiw^llft, Mil 
C*Ll TOLt FREE !-flQUvD3l.73B8 

nnNC. oiiija^/a^n/j 

N^JrVWlUE HO*l£ MkrVEftV 



HOWttllMPGflTrEJCPOm 
Hired, QuMHir &2«-*J lUf^n Kiw 



E5*flfinflfiDa ffiport cDnipai^ <iritm ringer; t«nt*hC4 *J 
ninnuiaiTju..,, ^imn.-.-ud ■ «*|kvi1 :1c- -Jilt - viMi.ru: 

CO., INC. l^aComortEiJl 
An NW.SUta J15. WHtfMpwi D.C 2lMH.-ElttW'1K» 
Totrrw EXPORT HOTllWE 1-6^-E26-5g75. 

iNVtNTlDHS 

HAVE Atfl ttlCA, 1WVENTIDN. OR N£W Oqrt'J 
hrnj*i whit Ig do* Ci* AIM. irt mat dbh K- l^-hi 

cum tut tw* -no nt ron i»« i-Aod.^ ft^n 



INVFN hOh& IDEAS TECMhfitO&V WANTED. 1 
L-Ull Tut Frtw 1-flDO-526-«o40 
C4fi«ta. 1 BOO XMt 



NEW IDEA? tnmvBtion C-ar-Uf W *fltorx D.C. *fl a 

you BUTXlfll Rese^m LlQHilrjpfnonli f i n* Hit f*Q0?W7- 



iNVENTOFa* Cin you pater* »nd prafU im your Qui 
AMEFUCAAI rNVENTORS t ^RPOR ATOM Im Ith trvtarm* 

Ovw ■ DKMti c« wntc». i«n-33^»&6i In waw 

crwirtli at Canodi till: ^ I J] 56$ 

MAILlNfi LISTS SERVICES 

MAILING LISTS, t.vPfy t*l*0Ofy iw^Mil* CmM frjr FHCE 
atttiop Fin hUBdn*! Urtt 3*nc* TOu-^WEf. WWT- 



FREE MAILIM3 LIST CONSULTATION. Z*wf vKtogory 
IMndftfil*. |J#it*+i GOCy^^, Bcu 1 107. *ftjflPl. .W*gi 0> 

H*HIJFACTUn/N6 

itewreo v*yj, cakment winimiw MAMdiSflCTLWRs 

Ct*«aia V4nyhm Ptodutfi tar «n epporlufv^ in maitulBeiiir* 
.rn-pi rjiEnmtfKTtwindowi pUa Aoamphfilfl irmal virV replace 
<WH n^MH>#h 1 v*i(l itnfTii wlnctoWl progrAffM AViJI 
nbfl. Ertlupivn lm'll(in«« M^HnNn MntrMF PTwtlrmrrrl pv 
guiiud C4j| or will tor deluli. VlNVLUME PaQOUCIrl 
9W Tad Awn . Vr>jrgilmm. OH iJWf tl&-7^*-4l pq? 

PRINTtWfl 

EjL UfUrfMid t EnmrtepK wtth whfl» #24 pood, 
blue* trrt. lori iMft + S4 rKW«W « *ijnTrHng ft* r*srtwili 
add uIpb lai Ch^Ch, MO.. VI5A, MC, Id CiXfcn -LWrnwi. 
»Jun«, J GrtuE 5W PKwy , All. GA 30310 4404] 

BW-Z1 It. V 1*00-221^663. 311, 



EZ SELF-INK fNG STAMP 



fllfll ESTATE 

■NVESTORS. Orltrrdrj, FLA. Nnr QquwywHl Apr^fltalrtL 
Vrifl tm»«t]nWTrt WfH CdHUhW CMA Itnw WW dan luaw A 
BBfltgiL Mr, MW*, JPWKIOOO. 

INVESTORS SELLING OUTj AJST * l£f7~ 
nowa We« Ccasi ConAoM-2 Wr. 2 Rum. pwh 1 nw 5D * 
iitiBand AwctilH mc. 4^J Qo«iWlte-Uu«S FU Ndnll, 
Larnfl. FL33HD 



&£ Ml N AflS/CONFEH ENCE S C0ITVE NTf OUS 

ATTETiTlON MEETING PLANNERS 
Td^ji r>rOdfarn tw lomftc uitrh our tpHVnn Cli lal Hjr 
IdeHk lUabpna; I«m SpoaAora Buimou, 1 EFfl Nalranal Ptw 

BUrd.. Wkiii. DC sew* roc-taB-Mw 

success LEAOETis sEwice 

jordam EmnrfKiDiaa awviftea bun'Mtt* yen. I kMdw* ■tajnyr*t- 
iKin ko>inniar|, fjlan .Tgrm:. rrajien, humonili onlaminanii. 
anabTfUas Mnrnarel M Or E*. DuP^h Jadlfi, CiMfatlia<lrUa- 
liOnt C*rttW. Bo- 1*0&. flpp«ll QAW77 4CH *f51 (Ui? 
Wwraiff Plamnrn fall I 600 OflATORS {672-66771 

TUEHJlHKETIHG 



Mitt 



WANT SALES LEADS? 
10 (o 3E Ciflod Loadi EMtty Oajp 

fOn , r Cnfi 1 nmpulNn^frJ InlrmnlffifUji ^Biam 





d iKDid rn» jr^Wfri aiiinmihcally 1 
"imdlji'lrjrni 




h Billet tr.wA v 






-Ml-U91,a>al. 
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COMTELinOAQCJ 



! El I PM ON E Ti LEI SEHVI CE S E^UIPWCNT 

dUARANTECD LOWEST COSTS 
• ttaTS,iT#tor$Bfvkr* 
TELEHEP BOO ^OQ) fl3*.a(KK) ipO*n -OH pa MO 



IftAHFL EUN RIN1AIS EXCHANGES 



AMELJA ISLAND, FL C-iacfl vlllai A hoiim w, AfnqUa lf- 
landf^alnaiiDr.I olhoi ^KfrfrKmryrul* TjII AMtLIAflENT- 
ALS H>fl irflfl. |n FL ^BTjQL 

HAUUAJI CONDOS ar WAlLEA, U|y|. SufMTbL, WhE. bwJM. 
pool*, ^nnnifc 5fiM» ufi to t35 or 1^iMf^ 1bh vi q:1inrnp<ir> 
•flip CttiirhfB. Carrtatl nwwr u ] KMJ 3B7 ?W 



HILtrX HEAD Enjdy naand arrwnliliuo did ^1. wmJ'Ji. 



ST CHEWl \miA; M«aX pool, */t6-1J/H r f7M;i*: li'lfi- 
f71i. Lo* aafam B«v CfO»n>. fVpglTl | r, Wesl 

rarri, MA 0 1 HBW filX-fiftp-Bfln A*o, *imrbj|li w'-r^parm- 
■#4 -ii^* far bilt 



FOR THE MOST UP-TO-DATE 

COMPREHENSIVE FRANCHISING INFORMATION 

READ "THE 1988 GUIDE TO FRANCHISING" 

IN THE OCTOBER ISSUE OF NATION'S BUSINESS 

For information on advertising, 
call Jon Shonerd, toll free, at 
800*424-6746. 



Gfe 



COMMENTARY 



Congressional 
Alert 



NanWi Bnirine^* Ju"^ ^ 

Here, in brief, are important legislaii^ 
issues along with suggestions, from A T fl- 
tivn V nam on wlmt you should lei I 
members of D m cress aboul them. Ad- 
drt^aes. LIS. Senate* Washington* D^C- 
20610 and U-S, House of Representa- 
tives, Washington, 0.(120515. 



Budget Reform 



Product Liability 



Minimum Wage 



Plant Closings 



Double Breasting 



BUSINESS IMPACT 



Financial markets and business in gor*- 
erxtl would benefit from reforms in the 
congressional budget process. Two wa- 
fer reforms — a biennial budget cycle, 
rather than thy current annual cycle, 
and presidential authority to veto indi- 
vidual spending items in appropriations 
bills — would contribute to economic 
growth. 



America 1 !* producl liability system, the 
most expensive in the world, hinders 
the ability of American corporations to 
compete both at home and in interna- 
tional markets. Higher legal coats and 
extraordinarily higher insurance cost* 
increase Lhe price of U.S. products ami 
provide foreign manufacturers with ft 
strong: price advantage. 



Proposals to increase the minimum 
wage by more than 10 percent per year 
over the next three years and to index 
subsequent increases to 50 percent of 
the average nousupervisury manufac- 
turing wage would have a major impact 
on inflation. Not only would the mini' 
mum wage increase, but wages for 
those: workers earning above the mini- 
mum wage would be pushed up. 



Companies could he forced to continue 
to operate money-losing plants if Con- 
greaa eitaeta legislation requiring con- 
sul tution with affected worker* ur their 
unions before such plant* are closed. 
The consultation process could cover al- 
ternatives and modifications to deci- 
sions hrvofviiij.; [.hi -- ■• 1 : 1 v ■ ^ I i • = 
of employee, or reduction of employ- 
ee' hours, 



BUSINESS MESSAGE 



Mom hers of tho Houae and Senate; 
Support legislation for 1 biennial bud- 
gi«t cycle to replace the current tfme- 
consuming annual cycle. Also support 
legislation to give the President author 
ity to veto individual spending items in 
appropriations bills-. These reform* 
would allow bittLnesu to make longer- 
range plans and reduce unnecessary 
government spending. 



Congress is considering legislation that 
would ban double breasting (operating 
a union shop and a mm union aliopj in 
thif construction industry, This mea- 
sure, could force tens of thousands of 
worker* into collective bargaining units 
without those worker* casting a single 
vote on union membership. Also. It 
would set a precedent for forcing 
unionization of alt dual shops in all in- 
dustries 



Members of ttte House and Senate: A 
federal product liability law is a high 
legislative priority of tJn« bun metis com- 
munity- Excessive legal casta ami 
awards impair Lao ability of America's 
businesses to compete in international 
markets. Support fair and equitable re- 
forms, yonh ua those in Uu: Uniform 
Producl Safety Act Of IflfiT. 



Members of the House and Senate: Re- 
ject legislation th.ui increase* the co^t 
of business without increasing produc- 
tivity. Proposals being considered in 
Congress would increase, the minimum 
wa#e significantly and push up other 
wages. Such inflationary measures 
harm all Ameriestits— business owners 
and consumers alike. 



Members of the House and Senate Op- 
pose 1 1 1 a nl. cl< »si ri£ le^ isln* i 1 m 1 v i 1 ssage 
would create groat potential for abuse 
by organized labor. Unions would have 
every nice n Live to use delaying tactics 
u> keep employers from implementing 
decisions dictated by economic- necessi- 
ty. Managers must Ik- free lo make hu- 
nt decisions affecting their bmibesHes. 



Members of the House and Senate: Op- 
pose legislation banning double breast 
ing in the construction industry. It 
would he an unnecessary unrl unfair 
limitation on the freedom of employers 
and employees alike. Such a kw could 
allow unions to double their member- 
ships, without having to earn their new 
members. 



kiitkin\ flu 



fi3 



LESSORS OF LEADERSHIP 



Looking Ahead 



Succeeding in business, 
as well ax in life, ix a 
matter of careful 
planning, says Oliver H. 
Betefmmps, Jr., the U»S, 
Chamber's new board 
chairman. 



Neighbors knew them as Alfred 
and Ollie, sons of Europe im- 
_ r 1 grants. They gambled their 
*Wsi,000 savings on a gnw.-ry 
Su;, re, hoping to provide for their wid- 
owed mother and their three sisters. 

Their a mall earner grocery would of- 
far aii inexpensive alternative to the 
b «ttir food stores in Mobife. Ata— the 
t*}^ that gave credit arid delivered 
JJgllt In the back door. They called it a 
dash and earrv" store, a newfangled 

back in 1921. 
For list LJelchamps brothers, neither 
"f fc'hom L'ompb^od grammar sehofil, 
Ui* venture proved fore.sighted. Most 
■*f tlniKe "better" stores came and went, 
the Delehamps name now is on 94 
■■Lore fronts in the South. 

Today, Alfred's son is president of 
the Delchamps grocery store chain, 
* r hich has annual Bates of $688 million. 

And Ollie 'a hoy? He is, among other 
things, chairman of the executive corn 
■nitttw of Dekhamps. the U.S. Chamber 
°f Commerce's new board chairman 
tei an occasional Whiu? House guest 
w hu discusses the nation's economy 
with the President 

4t ] have a special interest in the free 
^nterprijje system," says Oliver H. Del- 
p na«ipa r Jr/M, 

That "interest" Btretche* far beyond 
1 he- fa n i ; ly .u n c ry c in. w h ich oj ic r 
^Uis today in four states ---Alabama, 
Louisiana, Mitisit^ippi and Florida, 

"I've been | involved in] a lot of 
things — from a director of the Mo hi If 
Opera f.iuild to pre&idenl of America's 
Junior Miiua Pageant/ 1 he says. 

Although a nonsmoker and a trim I7n 
Pounds, ] >fk , li£Ltn quffer^d a mild 
h^art attack two years ago. The set* 
"fick, firim which he has fully recov- 
ered, was due in part to a schedule full 
°f board meetings brought on by his 
perceived responsibility to serve dozen* 
of corporate and educational organiza- 
tions not only in Mobile but also in the 
■South and nationally. 

"Sometimes I think I've done a poor 
planning job by Irving on so many 
hoards," says Delchamps, "But it's 
hard to turn one down, because- it 
*<?erns that the guy who calls you to 
Kerve always iu a guy to whom you awe 
a favor/" 

I3e)chainps explains: "My daddy al- 
fefjjjii said that everything the family 



'7 have a special interest in ike 
f'rt'v' t-n ft ■ r/> rt,-.r xi/,< { w , ' mi us t >, H 
iMchampXt Jr„ chairman of the 
tmcutiw cqtti mil tee of Dcleka m jj.v 



Supermarkets, hf/rio. rumjtuny 
has thrived in a hiffhty romp? ti tint: 
market 




r BfLiirtfi. iui 



accomplished in business was a result 
of community support and th*> people 
who shopped at our stores, So he felt 
the Delehamps had to return in kind as 
much they could. TtasL was hi* philoso- 
phy, and it is mine." 

Upon graduation from the University 
of Alabama in 1954, 01 He, Jr., enlisted 
in the Air Force. He wan discharged in 
1996 as a second Lieutenant. "I then 
began work at a desk right there in my 
daddy's office," he says. 41 Of course, I 
never really expected to do anything 
else but work for him." 

The senior IMdmmps and his broth- 
er opened live stores between 1921 and 
IHLih, rind :i hi-rhanqp WM ftUMlf tiO$Xi 
agcr of each. (For the sixth store, and 
neariy every one Mnfe, the family has 
promoted valued employees to the man- 
ag^rial posmj 

In when the Htore^ numbered 
nearly 40, Ollie! Jr., was named compa- 
ny president and CEO at age S5, Then, 
after sorving a* president for eight 
year*, IlekluLmps was elefted h«iard 
chairman, a position he held from IWll 

to vm. 

While at the helm, he led the compa- 



ny to seek professionals outeide the 
chain, such as sjwciaSists in finance and 
;ntTouncmg and profess sonat manner* 
in operations. "J got strongly involved 
with the American Management Asso- 
riation/ 1 he saya. Technique* learned 
with the association's help "led us into 
more sophisticated planning." 

Among other results, DelchamviM 
became one of the first in the 
industry U) offer a self-service 
meat market. "We also w^re. the 
first hi the Southeast to offer generic- 
label product*," aaya Dele hump*. IJ and 
the first to introduce automat k scanner 
checkout systems/' 

The chain ha* continued to keep up 
with technological advances. A comput- 
erized distribution center in Hammond, 
La*, was opened in 1985 to service ail 
Delchamps locations. And automatic 
banking machines in the stores give 
customers, a* management anya* "still 
another reason to shop at Delchampa." 

There are nice benefits to working 
there, too. 

Special training programs prepare 
employee* to manage new Ddchamps 



LESSONS Or I LAGER SHIP 



looking Ahead £>dch fjmju? sen'cn rfojfw.s tfj ntrpornie t$ fhfit the firm r s success is a rtsult 

nttd educational organization* not oftmnmumlp support and tJic 

only in his ttvtive Mobile. Ah., hut Dt'ichamp^ h'un to return in kind 

nho TtatioTtaltff. His phitozophy a* much as fhey can 



supermarkets- To make employees feel 
pan of the Delehamps family, the com- 
pany created a profit-sharing plan In 
the 1940a. "And in the r, 70s h we set up 
an Employees' Stuck Ownership Plan,'" 
Detchanips points out 

He assigns a good share of the credit 
for success of the Dekhampn chain to 
the ESOP, because it helped create a 
motivated and pro fit-conscious, work 
force that today numbers 5JM. 

"Otir workers have been approached 
by unions but without success/* he 
says. "We pay really good wages and 
lire UK) percent nonunion- Not having 
unions: Jets us run the business without 
it lot of cumbersome rotea" that limit 
management's options for some of Dei- 
champs' competitors, 



D 

did 



elchamps also avoids the heavy 
I capital expenditures that some 
| competitors incur hy not owning 
large parcel?? of real estate. "We 
own some sites over the years/ 1 
says Dekhampa, "but these days we 
lease, preferring to use our capital far 
merchandise and equipment/' 

He aaya it now costs more than $1 
mil 3 ion to open 3 Dele ham pa store, 
"That 51,000 that my father and uncle 
used to start the first store wouldn't 
buy one of the doors * in a new Super 
Store-^12,000 square feet of modern 
and spackms efficiency. 

These large Super iatores offer cus- 
tomers everything from flower ar- 
rangements and greeting cards to exot- 
ic fruits and vegetables for gourmet 
cooks. To keep its choppers, Delchump* 
regularly renovates or replaces older 
stores. At the end of fiscal year 19815, 1*0 
percent of iia supermarket?; wern lean 
than 10 years old. 

Tbe store practices a merchandising 
policy that its former board chairman 
say* m ''designed to keep as the ittMt 
competitive food store in each of our 
markets. 

"We explain to customers that the 
costs of weekly s|>ecial5, double cou- 
I -■ i i h , glim en mid ^jmrnir;k^ are panned 
on to customers in food pricing/ ' he 
says. "So we don't offer such entice- 
ments. Instead, two years ago we intro- 
duced a new merchandising program 
called Everyday Minimum Pricing. Our 
customers do not pay more even 
though they are shopping at what we 
consider the highest-quality food stores 
in town/ 1 

The policy means big dividends — for 
customers, for HtOcJcHTWning employees 
and for the Delchamps family. Al- 
though ail throe of his children have 






worked for the chain at one time, none 
KftVf chosen to follow their father's 
path. "Oliver 111, 32, prefers a vkJeo 
bu&tness and running a steak house, my 
daughter recently married and is Bet- 
ting up housekeeping, and my youngest 
boy, who i£ works in a college's 
development office,' ' says Delchamps. 

Although not yet in the same league 
as giant food chains such as Safeway 
and Winn- Dixie, Delchamps" attractive 
stores and progressive practices htiv« 
made it a coveted operation, Both A&P 
and Bruno's, a large Southern grocery 
chain based in Birmingham, have made 
buymU offers. 

"In both cases," says Delchamps, 
"we did not think the prices offered 
were what the company was worth." 

In the last five yea re. sales have 
jumped from $301 million to $6S8 mil- 
lion. The company a wnrking capital 
has risen from $13 million in lasa to $41 
million in 198ft, and its total fiK*ets have 
soared from tffl million in 1982 to 
million last year. Net earnings in t98ti 
were SB million. 

Even in such a healthy growth com- 
psny ''there is a limit to how long a 
person can do an effective job/' Del- 
champ* say*. That's why hv. stepped 
ilt i w ii as board chairman in lS3^i and 
heeame chairrnaji of the- firm's execu- 
tive committee. 

"It gives me the time to do mere civic 
work, to take on the U.S. Chamber 
board chairmanahip and to aiay active 
in polities/' he says. "And I love poh> 
tic*."' 

Politics; adds Delchamps, ' ' js little 
different than running a grocery chain, 



Both depend a great deal on market- 
ing. 1 ' Fifteen years ago he tried market- 
ing himself as a Republican candidate 
for Alabama^ Stau< Board uf Educa- 
tion, but lost He does not foresee an- 
other run for office, but he does plan to 
remain politically active as a national 
COP convention delegate and as fi- 
nance chairman for various Alabama 
congressional candidates. 

Planning "i* an absolute necessity, 
not only in one's business but 
also in one's personal life," he 
»ays, "Some folks just don't look 
far enough ahead/" Despite his careful 
planning, Delchamps admits that for 
years he fell short when it came to tak- 
ing time off from hi* business and civic 
i-i;. Rim irtiir^ii ts "When vm/rc young, 
you think you can gu, go, go. [ used to 
brag that J never took a vacation. No 
mure, Now I begin the year by marking 
on a calendar a week or two of vacation 
in spring, another in summer and an- 
other in fali" 

In another attempt to get his mind 
off business, LMcliampft say* he reads 
half n dozen Su:ui:ai l -s i jm; rs trying U* 
keep up with what's going on in the 
world and in business and, particularly, 
in politics.'^ 

Staying abreast iK part of Deb 
champs' next 10-year plan. Another 
part, he nays, is "f-Umuing which of tht- 
dozens of organizations I J m involved in 
I wsll get out of. 

"Fm a born optimist/' he says, fci I see 
myself cutting down on Home of those 
board memberships . . . as long as some 
guy I owe a favor to doesn't call." It 
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"Tfie pmtection of 
taaopayer interests and 
the effective 
administration of tax 
laws need not be 
conflicting goals. " 



Why We Need To Enact 
A Taxpayers' Bill Of Rights 



TTte owner of a small business re porta 
thai, although be lives near an Internal 
Revenue Service affile, a Federal lax 
agent required him to drive H'M> miles to 
another IRS office for an audit, Iti addi- 
the time set for the c-xjimination 
required tie taxpayer to close his shop 
&t a peak business jiertod. 

As a result of such incidents, Con- 
£re»s is considering legislation that 
Would require the IRS to schedule In- 
terviews at time* and places convenient 
ft*r both the taxpayer and the agency. 

The provision is part of the proposed 
Omnibus Taxpayers' Bill of Rights 
(Senate Bill C04). It is aimed at elimiost- 
tiig what many taxpayers see as exces- 
sively heavy-handed collection proce- 
dures by the IRS. Basically, the 
legislation is designed to achieve a bet^ 
t*r balance between eqqi table treat- 
ment of taxpayers and the agency's vi- 
W Function of enforcing the tax laws. 

Other worthwhile provisions of the 
bill would require the IRS to notify tax- 
payers of th^ir rights as well as their 
°hligationfi; modify levy procedures 
that can unnecessarily jeopardise* the 
continuation of legitimate businesses; 
*od establish an ombudsman's office 
with authority to intervene to prevent 
Unjustified harm to taxpayer a. 

Another benefit, of the proposed law 
E to bring the IRS under Lhe Regula- 
tory Flexibility Act, which requires f ed- 
er&l agencies to adopt the least burden 
^nie rules for small bu&ine.sses. 

On the other hand, some provisions 
uf the bill should be modified. For ex- 
ample, a proposal to *hift the burden of 
proof to the IRH in all civil proceedings 
■* overly broad- Such a ^weeping 
change could strike at the ability of the 
IRJ£ to administer and enforce the tax 
hwsi because it would discourage main- 
tenance of complete and accurate Lax 
records and would create an infeasible 
^tnin istrati ve burden. The taxpayer, 
a fter all, is in the best position to sub- 
stantiate claims questioned by the IRS. 
At the same time, Congress would do 
We il to look into the question of wheth- 
er there are some i: ire urn stances where 




Use burden of proof might more appro- 
priately be borne by the IRS, 

Junes D- McCarthy, a veteran tax 
attorney and chairman of the Small 
Business Taxation Subcommittee of the 
U.S. Chamber of Commerce, described 
the proper goal of the legislation in con- 
gressional testimony: "We believe that 
a higher degree of tax compliance 
would be achieved if the nature of tin- 



IRS-taxpayer relationship were lee a ad- 
versarial and less one-sided. , . . The 
protection of taxpayer interests and the 
effective administration of tax laws 
nesd not be conflicting goals. Rather, 
both goals are compatible, provided 
that a proper balance » achieved be- 
tween taxpayer and [RS interests." 

Congress should consider the Tax- 
payers' Bill of Rights in that spirit 




How One Small Step Can 
Achieve Three Big Goals 



Saving lives, reducing workplace inju- 
ries and improving your bottom line are 
formidable challenges. 

But there is one simple action an em- 
ployer can take to help achieve all 
threi?: Establishing a "favingJvRyThe- 
Belf 1 campaign to encourage the use of 
sent belts. Motor vehicle crashes are 
the leading cause of orKhe-job fatali- 
ties and lust, work time, 

Business concern over reducing the 



highway toll is evident in a cooperative 
effort by three major business organi- 
sation*— the QJL Chamber of Com- 
merce h the National Association of 
Manufacturers and the Business 
Roundtabk — to show companies the 
advantages of the seat-belt campaign . 

Employers who follow the recom- 
mendation u> establish sent-belt pro- 
grams will make a far-reach hig contri- 
! -i1!«hi in niilinnal well-being-. 



Ford carries 
more weight 
with businessmen. 

Tou g h Aerostar and Econoline Vans. 



Both Aerostar and 
Econoline lead their class 
in payload ratings . . .up to 
a whopping 4,670 lbs*! 



Now there are two 
roomy Ford Vans to carry 
the load for your business 
— the payload champ 
Ford Econoline and the 
aerodynamic Aerostar. . . 
the mini-van that takes 
over a ton of payload, 
most of any mini! 

Wide van choice. 

Ford gives you a 
choice in van lengths, 
too— with the 
short-wheelbase 
Econoline, a long- 
wheelbase model, 
the extra-roomy 
Super Van ,, plus 
the maneuverable 
Aerostar. with a 
7-ft cargo floor 
behind the front 
seats. 



EH power standard. 

With tough Ford Vans 
you don't pay extra for 
the eatra power of 
electronic fuel injection. 
Econolines 45L EFI Six 
with 20% more power 
for 87 is the standard 
engine . . . Aerosrars 
standard is the big 3.0L 
EFI V-6. rated at 145 hp. 

Engine options for 
Econoline range all the 
way up to the biggest 
powerpfant in any van— 



Ford's powerful 245 hp 
7.5LV8. 

Tow up to 5 tons. 

Both Fords tow some, 
too— up to Eve tonst 
with a properly equipped 
Econoline {more than any 
other van)... as much 
as 4,900 lbs J with the 
tough little Aerostar 
(one ton more than 
Chrysler's minis)! 

Otd-fimtt design. 

Both Aerostar and 
Econoline feature out- 
front design for extra 
driving comfort and 
walk-through room. 
The front axle is placed 
well forward for easy 
entry and a smooth ride. 

Ford Econoline . . . Ford 
Aerostar: Now it s easy to 




make a tough business 
decision! 

e-Year/BO^OO-MUe 
Fowertrain Warranty. 

New Ford limited 
warranty covers power- 
trains for 6 yeans/eaOGO 
miles and provides 
protection against body 
panel rust-through for 
6 years/100,000 miles, 
whichever comes first. 
Restrictions and deduc 
table apply 

lifetime Service 
Guarantee. 

Ateci. participating 
dealers back their cus- 
tomer-paid work with a 
free Lifetime Service 
Guarantee. Good for as 
long as you own your 
light truck. Ask your 
dealer to see a 
copy of the limited 
warranty and Life- 
time Service 
Guarantee. 

Buckle up— 
together we can 
save ItvcBh 

"With qptinnn] franohne 
payjDixl package. 
•■Otpitlty rftduued by 
paiitfigKr and cargo wr. 
n lowing vehfchs. 



FORD VANS 
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THOROUGH. 

I VmjiU- uHli ntro %W i c-sshil in husin* sh r Jikf you, nri' 1 lidrtmtjh, 
Bt'Finj thorough means yuu're < true ring rvetv ^jngjc cir~ra.il. 
checking all fhe pos^itiililfc** ami InLliiwiiiLj I h rough. 

The SwinUM 8011 electronic typewriter gl^e> v** u **ve thor- 
oughness v^u need lo ma in lain your su* * e^- It* 20 t hjrdi Irr 
display lets vou correct and edir your worcK turfmc i<m prim 
them in professionally per feci letier quality copy, 
Computer infer faceable options for bidirpcrjohiil priming ni^kes 
the 11011 a computer printer. Correction niemnry (200 charac- 
Ee.f allows you to make < lunger after I he words are printed 
nrl llit- page. And fTS «■ n[ji i mini it al I v i \*r s ilj nr d fur iOi1lforl r 

Tin- Sumrrt 8011. Part erf a ihorout|h lainily ol el**( Ironic 
fvpewrifers Consult the Yellow Pages for the dealer near 
you. Or lor ,i free brochure, call toil free I-SOO-225-OduZ 
In New Jersey, (201) 935-0115, 

320 Comnun m **. ^tlJltltPP 
R O Bm ■« 6 Moo nar hie. INI 07074 ^ W 1 
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